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SALESMEN: A great 
national advertising cam 
paign is helping dealers 
sell Eveready Radio Bat- 
teries. And intensive 
advertising in all the im- 
portant trade magazines 


No. 767 
“B” Battery 
. is helping you sell Eveready 

No. 7111 Radio Batteries to the 
“A” Dry Cell dealers. This is a repro- 
duction of the current 
advertisement in trade 
papers. 

































No 764 
“B" Battery 


No. 766 
“RB” Battery 


The complete 
Eveready Radio 
Battery line 

the right battery 
for every tube, for 
every circuit, for 
every dealer, for 
every radio user. 
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Eveready Radio Batteries are business builders 


DEPENDABLE merchandise—Eveready Radio reputation for good goods, make people say that 
Batteries. These are the batteries of pep and _ yours is the radio shop. Eveready Radio Bat- 
power. Known everywhere, used everywhere, _ teries are good goods. 


e, 
sold easily. Show them, sell them. There is an Eveready Radio Battery, the 


Here are batteries you can stand back of, absolutely correct battery, for every circuit, for 
absolutely, because we are back of you with our every receiving tube. Sell Eveready Radio 
thirty years of battery building experience, our Batteries. Ask your jobber. 








unrivaled laboratory and testing system, our Manufactured and guaranteed by | 

immense factories, our speediest of all distrib NATIONAL CARBON COMPANY, Inc | 

uting systems. Think what this means to you! Headquarters for Radio Battery Information i 
New York San Francisco }— 
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GRATIFYING response has al- 
ready been received to the ques- 
tionnaire recently sent out in order 
to ascertain the extent of the job- 
bers’ sales in 1923. There are still 
a number to be heard from, how- 
ever, and it is urged that the latter 
forward the figures as soon as pos- 
sible. A tabulation and analysis of 
the results of this investigation will 
be published in the July issue. 
When this was done last year, for 
1922, so much interest was shown 
that it was determined to make the 
investigation an annual feature in 
l'une Jopper’s SatesMAaN. There is 
a keen desire on the part of the job- 
bers themselves to ascertain from an 
impartial source accurate informa- 
tion on the true size and importance 
of their branch of the electrical in- 
dustry, in relation to the distribu- 
tion of mechandise. Furthermore, 
the results obtained are very largely 
used by manufacturers and others in 
formulating merchandising plans. 
This is consequently a work of im- 
portance, which aids considerably in 
establishing the prestige of the elec- 
trical jobbing industry, and a gen- 
erous measure of co-operation in fill- 
ing out the questionnaire is sought. 
* OK of 


INCE January 1, 
jobbers monthly bulletins headed 
“What’s the News?’ The response 
has been splendid, furnishing us each 


we have sent to 


month with nearly a hundred items 
on new salesmen, removals, new 
buildings, ete. To show our appre- 


are striving to make this 
interesting. 


ciation we 
news more 

We have two requests to make in 
connection with these replies. te- 
garding the new salesman, the addi- 
tion of his former connection or 
some outstanding feature of his past 
experience will help considerably. 
Also we want to hear from any job- 
ber who has not received his bulletin. 


A piece of news from every jobbing 
house every month is the goal. 
2 - - 
at Chicago, Illinoje, under the Act of Mar. 3, 1879. 
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never kinks! 


END it all you wish, jerk it, twist it--- 
IT WON’T KINK. Hammer it flat, it 
will easily work back into shape again. 


Built like a Cord Tire---cotton and insulating 
fibre woven into a solid wall---Flextube 
combines ‘sturdy wearing qualities with ex- 
treme flexibility. 

A big hole for wires---made slippery all the way through 
with powdered soapstone---makes fishing easy. 


Never sticky, never brittle, easy to handle, easy to 
carry, easy to work, Flextube the Non-Metallic 
Conduit is deservedly popular with electrical contractors 
everywhere. 


National Metal Molding Company 


oer WORLD’S LARGEST PRODUCERS OF BLECTRICAL = fisroxnxmnooncn 
PRODUCTS wot 





od CONDUITS AND FITTINGS 
1113 Fulton Building, Pittsburgh, Pa. . 
Represented in All Principal Cities (16) 
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and EXHAUST TUBING 
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Editor’s Page 


Advertising By Radio 

HAT may be considered as an authori- 
W tative statement regarding radio as an 

advertising vehicle was recently made 
by J. C. MeQuiston, manager of the publicity 
department of the Westinghouse Electric & 
Mfg. Co., at a meeting of the Engineering Ad- 
vertisers’ Association. It is his belief that radio, 
being a home institution, should only enter when 
freely invited and welcomed. Advertising does 
not receive such a welcome. furthermore, it 
does not have the authority of the printed word 
and the advertising message promulgated by 
radio cannot be effective. 

While reading these statements, which ap- 
pear sound and logical, an announcement was 
laid on our desk which starts off:—‘‘There’s 
going to be a lot of ‘bubbly’ conversation in the 
air on the night of Tuesday, May 6. ‘The oc- 
‘asion will be the eve of ‘Bottled Carbonated 
Beverage Day’ and broadcasting stations in 
every section of the United States will give 
place on their programs to brief talks on the 
history and development of that industry.” 

This brought us up with a start, but we sought 
consolation again in Mr. McQuiston’s address 
wherein he said: ‘Radio is peculiarly an insti- 
tution of the home. Because it so vitally touches 
the home it must be safeguarded. ‘The home is 
the radio audience and the home will censor it. 
This will safeguard it from commercial prosti- 
tution and unclean features.” 

Feeling somewhat better we could not refrain, 
however, from turning again to the bottlers 
with a sort of morbid curiosity, to learn that 
there are approximately 12,000 manufacturers 
of carbonated beverages, commonly known as 
“soda water” who are celebrating the centennial 
of their industry, keeping “open house” at their 
plants and regaling visitors with samples of 
their products. 

When there are 12,000 manufacturers of a 
product, with headquarters in Washington, 
I). C., unitedly seeking to broadcast the history. 
medical, food and health values of their soothing 
waters, it is going to be hard to keep them out 
of the air without more stringent regulation— 
which in turn brings up the question of what is 
advertising and what is not, with all its endless 
ramifications. 

Perhaps, after all, the solution of the prob- 
lem is in MeQuiston’s single statement, “The 
home is the radio audience and the home will 
censor it.” This will be a slow process, but in 
the end, if the people are fed up on soda water 
talks, prize contests involving trade named 





products and other kinds of press agent stuff to 
a sufficient extent it will gag and the sale of 
these products will be injured rather than 
helped. Then the evil will become self destruc- 
tive and fizzle out. 
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It Can Be — 


HEN any of us say to a customer “It 
W ‘an’t be done” we usually have in mind 
that it can’t be done without putting us 

to a good deal of inconvenience and expense. 

Never say “It can’t be done.” 

Put it this way: “Yes, we can get that job 
out for you but we will have to put in a lot of 
overtime and you will have to stand the extra 
expense.” 

Kxplain the mechanical difficulties of doing 
the work in less than the normal time, but al- 
ways hold yourself ready to overcome these 
difficulties if the customer is willing to pay. 

Can a safe bridge be built across the Atlantic 
Ocean / 

Yes. One of the world’s greatest engineers 
says so. But the cost would be so great that it 
is inconceivable that such a bridge will ever be 
built. 

Can twenty-story buildings be erected in 
thirty days, and equipped for use? 

We doubt whether this has ever been done, 
but we can imagine that there are builders who 
would undertake the job, provided the lid was 
off on the cost. It would probably cost ten 
times as much to complete such a structure in 
one month as it would cost if ten months were 
allowed. 

But the point is this: It can be done. 

When the Chicago Tribune moved into its 
new plant at Austin and Michigan Avenues, 
the whole job was completed one Sunday, with- 
out interfering with the production of the paper. 

Up to six o'clock Sunday morning the 
Tribune was prepared to issue an extra from the 
old building; by nine o’clock Sunday night all 
departments were operating in their new home. 

Forty-three truck vans were used in_ this 
gigantic job. Men worked continuously from 
thirty-six to forty-eight hours. 

A half day was required to move the first 
linotype; only six had been removed by Satur- 
day night; but the entire battery of fifty-seven 
machines was in place at 1:45 p. m. Sunday— 
three hours ahead of schedule. 

Nine steam tables, seven and one-half tons 
ach, were taken down, shipped in sections, as- 
sembled and put in operation ahead of schedule. 
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For the Sweeneys and 
the Stuyvesants 


The Sweeneys—you meet them every- 
day, everywhere. They’re the plain 
“folks” who work in stores, shops and 
offices, construct buildings, etc. They 
occupy 8,000,000 of the wired homes. 
They are the frugal mass. 


The Stuyvesants—they’re the elite. 
They have money to spend. But there 
are only two of them out of every ten 
owning a wired home. They demand 
the latest and best. 


The Sweeneys and Stuyvesants together occupy 
10,000,000 wired homes in the United States. A big 
market! Every single one is a definite prospect for 
electrical appliances—2,000,000 spenders, 8,000,000 


close-buyers. 
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$2.50 retail 
$2 








$13.85 retail 
($14.75 w. 

















7 vesants. 
Th enery counter satisfies the whole market, the frugal or 


And here is the line—a complete line—the Lib- 


erty Hot Plate line—that runs the scale of puuir- 
chasing power, from the Sweeneys to the Stuy- 
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The Liberty Hot Plate line on your 


75 w. the fastidious. The Sweeneys can’t make a bet- 
a ter buy; the Stuyvesants can’t buy a better make. 
From the original Liberty Hot Plate at $2.50 
retail to the Liberty Super-Twin at $16.65 re- 
tail you reach the whole market—with one sales 
talk. Each Liberty does the rest. 


The Het Sost 
a . ee 
e420 w. Constant national advertising plus hundreds of 
Kin) thousands of satisfied users has created and is 
building public confidence which greatly multi- 
plies your demand for the whole Liberty line. 
The Super 3- 
9.85 retail 
“st. w. Ask your sales manager, he has the facts. 
of R.) 


The Twin The Liberty Gauge & Instrument Co. 


(World’s Largest Exclusive Makers of Electrical 


of R.) 
'Hot Plates) 
6545 Carnegie Ave. Cleveland, Ohio 
New York Office Pacific Coast Office 
114-118 Liberty St., 216 Byrne Bldg., 
New York, N. Y. Los Angeles, Cal. 


Liberty 


The Super- Twin 
$16.65 retail ($17.65 w. 
of R.) 
Approved by ae 
Good Housekeeping as O ro | €*s 





LIBERTY USERS BECOME APPLIANCE BOOSTERS 
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Single vs. Competing Lines 


Where the Industry Stands as a Whole on This Much Disputed Question— 


NYWHERE at any time that a number of elec- 
trical jobbers get together the question is almost 


sure to arise as to the advisability of handling 


single as against com- 
peting lines of mer- 
chandise. There is a 
marked difference of 
opinion in regard to 
the policy that should 
be adopted. 

Neither is the ques- 
tion settled in the other 
and older lines of 
wholesaling than elec- 
trical, else the problem 
would be simplified for 
the electrical whole- 
sale merchandiser. We 
hear of tendencies this 
way or that in the 
other fields. But mostly 
these are general state- 
ments not backed up 
by a sufficient founda- 
tion of facts upon 
which to draw a defi- 
nite conclusion. 


Since this problem is 
so important, informa- 
tion of a reliable char- 
acter as to exactly how 
our industry stands in 
relation to it will be of 

alue. Is there a ten- 
iency to swing to 
ingle lines, concen- 
‘rate on those lines and 
0 a real merchandis- 


A Study of Views Submitted by 150 Jobbers 


ing job and make real salesmen out of order takers? On 
the other hand is the tendency to spread out and per- 
form the function, which many think is the proper one for 






























































Showing Present Status of Electrical Jobbers, Relative to Single Vs. 
Competing Lines. 




















Demand 64 (42.3%) 
Exclusive 
Handle 78 (51.6%) 
Single Lines 
Do Not 87 (577%) 
Appliances Demand Exclusive 
HandleTwo 47 (644%) 
Handle 73 (48.4%) 
Compehng Lines 
More 26 (35.6%) 
Than Two 
Demand 34 (22.3%) 
Handle 87 (57.2%) oem 
aie Single Lines 
x Do Not N& (777%) 
= Supplies Demand Exclusive 
& 
= Two 33 (507%) 
a 
E Handle 65 (42 8%) 
w Competing Lines 
9 More 32 (493%) 
o Than Two 
a Demand _ 85 (55.9%) 
Exclus 
Handle “wince i 
Single Lines 
Do Not ©7 (44.1%) 
Specialties Demand Exclusive 
Two 18 (48.6%) 
Handle 37 (244%) 
Competing Lines 
More 19 (51.4%) 
Than Two 





the jobber, of giving 
the trade whatever it 
calls for? Some will 
say the tendency now- 
adays is all one way. 
Some will say it is all 
the other. The answer 
depends largely upon 
whom you are talking 
to at the time. No one 
has really known, ap- 
parently. 

With this condition 
existing, THE JoBBER’S 
SALESMAN set out to 
ascertain once and for 
all just how the job 
bers do stand on this 
question. A ques- 
tionnaire was sent out 
to all of the electrical 
jobbers in the United 
States to which 151 
replied—or very close 
to 35 per cent of the 
total. This return 
should comprise a very 
accurate index as to 
the exact situation as 
it now exists. 

In formulating this 
questionnaire, mer- 
chandise was divided 
into three groups— 


Appliances, Supplies 
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and Specialties. 


heading, whether their policy was to handle single lines 


or competing lines. 


ascertain, if they do handle single lines, whether or not 
they demand the exclusive right in their territories. 

In case their policy is to handle competing lines, it 
was further ascertained whether they handle two lines 


only or more than two 


whether they confine themselves to a high and low-priced 
line or handle a diversity which will give their trade 


practically anything demanded. 


The jobbers were asked, under each 


This was carried further so as to 


which in a general way indicates 


“competing lines” 


57.2 per cent as against 42.8 per cent. 
specialties that there is a marked tendency—single line: 
overshadowing competing lines in the ratio of 75.6 pe: 
cont to 24.4 per cent. 

Where single lines are handled there is about an even 


It is only in 


balance between those who demand an exclusive arrange 
ment and those who do not, and similarly in specialties. 
But in the case of supplies the leaning is toward an open 
door policy in this respect. 

In this article the interpretation placed upon the term 


is that two lines or more constitut 








Advantages of the Single Line Policy 


By A. D. BARBER, Sales Manager, Western Electric Co., Omaha, Neb. 


As \ preface to these remarks, let us 
state clearly the subject under dis- 
cussion: Shall a jobber select the lines of 
merchandise (be it radio, appliances, pole 
line hardware, conduit, or any of the other 
hundred odd major lines, or groups of 
lines built by one manufacturer and put 
out under one name-plate) which in his 
judgment he can most profitably market. 
Due and honest consideration should be 
given here, not only to first cost and gross 
margin per turnover, but also and equally 
as important, to quality in its broadest 
sense—a quality that will enhance the 
reputation and growth of the selling in- 
stitution over the long years ahead. Or 
on the other hand shall he purchase with 
more emphasis on first cost, quick ship- 
ments from manufacturer, and lastly with 
the object in view of supplying his trade 
whatever particular catalog number or 
make of article it may happen to specify. 

Inasmuch as every business transaction 
must contend with the human equation, 
let us frankly admit that the human ten- 
dency is to take the path of least resist- 
ance. It is quite natural for your cus- 
tomer to order the particular number or 
make of merchandise that happens to be 
in his mind when drawing up his order, 
and it is also equally natural for your 
salesman, particularly if his house has 
not schooled him on standardization, to 
accept the order as given. It is difficult 
to impress the customer with the fact 
that his requirements can be as well served 
and his reputation enhanced by cleaving 
to lines of merchandise that you, with your 
broader experience and greater facilities, 
have adopted and sealed with your stamp 
of approval. 

Under the same circumstances, it is a 
discouraging task to school your salesmen 
to sell the lines you stock and thereby 
render service and secure turnover. How 
absolutely hopeless, then, the task of con- 
structive merchandising and selling if you 
diversify your stocks on the Woolworth 

















A. D. Barber. 











basis and weaken your salesmen’s position 
by so doing. 

Secondly, it is a fact that in the ma- 
jority of cases your dealer will wish to 
purchase the article with the lowest first 
cost. How absolutely natural it is for 
your dealer who knows from past experi- 
ence that you carry more than one grade 
of rubber-covered wire, let us say, to order 
the cheaper; or, on the other hand, if your 
price is the same on all grades, he will 
know, if he is as clever a bargain driver 
as the average member of his fraternity, 
that vour salesman is not prepared to de- 
fend the quality of either brand and will 
mention the competitor’s low price. Your 
representative not knowing what’ the 
house may ship cannot be expected to do 
the necessary selling job to overcome the 
price handicap. 


Regardless of the pitfalls of the diversi 
fication policy, the dealer beckons you to- 
ward that end, and it would seem the 
magnanimous thing for the jobber to pre- 
pare his stocks with such a diversified line 
of electrical whatnots as to be able to fill 
the order as nearly 100 per cent as possi- 
ble, without altering the specification, and 
thus save correspondence, possible unpleas- 
ant arguments, sales expense, etc. 

The jobber so beguiled has followed the 
proverbial path of least resistance from 
inception to conclusion, but may console 
himself with the fact that he has ren- 
dered a wonderful service to his customer. 


On the affirmative side of the discussion, 


consider the advantages of a jobbing house 
confining its sales policy to one line in- 
stead of spreading its efforts over large 
groups of similar commodities. 
First—Simplification of stock records, 
purchase operations, pricing and editing 
orders and maintaining stocks. Accurate 
merchandising records are vitally neces- 
sary to the operation of a well ordered 
business so that material investment mays 
be known at all times. ‘To secure this in- 
telligence, it is necessary to post input, dis- 
burse outgoing shipments and adjust costs 
as the market may fluctuate. Minimums 
must also be posted and_ constantl) 
studied and purchases made as individual 
items of merchandise fall below the dan- 
ger point. Let us assume that you have 
2,400 such stock cards or stock items, and 
that in addition to two regular studies per 
month for the purpose of revising mini- 
mums and ordering stock, your’ stock 
maintenance clerks post an average of two 
entries per month on goods received, and 
lisburse fifty orders per day with an 
average of five items per order. This re 
quires 17,100 operations per month or 
205,200 per year. If each operation re- 
quires only 30 seconds, the total amounts 
to 1700 hours or practically the full time 
of one man for the period. Your percen 
(Turn to Page 167) 








After the replies had been tabulated the results were 
put down in the form of a chart reproduced on the first 
page, which shows at a glance what the true situation is 
in the case of 151 jobbers, and as before stated is un- 


doubtedly a very close approximation of the status of the 


whole industry. 


To many, the results will possibly be quite unexpected. 
In the case of appliances the opinion is almost evenly 


divided 


plies there is a very slight tendency toward single lines— 


51.6 per cent as against 48.4 per cent. 


competition. 


than two. 


In sup- 


tion that a considerable percentage favored the dual lin: 
in appliances over diversified (64.4 per cent against 35.' 


Where two lines only are carried (a high 
and a low-priced line) there is, of course, a distinction 
from the policy of handling highly diversified lines 
Therefore, this question was asked specifically, if th: 
competing lines carried consisted of two only or mor: 
In the case of the two major groups, appli 


ences and supplies, it was ascertained in this investiga 


per cent) while in supplies there was almost an even ba 
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nce. In specialties, on the 
was slightly in favor of the 


No attempt will be made 


clusions as to what is the correct policy to pursue in re- 
This must be left to the individual 


vard to this problem. 


judgment of each jobber in the conduct of his business. 
But no matter what the policy of each one is, he will be 
interested to know what the feeling of the industry as a 
whole is in regard to the matter, and the figures just 
this 


recited for the first time 


give 


\uthority. 


other hand, the percentage 
diversified lines. 
in this article to draw con- 


were over 


(3) 
(2) 
(3) 
of order takers. 
(4) 


information with 


Less confusion to salesmen-— 


100 jobbers who contributed their views at 
some length on various points relating to the subject. 
Analyzing these carefully it was found that the main 
arguments for and against may be summed up into 10 
principal ones on each side which are as follows: 
Arguments For Handling Single Lines 

Less burdensome stock investments. 

More rapid turnover. 


makes salesmen out 


Preserves the identity of the house with either 








Disadvantages of the Single Line Policy 


By GEORGE L. PATTERSON, President, Stanley & Patterson, Inc., New York, N. Y. 


HE position which I take in regard 
to the handling of competing as 
against single lines of merchandise in the 
jobbing business has been reiterated by 
me on many occasions. Boiled down it 
amounts to this; the function of the job- 
her should be to distribute merchandise 
which meets the following conditions; viz.: 
(1)—Must have Underwriters’ approval. 
(2)—The lines must be in demand in 
the territory in which the jobber operates. 
(3)—The manufacturer of the line must 
he willing to sell it to the jobber, so that 
he can buy it at a price and sell it at 
enough higher price to make a profit. 

I am strongly of the opinion that the 
above conditions are the only conditions 
which a jobber should consider in handling 
or not handling a line of merchandise; I 
have for a long time strongly urged thal 
the established jobber should furnish the 
distributing machinery to market every im- 
portant line coming within the above con- 
ditions; I have just as strongly con- 
demned the policy of a jobber confining his 
activities to only the higher priced lines, 
when they only partly fill the demand of 
the trade in the territory where the job- 
ber operates. 

As to the matter of a jobber handling 
competing lines of staples in the same 
price class, it is in my opinion sometimes 
wise for a jobber to handle competing 
lines in large cities such as New York. 
In large cities manufacturers of well- 
known and long-established staple lines 
usually have had missionary men in the 
field for many years, men who have con- 
stantly and aggressively cultivated every 
worth-while user of their product; as a 
result frequently the line of one manu- 
facturer will be specified in one case and 
the line of another manufacturer specified 
in another case; to meet this condition 
ind to supply the demand of the trade it 
eems to me that the up-to-date jobber 
hould be willing to supply any one of 








George L. Patterson. 











the standard lines in the same price class 
that customers wish to purchase in rea- 
sonable quantities. Of course, only one of 
these lines will in all probability be 
stocked by the jobber in complete form, 
i. e., both the staples and the infrequently 
called for items; competing lines, however, 
it seems to me should be stocked so far as 
staples only are concerned. In this lat- 
ter class a dozen or so of the staples car- 
ried in stock will very frequently suffice. 

When it comes to handling competing 
lines not in the same price class—as for 
instance in the wiring device group, the 
jobber who does not carry a lower-priced 
line and a higher-priced line, in my esti- 
mation is not properly functioning as a 
jobber or distributor. There is a_tre- 


mendous business done in the large cities, 
on the lower-priced wiring devices which 
the architect and the specifying engineer 
never get a “look in” on; in many classes 
of apartment houses and similar work the 
only specification is that the articles used 
shall be National Code standard and that 
the contractor shall furnish an Under- 
writers’ certificate upon completion of the 
iob, before he can obtain his money; some 
jobber or some manufacturer will of 
course sell this material and as it repre- 
sents business of a very definite class for 
which there is an established demand _ in 
large quantities, I have always contended 
that an up-to-date jobber should go after 
the and distribute the material. 
In line with this, I have often and openly 
expressed the opinion that the so-called 
cld-line electrical jobber has built a wall 
around himself by refusing year after 
year to handle lower-priced lines of wir- 
ing devices; when he refuses to handle that 
manufacturer’s products, the manufacture: 
must take up new jobbers and nurse them 
along; this has been done for many years 
and many of these small jobbers who 
originally took on the lower-priced lines 
from manufacturers who had been rebuffed 
by the old line jobbers, have grown to 
become real competitive factors in the 
trade; in this way many of the old-line 
jobbers have not only lost the profit to 
be made, but have been responsible for 
the growth of competition from a lot of 
new jobbers that would never have had 
to be met, if the old-line jobber had offered 
his distributing machinery to distribute 
the goods. 

As to appliances, I have never believed 
that it was necessary to handle competing 
lines in the same price class—one 
line I have felt was sufficient; but here 
also I have felt that it was advisable in 
localities 


business 


good 


some under some conditions to 
handle two lines in different price classes, 
i. e., a lower-priced line and a_ higher 


priced line. 








In addition one leading exponent of each of the two 


licies was asked to contribute an article summing up 


he arguments for his point of view as carefully as pos- (5) 
sible. These articles are presented herewith—A. D. (6) 
Sarber, sales manager of the Western Electric Co., (7) 
maha, Neb., on “Arguments for Handling Single Lines”’ (8) Encourages 


nd George L. Patterson, president of Stanley & Patter 
on, Ine., New York, N. Y., on “Arguments for Handling 


ompeting Lines.” 


Among the answers to the questionnaires returned there 


package prices. 
(9) 
(10) 


high quality or competitive merchandise 
can't be straddled. 


this question 


Can give more satisfactory service. 
Can carry proper and complete stock. 


Eliminates much bookkeeping and office detail. 


manufacturer in establishine bulk 


Better co-operation from the manufacturer. 
Cuts down duplication of effort. 


(Turn to page 147) 
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Back Again at Hot Springs 


Jobbers Meet After Year of Exceptional Prosperity to 








Discuss Improvements of Merchandising Methods 


meets in annual convention for the sixteenth time. 

Since the last meeting the industry has been pass- 
ing through a period of very good business. By all odds 
there should be fewer cares to forget at the Homestead this 
year than for some seasons past. Approaching the sum- 
mer season with the usual slackening of the ‘wheels of 
industry,” and with a tendency towards curtailment evident 
in most lines of business, there will be some talk of hard 
As usual, this will do no harm. It will 
And caution is an excellent thing 


[wee year the Electrical Supply Jobbers Association 


times in prospect. 
simply indicate caution. 
to have and to discuss. 

An exceptionally good program has been prepared. 
The brief outline opposite does not include all the offer- 
ings that may be expected. The program committee, un- 
der the chairmanship of H. C. Downing, with the aid of 
such workers as O. Fred Rost and W. R. Herstein, has 





Executive Committee of the Electrical Supply Jobbers Association. 


Beginning with the top row and reading left to right—G. 
E. Cullinan, Western Electric Co., New York; W. I. Bickford, 
Iron City Electric Co., Pittsburgh; G. W. Johnston, Mid-West 
Electric Co., Omaha, Neb.; O. Fred Rost, Newark Electrical 
Supply Co., Newark, N. J.; W. R. Herstein, Wesco Supply 
Co., Memphis, Tenn.; N. G. Harvey, Illinois Electric Co., Chi- 
cago; E. C. Graham, National Electrical Supply Co., Wash- 
ington, D. C.; Frank H. Stewart, Frank H. Stewart Electric 
Co., Philadelphia, Pa.; Earle Alexander, Alexander & Lavenson 





selected wisely and with a view to diversity of thought 
which promises unusual interest. 

Mr. McMahon’s talk on zone advertising and Mr. Par- 
lin’s on National advertising come at a psychological time. 
The necessity arises now, after many months, to seek busi- 
ness more aggressively than before. Advertising, whether 
it be national on the part of the manufacturer or local on 
the part of the jobber and dealer, is to be a factor of the 
greatest importance. 

The distribution phase of electrical merchandising be- 
comes more intricate with each succeeding year. In the 
spread between cost of production and ultimate price to 
the consumer lies one of the greatest problems of the in- 
dustry. The discussion of this subject in its broad as- 
pects, by Gerard Swope, as well as in a particular 
line—appliances—by A. J. Kimball, is looked forward 
to with expectant interest. 





Electric Supply Co., San Francisco; W. W. Low, Electric 
Appliance Co., Chicago; Clarence Wheeler, Wheeler-Green 
Electrical Supply Co., Rochester, N. Y.; F. D. Van Winkle, 
Post-Glover Electric Co., Cincinnati; H. F. Thomas, Nort! 
western Electric Co., St. Paul, Minn.; Percival Stern, Interstat: 
Electric Co., New Orleans; J. L. Owen, E. B. Latham & Co. 
New York; F. M. Bernardin, B-R Electric Co., Kansas City, 
Mo.; V. C. B. Wetmore, Wetmore-Savage Co., Boston; N. W 
Graham, Graham-Reynolds Electric Co., Los Angeles. 
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Program of the Sixteenth Annual Convention 


Wednesday, June 4— Executive Sessions 


The Jobbers’ Problem in the Evening Meeting Zone Advertising and 
Distribution of Merchandise . i rn Its Advantages 


By GERARD SWOPE 


President, General Electric Co. 


By D. F. MCMAHON 
The Chicago Tribune 





C. C. Parlin 





Gerard Swope Thursday, June 5 D. F. McMahon 
Open Meeting 





Conservation of Sight Through Proper Lighting 
By J. E. DAVIDSON, Chairman Lighting Educational Committee, N. E. L. A. 


Report on Preliminary Studies of Merchandising 
By LAWRENCE W. DAVIS, Association of Electragists 


Evening Meeting 
National Advertising and How It Fits in With Local 
Advertising of Jobber and Dealer KIMBALL 
By C. C. PARLIN Sadk'nie 
Research Division, Curtis Pub. Co. President, Landers, Frary & Clark 


Heating Device Distribution 


Friday, June 6 — Executive Sessions 
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Edward H. Ames, Vice-president and Sales Man- 
ager, The American Electrical Supply Co., Chi- 
cago, Who Gives Views on Six Major Problems. 





Eternal Problems 


Sales Manager 


Answers to Six Questions Relative to 
the Operation of a Sales Department 
Given from Month to Month by Lead- 









of the 


ing Sales Managers 








Hiring and Training Salesmen 
HE mcst important problem confronting the sales 
manager of a whclesale electrical supply house is 
the selection of the members of his sales force, and 
it takes time to perfect an aggressive, efficient and har- 
The 


complete authority in this direction if he is to assume 


monious organization. sales manager should have 
a i 


full responsibility. As to the sources from which sales- 
men are recruited and the best plan to pursue, men trained 
in the house usually co-operate closer, realizing the 


necessity of it in obtaining a full measure of success in 


sales work. Old heads and outsiders should not be 
discriminated against, with one reservation—that they 


must be progressive and realize that no one is too old 
or experienced to learn. 

A man should never be allowed to start out until he 
is absolutely sold on the house and its policies and _ is 
thoroughly primed and prepared for an intelligent cam- 
paign. The time necessary for preliminary instructions, 
etc., is always well spent. Avoiding turnover in salesmen 
depends on the sales manager in his selection and train- 
Also he must treat them fairly and 


that might tend 


ing of the men. 
squarely and guard against anything 
to create an unfavorable mental attitude. 
Selling the Salesmen on the House’s Lines 
The best method of selling the salesmen on the lines 
handled by the house is to secure the assistance of sales 
specialists from the factories. This is worthy of having 
devoted to it all the time necessary, for the better the job- 
ber’s salesman knows his lines, the greater his chances for 
success. A certain amount of information relative to 
the most important competitive lines is desirable, rather 
in connection with their weaknesses than with their talk- 
ing points. These, however, should be used by the sales- 
man only when he is forced to do so. He should never 
take the initiative in “knocking” competitive lines. 
Backing Up the Salesmen 
Each salesman is furnished with a live catalog, sup- 
plemented with data and literature of the leading and 





most important manufacturers. His price book is as 
complete as it can be made and kept strictly up to dat 
as to prevailing market prices. Photos, samples, etc., ar 
valuable so far as they really help the salesman get busi 
ness. They are furnished him with this idea in mind, and 
a mass of useless paraphernalia is avoided. 

It is one of the house’s policies to back the sales forc: 
with the best possible service. It is also a policy not to 
make promises which cannot be kept. The very strongest 
tie between the salesman, his house and the customer is 
the confidence the customer has in the reliability of the 
house through promises that are really fulfilled. 

The salesman, having taken an order, is vitally inter 
ested in the speedy arrival of the material at the cus 
tomer’s door. He cannot, except in rare cases, follow 
the order through the house. So the house must take 
pains in laying out a system of stock and methods that 
will result in the kind of service so valuable in backing 
up the salesmen. Our layout was designed with the 
idea of having each order pass quickly through th: 
house by a natural sequence of the many necessary 0. 
K.’s, checks and operations. 

Along with the speedy execution and delivery of his 
orders the salesman expects backing in the form of com 
plete stocks of quality material. Here enter the factors 


of proper selection, clear and easily available records. 


the right caliber of inside help and all those features 
which contribute to an up-to-date, well balanced stock 
the kind that gives the man in the territory a feeling 
of security when he is taking an order. 

We believe a reminder to the customers every now and 
then is a big help to salesmen. In addition to regular 
literature on new and standard articles we send oul 4 


This is 


concise and compact as possible, but with the idea of 


price bulletin at irregular intervals. made as 


complete information and a clear set of prices which ar 
This bulletin 


which 


onli 


always welcome to the dealer. not 
the mail orders. 


salesman, but ties in with his visits. 


are credited to [he 


(Turn to Page 10% 


increases 
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Business Is Men 


Fundamentally, Men Are the Same, Everywhere and Always—Profit 
by the Experiences of Others—to Attempt to Solve All Your 
Problems by Original Thinking is to Be Handicapped 


By J. G. JOHANNESEN 


President, Southern Electric Co., Sibley-Pitman Corp., and Tri-City Electric Co. 


N Tue Jopper’s SALESMAN, for December, 1921, 
I there is a tale about a young fellow then in his 
teens who was smoked out of his good job in a 
hominy factory by the great Baltimore fire. Being 
thus jobless and rather fed up on hominy he cast 
about for a new field of promise as the theatre of his 
future activities. ‘The magic of electricity fired his 
imagination and in his mind’s eye he descried the let- 
ters O-P-P-O-R-T2U-N-I-T-Y emblazoned _ large 
across the electrical supply jobbing field. And as sub 
sequent events have proved he was no slouch as a 
descrier. 

He understood shorthand and knew his way about 
on a typewriter, and with that as his stock in trade 
he secured a position with the Southern Electric Co, 
of Baltimore. He did not keep that job long. First 
thing he knew they had taken’ away his note book and 
pencil and set him to work in the shipping depart: 


ment. He must have shipped to some purpose and, 
perhaps in an excess of zeal, put a label on himself 
reading, “purchasing department,’ for soon he was 
learning how to further the sale of goods by buying 
them right. And thus it, or, rather, he, went. His 
next stopping off place was the billing department 
then came the stock department, and later the sales 
department, coming finally to rest in the sales man- 
agers chair. His rest here was anything but per 
manent, soon he was routed out and put behind a door 
marked, “General Manager.” It may be that the sign 
painter who put that sign on his door made his let- 
ters too small in proportion to the size of the door, 
for he was called back some time later and asked to . 
add the word “President.” All this took place within 
a period of 14 years. Some jump from the hominy 
factory !—Rerorter’s Nore. 


Reported by THOMAS F. CHANTLER 


Of the Staff of the Society For Electrical Development 


OW IT looks as though this man, J. G. Johanne- 
sen, has grown tired of being footballed about 
from one job to another and has decided to go 
into the “presidenting” business on a large scale and all 
At least that is 
the way it looks to us for he appears to be handling this 


efforts to move him will be discouraged. 
job on a strictly standard package basis. Teday he is 
president of no less than three electrical supply jobbing 
houses—Southern Electric Co., Baltimore, Md.; Sibley- 
Pitman Electric Corp., New York, N. Y.; and Tri-City 
Electric Co., Newark, N. J. 

When the guidance of three such hustling organizations 
is entrusted to the care of one man it does not take a seer 
nor a prophet to deduce that his opinions upon subjects 
pertaining to the electrical supply jobbing business will 
Hav- 


ing in mind that out of the ranks of jobber’s salesmen 


comprise the straightest kind of straight thinking. 


and others of today will come the executives of tomorrow, 
it appeared as a matter of good reporting to endeavor to 
have him erect a few sign posts for the direction of the 
fellow who is still carrying a sample case, but does not 
propose to do this for long. 


“You have come a long ways in a short time,” we ob- 


served, ‘and must therefore have traveled a_ straight 
‘ourse. What fundamental concepts regarding the elec- 


trical supply jobbing business have served as your com 
pass?” 

“Why particularize?” he asked, “buving, selling, finane- 
ng and servicing are certainly not the exclusive proper 
thev? 


Here in our own organizations, for example, we perhaps 


ties of the electrical supply jobbing business—are 
ise some electrical terms in connection with those func- 
ions that would not be entirely clear to a man in the 
Jumbing supply business, just as he in turn might use 


terms that would be over our heads. But strip away those 
the stuff talk 


buying, selling, credits, warehousing, financing and serv- 


technicalities inside and rather about 


icing. The man in the plumbing line and the one in 


the electrical line will find themselves seeing eve to eye 


upon ail those problems and talking about them in 
identically the same language. 

“The plumbing supply jobber sells pipe to accomodate 
his customers, and fittings by way of making a protit; we 


sell 


by way of keeping out of the red 


wire and conduit for the same reason, and fittings 
a similar situation as 
I see it. He has to warehouse a large quantity of stock in 
order to give his trade quick service, and so, too, do we. 
He works to help the plumber acquire the knack of sell- 
ing a water heater or a bathtub at a profit; we devote 
an equal amount of effort to helping the contractor mer- 
chandise profitably. And thus it goes all along the line 

the same fundamental problems, the same principles of 
A method that 


is found practicable in the wholesaling of plumbing sup- 


gcod business entering into their solution. 


plies, hardware, groceries, or what not, embodies 


principles that are equally applicable in our business. 
Why not? 


adding machines. 


Business is men, not bricks and mortar and 
And men are fundamentally the same 
everywhere and always. The consensus of opinion by all 
men regarding the ideally best method of handling ‘a 
given situation embodies guidance for each man in deal 
ing with his own individual problems. That is merely 
another way of saying that we can learn from each and 
every man with whom we come in contact something which 
we can turn to good account in our own affairs.” 

“What is the moral of that?” he was asked. 

“Tt seems to me,” he said, “that there are two morals. 


First, that the pasture in which the other fellow works 
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may look greener to our eyes at a distance. But when 
we come closer we discover the same old trials and tribula- 
tions cavorting around under different names and the 
going is just as hard, 
according to 
how we Sec- 
ond, the plans whereby 


or ‘easy, 
view it. 


the wholesaler of plumb- 
ing supplies, groceries, 
or whatever it may be, 
solves his problems 
serve to point the way 
to a solution of our own 
The man in 
supply 
who 


problems. 
the 
jobbing 
attempts to 
his problems by original 
thinking, instead of 
profiting by the 
perience of others labors 


electrical 
business 
solve all 


ex- 
under a terrific handi- 
cap, or so it appears to 
me.” 

“Want to look about a 
bit?” he asked. 

We did and said so 
promptly. The tour of 
inspection supplied a 
further and very definite 
insight into the reasons 
for this man’s being the 
directing head of three 


organizations. T h e 
premises inspected were 
those of the Sibley- 


Pitman Electric Corp., 
and what we saw 
reminiscent of the impression gained from an inspection 
of the quarters of the Southern Electric Co. several years 


was 


ago. Everywhere the obvious results of effort intelli- 
gently applied to the end of facilitating each and every 
member of the organization making the very best use of 
his or her time. For those in the stock and shipping de- 
partments mechanical helps appear to have been supplied 
wherever possible, and likewise in the other departments. 
Cleanliness, system, white paint and adequate tools all 
“This is a 
place for energetic, ambitious workers who are intent 
upon getting on; the other kind will please mend their 
ways or get out.”” Maybe we are wrong about that, but 
the snap and bustle observed in each department visited 
and the atmosphere of good cheer and willingness rather 


confirmed that impression. 


appeared to conspire to say to the worker: 


Another significant thing about this man who is presi- 
denting for three organizations is his seemingly personal 
acquaintanceship with all in the organization. “Business 
is men, not bricks and mortar.’ Obviously. 


“Hullo, Bill; how are vou, 


Everywhere 
we went it was the same. 
Charlie; good morning, Smith.”” And alwavs a comment 
or a question displaying a searchine, practical knowledve 
of the activities in each department. Undoubtedly the 
wav to have men act as men is to treat them as men; 


experience in all lines of business savs that this is so. 


J. G. Johannesen. 


But we suspect in that particular instance, this man 


Johannesen, acts this way because it is his nature to d 
so, and not just because in the rule book of business ex 


perience it is the firs 
rule for getting results 
Another thing whic 

| impressed us_ tremen 
| dously was the very gen 
erous supply of stock in 
| all items, and we mad. 

some comment regard 

ing that fact. “It’s part 

of the business creed of 

this organization to give 

prompt servee,” he ex 

plained, “so we have to 
| have the stock always at 
hand. Further, we en 
courage our trade to 
bring their customers 
here and make this their 
place of business and 
the completeness of our 
stocks is a decided help. 
Just as soon as we finish 
painting and arranging 
things more effectively 
(everything appeared 
spick-and-span then to 
our inexperienced eyes) 
we plan to have a sort 
of house warming and 
invite our customers 
here to get acquainted 
with the facilities we 
have provided for their 





service. 

“But there is yet an- 
other side to carrying big stocks which we regard as very 
helpful in keeping us up and going all the time: it 
places us under a moral responsibility to use our very 
best efforts to effect sales—prods us continually to do 
so. And there are few of us, I guess, who are not the 
better for having a definite incentive.” 

Later the conversation veered to the subject of electric 
cookery and out of it came an observation of real worth 
regarding salesmanship. Mr. Johannesen had been tell 
ing us about his enthusiasm for electric cookery, par 
ticularly with regard to his experience in buying and 
installing an electric range in his home in Baltimore. 

“On that occasion,” he said, “it was out of my own 
experience that I gained an entirely new insight into the 
operation of closing a sale. I was sold on the idea of 
electric cookery and really wanted to put an electric 
range in my kitchen. But I was frankly skeptical regard 
‘> onorating cost and made no bones about saying 
<>. There is an eight and five-cent step-rate in force in 
Raltimore and I invited those interested in electric range 
business development to sell me on my being able 
reasonable economy on 
that basis for a family of five. They referred me to the 
manufacturer’s statements regarding the connected load 
and wattage consumption of the range I had in mind, 
(Turn to page 167) 


in’ 


to 


enerste an electric range with 
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Effective Methods for Making 


Summer Radio Sales 


Demonstration the Most Efficient Means of Educating the 
Prospect—How the Dealer Can Make It Most 
Quickly and Effectively 


By D. C. WALLACE 


Manager Radio Dept., Peerless Electrical Co., Minneapolis, Minn. 


HEN we speak of a general educational program 
as being effective in increasing summer sales, a 


new field at once opens before us. “Educational” 
as we use it in conjunction with radio comes into a differ- 
ent classification than with the general education of our 
school systems, and we do not wish to confuse the two. 
Of course the word in itself may 
call forth some objections, perhaps 
we should not use it here, but for 
lack of a better term it will have to 
stand as “Educational.” How many 
times when the dealer comes to make 
a sale does he feel that if he had 
just a bit more assurance in his 
voice, just a bit more of definite 
knowledge concerning the set he was 
selling, that it would pay him. In 
the long run it would pay him many 
times over. 
Demonstrations should be _fre- 
quent and whenever the customer 
wishes it. Few people will buy an 
expensive radio receiving set with- 
out first hearing it. 
strations are poor at best. 


Store demon- 
No set 
will show up at its best, or even show 
up any its best in a 
down town location. The out of 
town dealer is almost always at- 
tempting to make his demonstrations in the store. 


where near 


He 
can make the demonstrations it is true, but think how 
much better the demonstrations would be if the set were 
in the residential section of town—in the prospect's house 
for example. 
does not want to go to the trouble and expense of putting 
He is afraid of the work 


involved, his time is too limited to put in the aerial. 


Here is the stumbling block—the dealer 
up an aerial for the prospect. 
We have a plan in mind, which works out very success- 


Take two rolls of No. 
covered wire each about 100 ft. long. Tie a 


fully in this regard. 14 rubber 
brick or 
small rock on the end of one of the coils, go out in the 
back yard and throw the rock up into a tree if one is 
available. 
up to the branches over which it was thrown. 


Then pull on the wire until the rock comes 
Here 
it should catch but if it doesn’t throw it up once more. 
As soon as it has caught, walk with the wire to the 
house unrolling it as the house is approached. Fasten 
it as high as possible and run the wire into the house 


under or over the window. We then have an aerial 





D. C. Wallace . 


averaging perhaps 25 to 30 feet high, over the clear part 
of the back yard. This type of antenna works very well 
and rubber covered wire does not need to be insulated. 
It has the insulation right on it. 
hinder the reception in any 
large broadcasting stations use 


The insulation does not 

In fact many of the 
insulated wire for the 
antenna and find it very satisfactory, 
more satisfactory due to the fact 
that the surface of the copper re- 
mains bright, the 
covering. As radio frequency travels 


way. 


under rubber 
on the surface, it is well to have the 
surface clean. The difference, how- 
ever, is very slight and our only rea- 
son for using rubber covered wire 
in this case is to secure the conveni- 
We also do 
away with the necessity of making 


ence of no insulators. 


sure that the antenna does not hit 
leaves, limbs or the eaves. 
tenna of this type can be put up in 


An an- 


from three to 10 minutes—rather an 
effective demonstration in itself of 
the simplicity of radio. 

The method used where there are 
The 
weight is thrown over the roof of a 
neighboring building, then pulled up 
to the place where it catches on the 


ridge on the peak of the roof. 


no trees is quite similar. 


The remaining part of the 
putting up of this three minute aerial is just the same as 
where the tree was used for the far support. 

In many localities the ground presents a serious prob- 
lem. No matter how good the aerial is, a good ground 
is essential, and many a sale has been lost because of the 
lack of consideration for the ground. In localities where 
there is iron piping in the ground, such as water or gas 
Merely 
clip onto the pipe at some convenient place and no better 


piping, the ground problem is very simple. 


ground could be desired. In some localities, especially 
in country towns and in the country itself, there is no 
such ground available. This is often true in the suburbs 
of our large cities. It is in these localities that radio has 
its greatest usefulness. At least the reasons are very evi- 
dent as to why they should have a set—isolation, market 
reports, and the like. 

Where this ground problem presents itself as just ex- 
plained the tendency is to drive an iron pipe into the 


ground. In very few cases does this make a really satis 
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factory ground. In winter the ground is frozen. In 
summer the ground is probably dry and does not make 
good connection and even if it does the resistance of the 
earth is rather high unless the surface exposed is very 
great as in the cast of the water or gas pipe. 

Rather than take the chance of using a poor ground 
and especially rather than go to all the work of driving 
an iron stake into the ground, use a counterpoise. <A 
counterpoise is very efficient, it almost always will work 
just as satisfactorily as a ground and in many cases much 
better. Usually it will work better even where there is a 
good ground but where 
there is a poor ground, 
the counterpoise is far 
superior. Our other 
coil, mentioned in the 
early parts of the dis- 
cussion now comes into 
use. It is likewise of 
No. 14 rubber covered 
wire. One end is run 
under the window and 
left where it can be 
connected to the re- 





ceiving set. Then walk 
away from the house 
in the general direc- 
tion which the antenna 
has taken in crossing 
the yard. This coun- 
terpoise wire can well 
lay right on the ground 
and should be about 
under the antenna and 
should extend a_ few 
feet beyond the far 
end where the antenna 
has been fastened. The 
whole roll of wire 
should be unrolled as 
no harm is done even if the counterpoise should be 150 ft. 
long. 

Now we have a very good antenna and “ground” upon 
which to make our demonstration. The whole antenna 
and ground has been put up and is ready for operation 
in within 10 or 15 minutes. This is certainly a time 
saver and should enable the dealer to make three or four 
demonstrations to his previous one. If the dealers can 
be made to realize how easily such a plan as this can be 
worked out more sets will be sold. Generally the cus- 
tomer is quite struck by the comparative ease of installa- 
tion. 

Anything the jobber’s salesman can do to help the 
dealer clarify his method of demonstration and his method 
of selling will bring immediate results. ‘Too many of us 
devote our entire efforts to selling the dealer, then we 
forget about the sets we have sold and merely trust to 
luck and to the ability of the dealer to sell these sets. We 





The Dealer Can Put Up An Aerial and Ground For Demonstration 
in 10 to 15 Minutes. 


forget that radio is comparatively new with most of the 
dealers and any aid which we can render them is bound 
to be appreciated—appreciated by added orders. 

We are all interested in summer radio at present. We 
are particularly interested in pointers which will keep the 
movement of sets going on in somewhat the same manner, 
and in somewhat the same volume as they have this spring. 

Few realize what an important factor daylight and 
darkness are to the radio industry. We all know that 
distant stations come in much better at night. Most of 
the distant stations do not come in at all in the daytime 
and yet in spite of this 
we find dealers  at- 
tempting to make dem- 
onstrations in the day- 
time. It is true that 
they do not fully 
realize it is daytime— 
say an hour or so after 
dinner. An hour or so 
after dinner in the 
summer time is not late 
enough. It is darker 
at six P, M. in winter 
than it is at ten P. M. 
in summer. 

The air has become 
so completely deion- 
ized in the course of 
the long summer day 
that it takes an addi- 
tional time for it to get 
back into first class 
shape. And vet there 
are those who will try 
to give a demonstra- 
tion at nine P. M. in 
the summer time. 
These same people 
would never think of 
giving a demonstration at four P. M. in the winter time. 
And yet that is in reality what they are trying to do by 
the early evening demonstration in the summer time. 

Be sure above all things to make the summer demon 
stration late. Drive this home to the dealers—be busv— 
have other appointments—do not show up on the job 
until nearly ten o'clock. Then you are practically sure of 
making a satisfactory demonstration. If, however, the 
fore part of the evening has been spent in trying to get 
something—just trying—and with little and indifferent 
success, the actual successful demonstration of the later 
evening will have lost its glamour, the prospect will have 
lost his enthusiasm and the sale will be hard to com- 
plete. 

The whole thing in a nutshell is: Keep plugging at 
summer sales. Make frequent demonstrations. Erect 
the demonstrating aerial quickly and snappily. Wai‘ 
until it is real dark before attempting to start. 








Practical Articles on Radio Merchandising by Mr. Wallace 
Will Appear in Succeeding Issues 
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Market for Electrical Supplies 


Compiled Monthly From Reports Made to THE JOBBER’S SALESMAN, by 
Jobbers, on Market and Price Conditions for 22 Key Products 
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*Eastern States include all between the Atlantic Coast and the eastern boundaries of Ohio, Kentucku, Tennessee and Alabama: 


estern States include all between the Pacific Coast and the eastern boundaries of N. Dakota. S. Dakota, Nebraska, Kansas, Okla- 


ima and Texas; Central States all between. 
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Consider Others 


By DR. FRANK CRANE 


N SOME people ambition is merely another 

name for selfishness. They are ambitious as 

a hog is ambitious. 

It is all right to want to get on, but not if it 
implies stepping on somebody else. 

“I Want What I 
Want When I Want 
It,” is funny as a song 
on the vaudeville stage. 
It is pretty coarse stuff 
when you hear it at home. 

Wants are essential to 
getting on, but if they 
are not accompanied by 
discipline and self-control 
they are but wild winds 
and unchecked fires. 

There are those who 
are as full of wants as a 
vacuum is full of nothing. 
They shove others aside, 
step on their feet, hurt 
their feelings and bowl 
them over. Their notion 
of success is the same 
that the German army 
had in Belgium. They 
want their own way re- 
gardless of the comfort 
of others. 

Among the ignorant 
this appears as_ brutal- 
ity; among the educated and clever it is 
called by more respectable names, but it is just 
as bad. 

The tyrant king, the arbitrary employer, the 
intolerant fanatic, the insolent political boss, 
the domineering parent, the overbearing hus- 
band, the martinet school teacher, all of these 
by and by accumulate hate and ill-will enough 
to demonstrate that their efficiency is a form 
of suicide. 

Real success means gaining the co-operation 
of others. 

To sow gratitude and loyalty and affection 
brings a crop of able assistants. You can 
never tell when they will be able to do you a 





Copyright, 1924, by Dr. Frank Crane 


good turn. Cast your bread upon the waters. 

No man of sense seeks needlessly to create 
ill-will. 

Even a wounded rat will bite and a crushed 
bee will sting with its last spark of life. 

The best part of any 
man’s business achieve- 
ment is the kindly feel- 
ings he has created in 
others. Pushing and gor- 
ing and jolting is not 
efficiency. It is plain 
rudeness. It is stupid. 

The first and greatest 
rule in business is: Con- 
sider Others. 

Most of the joy of life 


comes from the way 
others treat you and 


from their feelings to- 
ward you. And as with 
anything else, if you 

rant that, you must pay 
for it. Pay for it in 
courtesy, thoughtfulness, 
generosity, toleration, 
charity and love. 

This sort of coin is 
good, not only in Sunday 
school but in the work- 
shop and the store. 

You get what you give 
in this world. Reaction is equal to action. 

Consider others and they will consider you. 

Brush by, knock ’em down, crowd ahead, 
kick, gouge and elbow your way to the front, 
and somebody will be there to hand you a few 
choice knocks that will take the joy out of life. 

It is a good thing to count the cost, to esti- 
mate not only how much money and fame you 
are going to make, but how much hate you are 
going to acquire, how many enemies you are 
going to raise up, and how many of your fel- 
lowmen will be glad when you are dead. 

Print it in large letters and hang it up on 
your wall: 


CONSIDER OTHERS. 
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Old Time Pictures of Electrical Jobbers 















This is Lester L. Shiv- 
ers, president of the Car- 
ter Electric Co., Atlanta, 
Ga., taken at the tender 
age of three years. His 
legs are not bound around 
with telegraph wire after 
the fashion of some sav- 
age tribes. The parallel 
markings are striped 
stockings. Mr. Shivers 
says that it is a very 
good picture for that 
type (tintype). 











In this tropical suit 
you have J. D. ‘Todd, now 
vice-president and secre- 
tary of the Missouri Val- 
ley Electric Co., Kansas 
City, Mo. The little 
story in connection with 
this is of a boy of six, 
finding himself in posses- 
sion of an extra dime 
visiting one of the old 
time photograph §gal- 
leries in a covered 
wagon. 


The distinguished looking gentleman in the front seat under the fried hat is O. B. 


Stubbs, president of the Stubbs Electric Co., Portland, Ore. 


In the back seat is evi- 


dently a country customer deeply impressed with this high-powered wreck which in its 
time could make a mile an hour, some hours. 





William Farr, president and general 
manager of the Piedmont Electric Co., 
Asheville, N. C., sends this interesting 
picture which he opines was taken when 
he was three or four years old. He 
says: “It is very hard for me to believe, 
looking back over a long dream, that I 
was ever in that condition.” ‘This, by the 
way, is the first time that a jobber has 
ever gone on record in describing the 
jobbing business as a dream. 








President Farr does not say at what date this picture of the Piedmont Electric 
Co.’s store was taken, but the original was grimy and yellowed with age. This is 


the office force at that date. 


At that time they were contractors also. 
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The Light of Pitless Publicity 





“It is with considerable hesitation 
that I have responded to your request 
and am enclosing herewith a ‘kid’ pic- 
ture with an enormous necktie,” writes 
L. T. Milnor, of the Milnor Electric 
Co., Cincinnati, Ohio. 


At the left is a picture of J. D. Todd, vice-president of the Missouri Valley 
Electric Co., Kansas City, Mo., 20 years old at the time. New moustache to in- 
dicate age. At the right is H. A. Esler, president, at 28, just before he engaged in 
his first electrical venture with the Kansas City Electric & Telephone Supply Co., 
now out of business. 


ate = saa: a finan a 


“Yours truly at the unsophisticated 

age of 14 years, at which time I had 

Twenty years ago McKew Parr, Few would recognize in this young Scotchman the the honor to be in charge of the stock 

now president and treasurer of present president of the R. M. Laird Electric Co., Min- department of the Cleveland Twist 

the Parr Electric Co., Inc., New neapolis, and the St. Paul Electric Co., St. Paul, Minn. Drill Co.,” says Theo. E. Burger, now 

York, N. Y., was a cadet at West If you wish to see how he looks now turn to the page sales manager of the Western Elec- 
Point. opposite “Men You Should Know” in this issue. tric Co., Boston, Mass. 


Leo I. Kitziger, city 
salesman for the Inter- 
state Electric Co., New 
Orleans, La., looks about 
the same now as he did in 
1898, when this picture 
was taken, at the age of 
16. In that year he Boston and Nature 
gained his first electrical have produced R. V. 
experience by successful- Pettingell, president of 
ly winding a spark coil. the R. V. Pettingell Elec- 
Since that time he has tric Supply Co. from this 
gained much other experi- start. When the picture 
ence and no little re- was taken, he was prob- 
nown throughout the ably four or five years of 
South. age. 
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Turned Onto the Family Album 


H. R. Worthing- 
ton, of the Florida 
Electric Supply 
Co., Jacksonville, 
Fla., was attending 
the Military Train- 
ing School at 
Millersburg, Ky., 
when he was 138 
years of age. 


E. J. Boggis, 
vice-president of 
the Bog g is-John- 
son Electric Co., 
Milwaukee, Wis., 
was already at- 
tractive at four 
months. This was 
taken while Mil- 

In the picture at the left is a “flitting resemblance” to Col. J. L. Buchanan, waukee was. still 
president of the Wesco Supply Co., St. Louis, Mo. But you would never guess famous outside of 
that the lineman leaning against the safety strap was “Buck.” ‘The latter was the electrical job- 
taken when he was about sixteen. bing industry. 


Here is a real old-timer—the Western Electric Co. 40 years ago. It is interesting to go over 
these names. Front row, left to right: C. E. Scribner (retired); W. R. Patterson (deceased) ; 
J. M. Jackson, secretary and treasurer (deceased); Col. George L. Beetle (deceased); C. A. 
Brown, manager (now a patent attorney), and E. W. Bennett, assistant manager (deceased). 
Right end of second row is John Young (deceased), behind him on the right end of the third row is 
E. M. Barton (deceased), who founded the company and was president for a long period. On 
the left end of the third row is J. C. Cannon (deceased). On the right end of the rear row is F. P. Horatius at the Bridge— 
Duplain (deceased). F. B. Uhrig, now with the company in Chicago, is peering around the gen- otherwise F. N. Averill, 
tleman with the beard in the center of the picture. Fourth from the right in the rear row is C. H. president Fobes Supply Co., 
Rudd, who lost his life testing explosives. On his left is C. D. Wilkinson, now manager of the Min- Portland, Ore. This was 
neapolis house. In the second row is Miss Green, the first Western Electric Co. stenographer. taken in 1898 at Angola, 
Directly in front of her and behind Col. Beetle, is C. L. Lewis. Ind. 
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Before They Were Worried 








Paul Wurfel, 24 years ago. He 
is now president of the Electri¢ Supplies 
Distributing Co., San Diego, Calif. He 
asks: “Will you please return the picture 
as my wife prizes it quite highly. You 
will wonder why—just as I do.” 





The first year of the existence of the Illinois Electric Co., Chicago, Ill. From left 
to right are Carl Keith, Nate Harvey, Frank Healy and Lem Cushing. 


At the age of 19 or 20, John J. 
Cooper, president of the Mountain 
Electric Co., Denver, Colo., was as 
they say “well favored.” It was about 
this time that he struck out West to 
cleave his fortune. 





Out of the family album, Frank H. 
Stewart, president of the Frank H. 
Stewart Electric Co., Philadelphia, 
Pa., secured this remarkable picture. 
When it was taken he was 15 years 
old and lived on a farm. 


The first place of business of W. B. 
Satterlee, now president of the Col- 
umbian Electrical Co., Kansas City, 
Mo. This was in 1912, location Fif- 
teenth and Cherry streets, Kansas 
City. The man with his hand in his 
pocket is Satterlee. At that time 
he was a manufacturers’ agent, spe- 
cializing in electrical railway sup- 
plies and Buckeye lamps. 
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The three pictures at the top of this page show 
men now prominent in the sales department of the 
F. D. Lawrence Electric Co., Cincinnati—taken in 
1890. On the left is George H. Jones; on the 
right, Chas. S. Nolloth and in the center is Warner 
Sayers (now sales manager), holding his first 
copy of THe Jopper’s SALESMAN. 


Above is the R. M. Laird Electric Co.’s place 
of business in Minneapolis, Minn., in 1913. It 
has moved to larger quarters twice since then. 
Fred Fletcher, on the left, is now city sales- 
man, and Henry Espen, on the right, is now 
purchasing agent. 


The president of the Cabell-Irby Co.—T. B. 
Cabell in about the year 1886. This, the owner 
says, was an excellent likeness at the time. 





A Few More Old 
Time Pictures Appear 
on Page 35 











By Overhead and Turnover 


About 20 years ago Nate Harvey, 
of Illinois Electric Co., Chicago, sent 
his friend, Howard Herr, Ottumwa 
Home ‘Telephone Co., in lowa, the 
above photo, showing Nate with the 
—_——_——est (write your own ticket) 
tarpon ever caught. Across the fish 
he wrote: “This is the kind I throw 
back.” In the same mail he quoted 
Herr on calcined wood pins, sending 
a sample, which arrived along with 
the fish photo. Stopping to examine 
the pin Herr discovered a_ knot 
through the center. With ghoulish 
glee he broke the pin in two and re- 
turned the pieces to Harvey tagged 
thusly: “This is the kind J throw 
back.” Incidentally, discussion of this 
fish still rages between Harvey and 
l.. K. Cushing, who still insists: 
“If that’s a real fish I am George the 
Fifth.” Intimating, as it were, that it 
might be rubber or papier mache. 
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R. M. Lair 


President R. M. Laird Electric Co., Minneapolis and St. Paul Electric Co., St. Paul, Minn. 
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MEN YOU SHOULD KNOW 


R. M. Laird, 


N THIS department of “Men You Should Know” 
l the occasion arises for the first time to speak of a 

man who bears the distinction of being president of 
When 
the Westinghouse company a few weeks ago bought an 
interest in the R. M. Laird Electric Co., of Minneapolis, 
Mr. Laird was also made president of the St. Paul Elec- 
tric Co., a Westinghouse agent 
jobber. 


two electrical jobbing companies simultaneously. 


The two houses will 


President 'R. M. Laird Electric Co. 
and St. Paul Electric Co. 


effect on the salesmen and all other employes has been 
marked. Given a central thought of this kind coupled 
with honesty of purpose, the exercise of real selling ability 
and the giving of the customer the benefit of the doubt on 
all occasions, will always result in building up good will 
and a business that will thrive. This is a principle in 
which Mr. Laird has always firmly believed. 

Going back to the beginning, 
R. M. Laird was born in Belle- 





be operated independently of 
each other, and he, as _presi- 
dent of both, will divide his 
time between the Twin Cities, 
the two presidential chairs be- 
ing about 20 miles apart. This 
move on the part of the West- 
inghouse interests was not only 
a recognition of the great im- 
portance of the growing North- 
west, and of the Twin Cities 
as a jobbing center, but also 
in Mr. 
Laird’s ability to assume the 
exacting duties of the dual 
role. 

In the Twin Cities, a busi- 
ness phrase or slogan has fre- 
quently been heard for the last 
20 years “Try Laird Service.” 
turn he 
driving that idea home in the 


tently hewing 


expressed confidence 


ness. 


At every has_ been 
mind of the electrical trade. 
When he first started in the 
jobbing business in 1904 he 


prospered. 





Adhering to a 
Principle 
UCCESS in 


jobbing business has _ been 
achieved by Mr. Laird through 
drawing a line and then consis- 


Twenty years ago he selected 
the Twin Cities 
and determined to give a serv- 
ice that could not be bettered. 
Upon this foundation he has 
built the reputation of his busi- 
The slogan 
Service” has been a by-word in 
the Twin Cities for 20 years and 
by living up to it in every sense 
of the word his company has 


as his territory 


fonte, Pa., in 1878. He grew 
up there and graduated from 
Tyrone High School. 

In 1896 he came to Minne- 
apolis, quite largely because he 
had a brother there with the 
Electric Co. He 
wanted to get into the electrical 
business and his first work in 


the electrical : 
General 


‘ that line was with the Elec- 
to that line. trical Engineering Co., of 
Minneapolis. This company 


did an electrical jobbing busi- 
ness and was practically alone 
in the territory. It 
a considerable 


also did 
amount of in- 
stallation work. Laird stayed 
with this company until the 
beginning of 1902, in the job- 
bing department. 

At that time he was making 
$125 a month but thought that 
the volume of business they 
were 


“Try Laird 


doing warranted more. 
He approached the principals 








made up his mind that his 
territory should be these two 
cities and that he would not go outside of it. In this 
restricted area, by concentration of effort and strict ad- 
herence to the serving of a limited number of customers 
well, he determined to build the reputation of his house. 

Originally the small stock of staples was carried in 
rented quarters, in Reinhardt Bros.’ store at 311 Second 
avenue, S., Minneapolis. From the first, the business was 
operated under the name of the R. M. Laird Electric Co. 
Ten years later he moved to a location at 223 South Fifth 
street, taking over at the same time the stock of the Pierce 
& Wilcox Electric Co. One other move was made on 
February 1, 1923, to the present location at 215 South 
Fourth street. 

From the beginning the business has shown a steady 
growth. It was worked up by strict adherence to the 
service idea, and its founder thinks that the adoption of 
the slogan had a great deal to do with the success of the 
business. The value of the slogan has been demonstrated 
most forcibly in turnover in the lamp business and in 
other ways. It has been something about which to crys- 
tallize all their advertising efforts. The psychological 





upon the proposition of a five 
year contract at $150 a month, 
but one of the “‘silent’’ members of the company broke the 
silence by saying that no salesman could earn more than 
$125 a month. So his proposition was not accepted and 
he resigned at once to become a manufacturers’ agent— 
the first in the Northwest. At the end of the first year 
he found that his commissions had averaged $263 a 
month. 

This business was conducted for a period of about 
three years or until late in 1904. He had an office in 
the Lumber Exchange. His first line was Bryan-Marsh 
lamps, by the way, the oldest Bryan-Marsh account on 
the books and just lately terminated after 20 years. 
Through constant application he built up the manufac- 
turers’ lamp agency business in the Twin Cities to about 
$150,000 a year. 

Most of the time he was his own salesman, bookkeeper 
and collector. Finally conditions demanded that he carry 
a stock of staples at least and so the business was 
turned over into a jobbing venture the history of which 
has been given in the foregoing paragraphs. 


Today Mr. Laird is rated a (Turn to page 168) 
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Electric Appliance Company 
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Some of the Entries in The Jobber’s Salesman Beauty Prize Contest 
(See Page 26) 
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Note the insurance | 
against wire troubles ' 


with ARRO-GRIP 





happened with 
ARRO-GRIP 





USE ARRO-GRIP INTERCHANGEABLE ROSETTES 


For Industrial ee Work use Arrow Interchangeable 
Rosettes with the Arro-Grip feature which takes the strain off 
the binding posts and prevents shorts from frayed wires. 


GM, GMM and GQ can be used with many other caps and 
bases other than those shown. For complete line of fittings 
refer to Arrow Catalog No. 20 Other Arro-Grip Devices are 
listed in a circular which we will forward on request. 


GMM 


: 4 
: 
K 
IS 
: 


THE ARROW ELECTRIC COMPANY 
HARTFORD, CONNECTICUT 
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Frank S. Price Goes Abroad 

From the Pettingell & Andrews Co., 
Boston, Mass., comes the news that 
Frank S. Price, president of the com- 
pany, sailed with his wife on the S. S. 
Franconia, April 30, for a tour of 
France, Italy and England. They 
were accompanied ‘by a party of 
friends and landed at Cherbourg, 
France. 

* * * 

New Credit Manager for Noyes 

The Noyes Electrical Supply Co., 
New York, announces the acquisition 
of Elmer D. 
appointed credit manager. Mr. Bogert 
was with W. R. Ostrander & Co., for 


18 years prior to his present connec- 


Bogert, who has been 


tion. 





ds) 
Utica Jobber Closes Retail 
Store 


On May 1 the Robertson-Cataract 
Co., closed its retail store which had 
operated under the name of the Utica 
Electrical Supply Co., at 508 Char- 
lotte street, Utica, N. Y. Moving into 
larger and better quarters at 25 
Whitesboro street, the company is now 
operating on an exclusively whole- 
sale basis, and the name has been 
changed to the Robertson-Cataract 
Electric Co. 

* * * 
New Home of Independent 
Supply Co. 

The Independent Electrical Sup- 

ply Co. is now settled in its new 











York, where it has one of the best 
equipped electrical supply houses in 


the city. The company bought the 
buildings at the above numbers out- 
right for cash and spent four montlis 
in equipping them for convenience 
in conducting a jobbing business. 


* * x 


Satterlee Pushing Summer 


Radio 


The Columbian Electrical Co., Kan- 


sas City, Mo., has started its cam- 
paign for “Radio All Summer Long.” 
W. S. Blue also reports pleasing re- 
sults from the latest Westinghouse 
window trim campaign. The com- 
pany has added Trico fuses to its 


lines. 









home at 52-54 Murray street, New 




















Fame and Easy Money 


Both Await the Winners in the Beauty Prize Contest 


(If you Feel That Precedent Is Required Before Sending in Your 
Photographs, Look in the “Old-Time Section” of This Issue and See 
How the Executives of Great Companies Have Exposed Charms 


Long Hidden.) 


ANY photographs have been entered 
M for the Beauty Prize Contest. But 
they should be coming in faster. 
Where are the girls of the South? Southern 
Beauty has been extolled for generations. 
Does it all lie in the charm of southern ways 
or can it be shown in a photograph ‘ Does 
the climate of California leave its impress 
upon the face of a woman? Are all women 
in New England spinsters‘ And if so, are 
they not beautiful spinsters? 

Send in your photographs. As the sales- 
man or order taker says: Do it now. Do 
not wait for the closing date of the contest. 

Much depends upon the salesmen to help 
secure the requisite number of photographs 
to give a true cross section of the female 
loveliness of this industry. No man is a cake- 
eater if he asks a girl to try and win $100 
by so simple a method as sending in her 
photograph. We want the co-operation of 





the salesmen. Is there any more enjoyable 
form of co-operation than selling a girl on 
the idea that she is beautiful? It has been 
done. 

On page 24 are reproduced a few of the 
photographs thus far submitted. Can they 
be beaten? We do not profess to know. We 
are not judges. Groping for a word we 
should say that they represent good timber 
in any contest. 

THE JOBBER’s SALESMAN Beauty Prize 
Contest closes July 10, 1924. The prizes are 
$100, $50 and $25. It is open to all girls or 
women employed in electrical Jobbing estab- 
lishments. Announcement of the prize win- 
ners will be made in the August issue. 
Photographs submitted must bear the name 
of the contestant and the name and address 
of the company by whom employed. 

Photographs speak louder than words. 
Vacation money awaits the winners. 







































THE J 


1924 


June, 





OBBER 


‘SfRl SALESMAN 





News of the Salesmen 
W. A. LeMaster is a new city sales- 
man for the Brown & Hall Supply 
Co., St. Louis, Mo. 
L. F. Stone the 
Varney Electrical Supply Co., Indi- 


formerly with 
anapolis, Ind., is now covering west- 
ern Tennessee and western Kentucky 
for the Braid Electric Co., Nashville, 
Tenn. 


The Waco Electrical Supply Co., 


Waco, Tex., has placed J. E. Love 
ir its west Texas territory. 
The Parr Electric Co., Newark, 


N. J., reports two new salesmen. E. 
J. Hunter formerly with the Local- 
Light Engineering Co., will 
out of the Brooklyn office. 
William H. Powell, formerly with the 


ized 


travel 


Bristol Co. of Waterbury, Conn., will 
operate from the Newark house. 

G. P. Knox and G. W. 
berger are new salesmen for the Rum- 
sey Electric Co., Philadelphia, Pa. 

J. W. Bivins, Jr., is now traveling 


Rimens- 


northern Florida and southern Georgia 
for the Holt Electric Co., Jackson- 
ville, Fla. 


who has resigned. 


He succeeds J. W. Turner 


L. H. Johnson, formerly with the 
Electric 
sales force of the 
Electric Co., Houston, Tex. 

James Olson has been employed as 
salesman by E. B. Latham & Co., 
New York, N. Y. 

Douglas F. Coleman comes from the 


Co., is 


Tel- 


Southwest General 
now on the 


Edison Lamp Works of Harrison, 
N. J., to handle the entire line of 
large and small lamps for the F. D. 
Electric Co., Cincinnati, 
O. He is a graduate of Lehigh Uni- 
versity and a welcome addition to 


Lawrence 


the Cincinnati field. 
Listenwalter & Gough of Los An- 








This is a group snapped at the East Coast Electrical Supply Co., New York, N. Y. 
From left to right: Joseph Callahan, W. Jesselsohn, Wm. Young, Dave Koster, Henry 
Plankenhorn, Joseph McGinnis, Miss Brophy, Louis C. Stecher, Miss Berson, Miss 


Steinauer and Thomas Christianson, general manager. 
located at 399 Pearl street, but recently moved to 59 Reade street. 


This company was formerly 
Messrs. Callahan 


and McGinnis are newcomers, having been connected with Nugent Electrical Sup- 


ply Co. 





geles, Calif., has placed C. A. Hors- 
fall in charge of the fixture depart- 
ment. H. H. Korte is a new counter- 
man. 

Harry Fyfe comes to the Reiman 
Wholesale Electric Co., Los Angeles, 
Calif., to specialize in selling indus- 
John Shelton has been added 
te the Reiman fixture department. 


trials. 


Lawrence A. Stohler recently en- 
tered the employ of the North Coast 
Electric Co., Portland, Ore., as sales- 
man. 

L. Barden Westchester 
county for the Gertler Electric Co., 
New York, N. Y. This is new terri- 
tory for the company. C. H. Kass 
is the latest addition to the Gertler 
counter. 


covers 


E. Berglund is now a city salesman 
tor the Electric Appliance Co., Chi- 


cego, Ill. 


G. S. 
represent the electrical department of 
the Co., in the 
Bridgeport, Conn., territory. Ernest 


Vaitses has been engaged to 
Wetmore-Savage 


A. Barbeau, formerly with the Do- 
mestic Electric Co., is now doing sales 
work ‘in the Wetmore-Savage trans- 
former department. 

R. L. Hollowell is the latest addi- 
tion to the sales force of Garrett, Mil- 
ler & Co., Wilmington, Del. 

Edw. Bernhardt has been promoted 
from order clerk to city salesman for 
the Steiner Electric Co., Chicago, Il. 
The same company reports W. H. 
Feeney as its new Indiana and 
Michigan representative. 

The Woodill & Hulse Electric Co., 
Los Angeles, Calif., has added J. B. 
Nesbit force. F. X. 
Sheeter, the 


Electric Co., is a new counter man. 


to its sales 


formerly with Illinois 








gathered together. 





fs 


cess. 


\ dinner was given on April 16 by the G Q Electric Co., Mil- the National Lamp Works in helping to make the affair a sue- 
waukee, Wis. to as many of its Shelbv lamp agents as could be 
The company expresses appreciation of the 
forts of A. D. Stryker, W. G. McKittrick and Joe Lawall of 


In the picture, the fifth man from the left in the front row, 
with the glasses, is S. C. Greusel, secretary and treasurer. 
ting at his left is F. W. Greusel, president. 


Sit- 
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W. J. Batchler, manager of the elec- 
trical department of the Baltimore Gas 
Light Co. Mr. Batchler says he had a 
good year in 1923 and expects a better 
one in 1924. , 





Re-organization of Cleveland 
Electrical Supply 

Following the 
Goldman and J. J. Madden of the con- 
trolling interest in the Cleveland Elec- 
trical Supply Co., 
H. Guttentag, the 
re-organized with 
Madden 


treasurer and F. L. Arnold as secre- 


purchase by Sam 


formerly held by 
company has been 
Goldman as presi- 
vice-president and 


dent, as 


tary. No changes in’policy will fol- 
low the re-organization, the officers 
say. 

Former president Guttentag expects 
to devote his time in the future to the 
development of a retail business in 
electric fixtures and appliances with 


headquarters on Prospect avenue. 
* * * 


Bunn Heads Rost’s New 
Company 


As stated in the March issue of the 
JoBBer’s SALESMAN, the Hudson Elec- 
trical Supply & Equipment Co., of 
Jersey City, was taken over in January 
O. Fred Rost of the Newark 
Electrical Supply Co. B. N. Bunn, 
for many years with the home office 
at Newark, is in charge as branch 
manager. For the present the Hudson 
company is confining its activities to 
the vicinity of Jersey City and Ho- 
boken. New salesmen will be added 
as the business expands. 

All buying for this branch, as well 


by 


as for Trenton, is done at the home 
office. All deliveries are made from 
Jersey City, and Mr. Bunn estimates 
that they can be made, in most cases, 
within two or three hours after receipt 
of the order. Under the old regime 
only complete radio sets were handled. 
At present the branch is selling out 
these sets preparatory to ceasing radio 
activities until Fall, when a new line 
will probably be taken on. 


* * * 


Downing’s Fine Horses 

Speaking of hobbies, that of H. C. 
Downing, of the Downing Electrical 
Co., Des Moines, Iowa, is horseback 
riding. He has been kind enough to 
send to THe JopBer’s SALESMAN pic- 
tures of three of his mounts, which 
are reproduced herewith, together 
with a little discourse on the subject, 
by Mr. Downing, which follows: 

A great many business men, who 
were very active during their boy- 
hood days, sit at a desk all day, eat 
rich food, take no kind of exercise; 
and then we wonder why we read of 
Mr. Business Man having a _ break- 
down. 

A certain young man with con- 
siderable ambition, less judgment or 
ability, was putting in many hours, 
up desk, 
sciously fighting Nature, by keeping 
his ribs pressing down on his stomach 
and such a_ time 
Nature rebelled, by giving a warn- 
ing in the way of headaches, groggy 
A doctor 
friend, when consulted, advised rid- 


humped over a uncon- 


liver, until as 


liver, bad temper, ete. 


ing horseback, because it is the best 
exercise known. 

Six o'clock in the morning, the 
year around, is the best and most 
delightful time to ride. Winter rid- 
ing produces a better effect, 
vided one dresses for it. It is almost 
a positive guarantee against colds 
and a thousand ailments people have, 
not take out of doors ex- 


pro- 


who do 
ercise. 

To ride one’s horse well, to get per- 
fect performance in gaits, one must 
concentrate on the horse. Business, 
troubles, etc., are brushed aside for 
the more pleasant task of accomplish- 
ing one’s purpose, of riding better 
each day. 

Everybody has 24 hours each day. 
Some men cheat themselves into be- 
lieving that they do not have time 
to ride, but I dare say they waste 
enough time each day to more than 
offset the time a good horseback 
ride would require. If I had grow- 


ing children, they certainly wou 
ride horseback. If all children cou 
ride horseback, we would have 
fewer crescent shaped boys and gir); 


The Government has spent 
years and $600,000 perpetuating tlc 
blood of the Morgan horse, which ail 
will admit is the best all-around 
utility horse; good disposition, a file 
driving or riding horse, the kind it is 
almost impossible to wear out, for lic 
has wonderful feet and legs, coupled 
close, good weight and size and can 
pound the roads day in and day out. 

But the automobile has displaced 
the driving and riding horse to thie 
extent that it has educated us to be 
so indolent we do not want to walk 
any distance. 


This is Fatima, daughter of Cigarette, 
named for the very gracious Italian act- 
ress, Fatima, and incidentally, the name 
of a cigarette. 


This is Cigarette, lowa champion five- 
gaited mare, named for Blanche Bates, 
who played “Cigarette Under Two 
Flags.”’ 


This is St. L. Junior, three year old 
coal black stallion, full blood Morgan, a» 
exceptionally good type. 
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Surface Type 
Metal—Black—Gravity—Cat No. 373 
Metal—White—Gravity—Cat. No. 374 





When requirements call 
for a good Annunciator 
at a low price you can 
do no better than to fur- 
nish DEVEAU Gravity 
Drop Annunciator, 
First class construction 
throughout and _ excep- 
tionally well finished— 
furnished with standard 
markings numbered from 
1 up. 














DeVeau Circle Push 
Removable Weighted Felt-Covered 
Base—Desk Type 
Cat. No. 4-C 





The DEVEAU Line of 
Push Buttons covers a 
wide variation of models 
and types covering Di- 
rectory and Circle Type 
and Locking Directory 
Push Buttons. Highest 
grade materials and 
workmanship — standard 
markings and finishes. 




















s a 
Surface Lamp Type 
Surface Wood—Lamp 
14-inch Units 
Cat. No. 457 


Surface Type 
Wood—Elec, Reset—Cat No. 25-R 











Metal—Elec. Reset—Cat. No. 25-RM 


and 


Push 


Buttons 


UP 
@) 


) 








Elevator Push 
Cat. No. 112 


Write for DeVeau 


Bulletin No. 117 


MANUFACTURED BY, 





DeVeau Directory Push 
Removable Weighted Felt-Cov- 
ered Base—Surface Wall 
or Desk Type 
Cat. No. 1-A 













Surface Type 
Wood—Golden Oak—Gravity 
Cat. No. 372 








When Electrical Reset 
Annunciators of the high- 
est class are demanded 
order DEVEAU Grade 
“A.” They are made for 
heavy duty service and 
have incurred general 
favor due to their posi- 
tive, convenient and silent 
resetting feature. Very 
well finished standard 
markings from 1. up. 
Special markings on or- 
der. 











. D7 
Midget Push 
Cat. No. 5-A 








The DEVEAU Bulletin 
No. 117 makes a most 
complete reference on 
Annunciators and Push 
Buttons—you_ need it. 

A postal card or phone 
message will bring it. 
Get in touch with us to 
day. 








STANLEY & PATTERSON 


INCORPORATED 


GENERAL OFFICES AND FACTORY 


250 West St., New York, U. S. A. 


(3 BLOCKS ABOVE FRANKLIN ST.) 
CABLE ADDRESS: “ELECLIGHT:” NEW YORK 
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Three good reasons why H. C. Roberts Electrical Supply Co. is on the map in 


Baltimore, Md. From left to right: A. 
Charlie Williams, branch manager, and 


*, Seim, manager accounting department; 
Howard 


Duvall, purchasing agent. This 


branch office has yet to celebrate its first anniversary but all the boys are “fightin” 


like ’ell.” 





Providence Jobber Moves 

The 
Providence, R. 
tion May 1. 
only half a block from the old, and 
consist of the first and second floors 


Boss Electrical Supply Co., 
I., changed its loca- 


ry 
The new quarters are 


and basement of the Horton building 
at the corner of Peck and Pine streets. 


* * * 


Wetmore-Savage Newspaper 
Advertising 

Interest attaches to a critical analy- 
sis of of the the 
Wetmore-Savage Co. is running in the 
Boston Post. 
April 3 is typical of the campaign 
which covers a year’s time, and these 


one inserts which 


One bearing the date of 


inserts are used semi-monthly. 

The insert is of eight pages, 18 by 
23 ins. The first page is used by the 
Wetmore-Savage Co., and in this case 
announces an_ intensive advertising 
sales drive on Champion spark plugs 
and Sangamo meters. 

There are 11% pages in the body of 
the insert devoted to editorial matter 
and automotive 


relative to electrical 


subjects. The rest is advertising on 
the part of suppliers who are colab- 
orating with Wetmore-Savage in the 
Of these ad- 


vertisers 13 are electrical manufactur- 


publication of the insert. 


ing companies carrying a total of 3°, 


pages of space and six are automotive 


manufacturers with 154 pages. The 
largest space users, aside from the 


Wetmore-Savage Co. are: Champion 
Spark Plug Co. and Sangamo Electric 
All the 


Co., each with half pages. 
others use one-fourth page. 


This insert is considerably larger 


effective than the usual 


It is moreover only 


and more 
“electrical page.” 
one feature of the very elaborate ad- 
vertising campaign which this jobber 
is carrying on. 

* * 
Jones-Beach Buys Building 
President Ludovici of Jones-Beach 

& Co., Philadelphia, Pa., announces 
the purchase for $130,000 of a five 
story concrete building on the north- 
corner of Seventh and Wood 
To provide for additional 
expansion the company purchased at 


east 
streets. 


the same time a large amount of ad- 
joining land running through the sur- 
The new home will 
in the course of two or 


rounding streets. 
be occupied 
three months. 


Luetkemeyer Buys Out 
Bingham Co. 


It is reported that the Luetkemeyer 
Co., Cleveland, Ohio, has purchased 
the controlling interest in the W. 
Bingham Co., also of Cleveland, and 
that the latter will be merged with the 
Luetkemeyer Co. Both are hardware 
jobbers maintaining large electrical 
departments. W. H. Rush 
ager of the electrical department for 


is man- 


Luetkemeyer. 
* * & 


Diamond Electric Remodels 


Peoria comes word that the 
Electric Supply Co. 

remodeling, incidentally 
adding 700 square feet of stock shelv- 
irg. This company holds a sales meet- 
ing every Saturday morning. H. M. 
Butler, president, announces the issu- 
ing of a monthly net price hand book 
which eliminates the figuring of all 


From 
Diamond has 


done some 


except cash discounts. 
E. J. Case, a stock holder and di- 
rector in the Diamond concern, died 


on April 11. 


* * * 


St. Louis Jobber Wins Buckeye 
Cup 

At a Madza lamp and fixture con- 
ference, May 1, N. H. Boynton pre- 
sented the Buckeye Sweepstakes Cup 
te the Brown & Hall Supply Co. 
Mr. Boynton’s talk to the dealers and 
salesmen was followed by another 
from Albert Wahle on fixture possi- 
bilities, both speeches being voted 
especially “illuminating.” Another re- 
cent Brown & Hall activity was a 
campaign on, Hold Heet and Sun- 
beam irons. 











f 


This is part of the gang that has made it necessary for the Electric Corporation 


of Los Angeles to move into larger quarters, being part of the sales force. 





Left to 


right. Joe Calloway, counter; Bill Zeitzer, city; Steiny Schultz, manager radio depart- 
ment; Gene Shour, counter; Herb Aunger, sales manager; A. E. Salmon, radio sales- 


man; Ellis Woodmansee, counter. 
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Published in the interest of a more complete fellowship with Jobbers’ 
Salesmen everywhere by the Benjamin Electric Mfg. Co. 





Some Brand New Business for Electrical 
Contractors and Dealers 


The vogue of the stand lamp 
cluster has brought a brand new 
piece of business to the electrical 
contractor or dealer — something 
entirely out of his reckoning and 
in addition to any other business 
that he might expect would natu- 
rally flow to his store. Through 











Adjustable Stand Lamp Cluster 


the use of Benjamin Stand Lamp 
Clusters he can build up a steady 
and profitable additional business. 
And the jobber’s salesman, famil- 
iar with the uses of these stand 
lamp clusters, cannot only sell 
him the clusters but also the floor 
and table stands, the shades, 
anchors, adapters, cords and 
plugs. The business that each 
can do is considerable, and the 
aggregate business that the job- 
ber’s salesman can build up for 
himself is measured only by the 
number of dealers to whom he 
can present the line and show the 


many ways in which the dealer 
can turn it into a profit. 

Here is a place where the job- 
ber’s salesman may be of real 
service to the dealer. There is a 
big demand for everything the 
dealer can do in this direction, 
and the salesman who first brings 
it to his attention will not only 
make big sales but will also make 
good friends for the house. 

Benjamin Stand Lamp Clus- 
ters have been used by many 
prominent makers of standard 
floor and table lamps for a long 
time, and in the portable lamp 
field they have gained a renown 
equal to that whch is accorded 
Benjamin industrial and commer- 
cial lighting equipment in their 
respective fields. 

The New Business Has Many 
Angles. 

This new business, into which 
these Stand Lamp Clusters fit, is 
many-fold in its aspects. For in- 
stance, the contractor and dealer 
have found a profitable business 
in the repairing of floor and table 
lamps and in the replacement of 
old or worn out fixture parts with 
modern stand lamp clusters. 

Again, the contractor and deal- 
er have added a good deal to 
their business by securing from 
the manufacturer of the floor and 
table stands standard designs and 
building these up into modern 
floor lamps through the use of 
Stand Lamp Clusters. 

Another, and probably the 


most important element in this 
new business, is the converting 
of pottery, metal and sometimes 
wickerware vases into modern 
electric lamps. This part of the 
business takes two distinct turns. 
On the one hand the contractor 








Wireless Stand Lamp Cluster 

and dealer may buy in the open 
market metal and pottery vases 
in many forms, and through the 
use of several types of adapters 
equip these vases with stand lamp 
clusters and convert them into 
the most beautiful lamps. 

On the other hand there are 
many beautiful vases in many 
homes which are brought to the 
contractor or dealer and these 
also may be converted through 
the use of these clusters into 
beautiful modern electric lamps. 
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A Bulletin on How to Convert 
Vases into Electric Lamps. 

This business has grown to 
such proportions and the demand 
for information upon the part of 
contractors and dealers has be- 
come so great and insistent that 
the Benjamin Electric Mfg. Com- 
pany has prepared a_ booklet 
which tells a pretty . complete 
story as to how this business can 
be handled practically and profit- 
ably. 

The booklet describes and illus- 
trates the construction and ap- 





Adjustable Stand Lamp Cluster 
- and Metal Vase 


pearance of the Stand Lamp 
Clusters, the methods of adapting 
these clusters to pottery, metal 
and wickerware vases, the de- 
signing of an adapter which can 
be made up in the shop of almost 
any electrical contractor or deal- 
er, a method of drilling pottery 
vases for the hole through which 
the cord will pass, and other use- 
ful information for the contractor 
or dealer who would make this 
a part of his business. 
Stand Lamp Clusters Pack- 
aged for Shelf Display. 

The Stand Lamp Clusters have 
been packaged in handsome 
individual 


three-color cartons 


and the display of these will not 


only add materially to the ap- 
pearance of the store, but will 
undoubtedly attract a great deal 
of this brand new business and 
income to the benefit of the con- 
tractor or dealer. 

Made in Two Types—Adjust- 
able and Wireless. 

Benjamin Stand Lamp Clusters 
are made in two distinct types— 
the Adjustable Stand Lamp Clus- 
ter and the Wireless Stand Lamp 
Cluster. 

The Adjustable Stand Lamp 
Clusters are made with two lamp 
sockets and three lamp sockets 
respectively, all equipped with 
pull chains, and these sockets are 
adjustable to any angle between 
the horizontal and the vertical. 
Adjustable Feature Impor- 
tant. 

This adjustable feature is very 
important. With shallow shades 
it is possible to have the lamps in 
a horizontal position so that the 
lights will not be visible to the 
eye. With deeper shades or un- 
der other circumstances any de- 
sired angle of the lamps may be 
obtained, the light distribution 
perfectly controlled and the re- 
sult is an exceptionally adaptable 
and popular stand lamp cluster 
for portable lamps of every type. 

The sockets in the adjustable 
clusters are spaced for the popu- 
lar cord and tassel pulls and they 
are being used regularly by many 





Wood Block Adapter for Mounting Stand 
Lamp Cluster in Pottery Vase 


manufacturers this way. 

These adjustable clusters are 
furnished regularly with a stem 
and coupling, and with top orna- 
ment and shade support. 

The top of the cluster is easily 
removed for wiring, the wires 
leading straight into terminals at 
the top of the sockets. The stand- 
ard finish is Roman Gold. 

The Wireless Stand Lamp 
Cluster. 

The design of the Wireless 
Stand Lamp Clusters offers a 
neat grouping of the lamp recep- 





Adjustable Stand Lamp Cluster 
and Pottery Vase 


tacles in a compact casing. 

These Wireless Stand Lamp 
Clusters are made with two and 
three sockets and the sockets are 
nested so as to give a splendid dis- 
tribution of light and at the same 
time will not scorch parchment 
or silk shades. They are equipped 
with pull chains arranged to con- 
trol either one and one or one 
and two lights at each pull. 

As the name implies, these 
clusters are very easily wired. In 
fact, it is only necessary to bring 
one pair of wires from the cord 
through the cluster to two bind- 
ing screws and all of the outlets 
are connected. The standard fin- 
ish is Roman Gold. 
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Benjamin -Starrett Standardized Panel 
Boards Easy to Install—Easy to Sell 


What is probably the greatest 
advance ever made in panel board 
design and construction may be 
found in the Benjamin-Starrett 
Standardized Panel Board. Elec- 
trical contractors, electricians of 
office buildings and architects 
are all interested in panel boards, 
and the many exclusive features 
and advantages possessed _ by 
Benjamin - Starrett Standardized 
Panel Boards give the jobber’s 
salesman an opportunity not only 


Method of Mounting the Panel 
in the Cabinet 


Channel Irons on Which Panel 
Sections are Mounted 


Plug Fuses are Behind Lock 
and Key and Cannot be Tam- 
pered with 


Clamp Which Secures the Cabi- 
net Front to the Box 


Combination Yale Lock, Latch 
and Knob for Large Door 


If Ever a Switch Needs Replace- 
ment—There is No Need to Re- 
move the Whole Panel—Just 
Remove This Plate and _ the 
Switch is Accessible. 


Corner Irons Permitting Re- 
moval of All or Part of Barrier 


to make many sales but to be of 
great help to his customers. 
Easy to Handle—Save Time 
and Material. 

These panel boards bring to the 
electrical contractor an ease of 
handling and a saving in time and 
material that greatly increase his 
profit on a wiring job and a bet- 
ter appearance that enhances his 
reputation for skillful and fine 


looking work. 
These standardized panel boards 





A Few of the Important Features of Construction of Benjamin-Starrett Dead Front 


are made in both open and dead 
front types and are the result of 
many years spent in development 
work. The specific object was to 
produce a line of standardized 
centers of distribution which 
could be specified, procured and 
installed as readily as any other 
stable electrical merchandise. 
Expensive Design, High Qual- 
ity Material, Without Increase 
in Cost. 


In securing this standardization 


~_ Steel Molding Against Which 


the Doors Close 


Shield Which Conceals All Parts 
Except Branch Switches When 
Small Door is Open 


Bus Bars Concealed at the 
Back of the Composition Base 


This Door Gives Access to the 
Branch Circuit Switches Only. 
Anyone Can Operate These 
Switches With Perfect Safety 
Because There are no Live 
Metal Parts Exposed When This 
Small Door is Opened 


Stron Fireproof Composi- 
tion Base of High Dielectric 
Strength. This is a Labor 
Saver When Alterations in the 
Wiring System are Undertaken 


Composition Barrier Remov- 
able from Cabinet in Whole or 
in Part 


Standardized Panel Boards 
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Remarks and Other Things 








of panel boards and cabinets, 
nothing of an electrical or me- 
chanical advantage that might be 
secured through the most rigid 
specifications has been sacrificed. 
On the other hand, because of 
regularity of design, precision in 
manufacture and accuracy in as- 
sembling, many distinct gains 
have been made. The Benjamin- 
Starrett Standardized Panel 
Boards are factory made, from 
start to finish, assembled from 


Standardized Panel Mounted in an 
Open Front Cabinet 


parts produced to jigs and tem- 
plates, and identical in dimen- 
sions one with the other. The 
result is quantity production of 
expensive designs from uniformly 
high quality materials without in- 
creasing the cost. 

Bases Made of Molded Com- 
position. 

The bases of these boards are 
of fireproof molded composition 
which experience has shown to 
be superior electrically and me- 
chanically to the best slate ob- 
tainable- 

The use of molded composition 
permits the designing of spe- 
cially formed bases so that the 
bus bars can either be concealed 
in the material or placed at the 
back. This makes possible avery 
narrow panel board, yet at the 
same time one which gives ample 
space to the equipment on the 
front. 


The composition being con- 
siderably lighter than slate, this 
form of base makes possible a 
panel board very light in weight, 
which greatly reduces the labor 


of installation. One man can 


handle with ease a job that re- . 


quires two men when slate is 
used. 
Built Up from Unit Sections. 
The panel board bases are 
made in two. standard sizes, 
namely, 4 and 6 circuits. On 
these bases the various switches, 
fuse receptacles, etc., constitut- 
equipment, are 
mounted, forming standardized 
panel unit sections which are car- 
ried in stock. From these sec- 
tions any desired panel combina- 
tion can be quickly and accurately 
assembled. Labor saving, time 
saving and service are the results 
Benjamin- 


ing branch 


of these exclusive 
Starrett features. 
Many Exclusive Benjamin- 
Starrett Features. 

Another important feature of 
the Benjamin-Starrett Standard- 
ized Panel Board is the construc- 
tion of the barriers) These are 
made to be easily slipped into 
place or just as easily removed 
without disturbing the wiring. 
The barriers are slotted to re- 
ceive the incoming and outgoing 
leads and can thus be kept out 
of the way while working on the 
connections. 

Other important, features are 
the design and assembly of the 
switches. Replacements may be 
easily made as any switch may 
be removed without disturbing 
the others. These are also ex- 
clusive Benjamin-Starrett  fea- 
tures. 

The illustrations show clearly 
some of the principal advantages 
of the Benjamin-Starrett Stand- 
ardized Panel Boards. However, 
the story is too long to complete 
in an article of this kind. Job- 
bers’ salesmen will find the whole 
story very interesting and very 
helpful when discussing the mat- 


ter of panel board installations 
with contractors, architects or 
electricians in industrial plants 
and office buildings. 
How to Order Panel Boards 

Nearly all Panel Board orders 
are for standard goods and can 
be specified by catalog numbers. 
It is a simple matter to select the 
right panel from Benjamin Cata- 
log 23, which is arranged for easy 
reference. 

All you have to do, when re- 


Standardized Panel Mounted in a 
Dead Front Cabinet 


ferring to Catalog 23, is to con- 
sider the following points: 

1. What style of front, dead 
front or open. 

2. What type of 
branches, plug or cartridge. 

3. What type 
branches, knife, push or tumbler. 

4. What wire mains, 3 or 2; all 
other arrangements are special. 

5. How shall mains be equipped 
—(a) lugs only; (b) main fuses; 
(c) fuseless main switch; (d) 
fused main switch. 

6. How many circuits—Benja- 
min-Starrett Standardized Panels 
are cataloged in 4 to 30 circuits. 

7. What type of cabinet, sur- 
face or flush. 

8. Cabinet drilling, %-inch 
knockouts are regularly provided 
in top and bottom. No extra 
charge for special drilling when 
instructions accompany the order. 


fuses in 


switches in 
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Credit Conditions Show Little 
Change 


The accompanying tabulation shows 
the number of accounts reported to 
the National Electrical Credit Asso- 
ciation by member manufacturers and 
March, 1924, and 
as compared with the 
to- 
and 


during 
1924, 
months the previous year, 
the total 
average amounts of the delinquencies. 

Branch 


jobbers 
April, 
same 

gether with amounts 


Number of 


and Accounts Total Average 

Month Reported Amount Amount 
Central Division 
Mar., 1923... 993 $130,571.90 $131.49 
Mar., 1924............941 99,980.14 106.26 
Apr., 1928............794 111,130.28 139.96 
Apr., 1924.... 871 110,626.40 135.04 
New York 
Mar. IOzZ2........ 584 73,655.00 126.00 
Mar., 1924............445 68,022.00 153.00 
Apr., 1928........ 422 63,771.00 151.00 
Apr, I9Z4............46% 64,648.00 138.00 
Philadelphia 
Mar., 1928......:....204 26,386.27 129.34 
Mar., 1924............288 26,163.85 112.29 
Apr., 1923..... .....241 35,099.19 145.80 
Apr., 1924... ..221 25,313.95 114.54 
New England 
Mar., 1923... . 60 4,782.7 79.71 
Mar., 19924............ 16 4,708. 6 : 102.36 
Apr., 1923... . 44 7,979.04 181.34 
Apr., 1924.. 35 4,442.94 126.94 
Pacific Coast 
Mar., 19232........ _ 48 7,522.26 156.92 
Mar., 1926............ }2 1,175.31 97.94 
Apr., 1928............ 39 8,444.75 216.53 
Apr., 1924........ 31 3,869.93 124.84 

* ** 
Missouri Prospects Good 

The American Electric Co., St. 

Joseph, Mo., reports an encouraging 


improvement in business conditions 
and volume of business in its territory. 
The late 


mand for wiring and appliances will 


start and the increased de- 


result in an unusual summer volume. 
: * * 


Art Cole Elected Chairman 
A. J. Cole, vice-president and gen- 
eral sales manager of the McGraw Co., 


has been elected chairman of the 
board for the Omaha Electrical Ex- 
position, to be held November 5 to 


10 inclusive. 
* * * 


Death of H. M. Byllesby 


H. M. Byllesby, head of the bond 
and engineering house of H. M. 


Byllesby & Co., Chicago, died of heart 


failure on May 1. 


Mr. Byllesby was 65 years of age 
and in the early days was connected 
with Thomas A. Edison. It was at 


this time that he became profoundly 
interested in electrical development. 
The company of which he was presi- 
dent is one of the best known engineer- 
ing and financing firms in the country. 
Scores of station 


central properties 


have been engineered and financed served during the war as general pur- 
through this company, and at the time chasing agent of the A. E. F. with 
of his death Mr. Byllesby was officer headquarters in London. When dis- 
and director in many public utilities, charged in 1918 he was awarded the 
principally gas and electric companies. Distinguished Service Order by the 


Despite his age of 60 years he _ British Government. 





Old Time Photographs of Electrical Jobbers 


(Continued from Page 21) 











Members of the E. S. J. A. are indebted 
to E. Ward Wilkins for the loyal support 
he has always given. This picture was 
taken in 1890 when he was traveling the 
whole United States from Canada to the 
Gulf and from Coast to Coast with eight 
trunk loads of bells, buzzers, annuncia- 
tors and other supplies. The original com- 
pany was founded in 1867 by James Part- 
rick and Stephen Chester. It was in 1950 
that E. Ward Wilkins was made president 
of the Partrick & Wilkins Co., of Phila- 
delphia, Pa. 





The Cabell-Irby (Co., of Jackson, 
Miss., as a firm is only three years old 
and everything is new around the 
tablishment except the proprietors. 
Stuart C. Irby, shown above, is vice- 
president of the company and was a 
voungster in 1891. He is very care- 
fully posed on a wild and lonely shore. 


es- 


ELECT ANC co. 


ANDO 


P ELECTRICAL 
ae ES 
nde i: 


oe 


ove 





The Post-Glover Electric Co., Cincinnati, O., in the spring of 1893. From left to 
right—William Schlewinsky, now and for the past 31 years employed by the Post- 


been toreotten: George Jones, now 
with the F. D. Lawrence Electric Co.; George Devou, now vice-president of the 
Post-Glover company; S. W. Glover, former president, died in 1915; Ira Decker, 
former employe, Jacob Merkhoefer, one of Cincinnati’s pioneer electricians. 


Glover company, the nemes of the next two have 
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Showing the builder how 


business helps sell his houses 
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The Selling ’ 
Job for June! ‘X 


As a part of G-E’s job to help you and your \ 
dealers sell, nearly three millions of people 
were reached during the month of May with 
G-E messages on home comfort and convenience. oe 
Every reader of these selling talks was offered a free * 
copy of this interesting book “The Home of a Hundred 
Comforts”—thousands are still being mailed to potential ‘ 
purchasers who requested a copy. 
Builders, 100,000 of them were reached through build- 
ers’ magazines, with forceful advertisements on the val- 
ue of G-E wiring devices and electrical materials. 
New interest was created—undecided buyers were 
doubtlessly swung to G-E products. More wiring with 
better materials and methods is and will continue to be = 


the result of this timely advertising. 


Your dealers can bring this interested buying power 
to their stores. Show them how to tie in for this profit- 
able business. 


MERCHANDISE 


GENERAL 
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Crystallize Interest Into Sales! 


ON Tell your dealers to get the local builders into their stores to sell 
> them G-E materials. 
: Attract them with window displays containing suggestions on G-E 
products. Have them paste up the G-E ads from the current publica- 
tions in a conspicuous place that all may read them. 

Get your dealers to circularize their prospects with folders and other 
sales helps which we furnish. 





Your dealers’ counters afford advantageous positions for the display ¥ 
of G-E products. Get them to put their counters to work. \ 
Local newspapers containing your dealers’ ads featuring G-E mate- \ a 
rials will prove a big asset in making more sales of these seasonable \ 
products. Have yeur dealers make use of their local newspapers—we ~ > 
furnish electrotypes of advertisements in many different sizes. \ 


Order the complete outfit of G-E sales makers for your dealers— 
see that they make use of it. You'll profit from the results. 


Merchandise Department 
General Electric Company 
Bridgeport, Connecticut 
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Getting Dealers to Use Their 
Sales Helps 


A. A. Gray, writing in Class gives 
nine specific recommendations in rela- 
tion to the proper procedure in get- 
ting the dealer to make use of sales 
Written from the point of view 
of the manufacturer, his suggestions, 


helps. 


nevertheless, apply equally as well to 
the jobber who is making an earnest 
effort to co-operate with the manufac- 
turer in this important function. 

(1) 


printed or otherwise, to any dealer 


Do not send any folders, im- 


unless he asks for them. 


(2) When you send him a sample 
of the folder, sell him on the ad- 
vantage of its use to him. 

(3) Provide him with a form upon 


which he may give you the exact in- 
formation which is to be imprinted. 
(4) 


of address and has an electro that will 


If he has a trade-marked form 


fit in the space, urge him to let you 
use it instead of plain type. 
(5) 


the 
more than a 30-day supply, if you 


Try to gauge his ability to use 


literature, and never send him 


can make a good guess as to what 


he ought to use. ; 
(6) 
ers the day the request is received. 


If possible, imprint the fold- 
If not, write the dealer a letter or 
send him a card acknowledging the 
request, thank him for it, tell him that 
the folders will go forward promptly 
and see that they do. 

(7) When they 
send him a letter telling him they are 
the 
something of the experiences of other 


do go forward, 


on way. If possible, tell him 


dealers in using these folders success- 


fully. Quote extracts from testi- 
monial letters. 
(8) Accompany the letter with a 


perfect sample of the imprinted folder. 

(9) Put this letter in a 30-day 
tickler file, and then write the dealer 
at the end of that time and ask him 
did with the folders, 
whether he would like to 


send him some more: or, if you have 


what he and 


have you 
produced a new folder or you have 
some other lines you believe he might 


be interested in, use this letter. 














Los Angeles Installing Sirens 


In recent months the city of Los 
Angeles, Calif., has been making 
tests with type A Federal Sirens 
for use in connection with traffic con- 
trol. It is proposed that one of these 
sirens be mounted on each of 31 traf- 
intersections where 
These 


fic control street 
semphores are now in use. 
sirens are to be operated a minute or 
two in advance of the approach of 
the fire apparatus thus stopping all 
trafic until the fire department has 
passed. The city is also contemplat- 
ing using these sirens in connection 
with bandit alarms and controlled by 
the police department. During re- 
cent weeks the Woodill-Hulse Elec- 
tric Co., of Los Angeles, has sold 
many Federal Type A sirens for use 
in industrial plants, these taking the 
place of gongs, and steam whistles, 








John P. Flannery of the Baltimore 
Electrical Supply Co. This will undoubt- 
edly be of interest to the boys at the 
Wetmore-Savage Co. for John was con- 
nected with that company last year. 


























the peculiar note of the siren being 
effective much 
encountered. and around 
Los Angeles are installing sirens in 
connection with burglar alarm sys 
tems. These sounded in 
the event of a holdup giving the po 
lice and citizens immediate notice 
that the bank is being “stuck up.” 
sirens 


more where noise is 


Banks in 


sirens are 


Small motor driven are more 
reliable than gongs since their motors 
do not require adjustment and can be 
depended on to perform in any emer 
gency. 
* * * 
Preparation of Salesmen 
Route Sheets 

At a recent meeting of the St. Louis 
Sales Managers’ Bureau the subject 
under discussion “Should the 
House of the Salesman Prepare the 
Route Sheet?” R. W. Haege of the 
Wesco Supply Co., had this to con 
tribute to the discussion: 

“Our men send in route sheets every 
“Then 


their reports are checked up with the 


yas 


Monday morning,” he said. 


itinerary. In addition we put tacks 
on a map to show where they have 
been, different colored tacks for each 
week. At the end of three months you 
see some surprising things.” 

Mr. Haege also pointed out some 
of the advantages to the plan of al- 
lowing a salesman to route himself, 
among which were the development 
of initiative, the use of a salesman’s 
knowledge of local business condi- 
tions, the flexibility of movement made 
possible, and the advantageous use of 
train connections. 

: 2 * 
Preheating 

It was once thought a waste of 
time to dry out a coil or armature 
before dipping, but the praetice is 
becoming more and more general. 
The treatment has the following ad 
vantages: 

(a) The cotton tape, cotton cover 
ing of the wire, cloth and_ other 
fibrous materials are thoroughly dried 
out and thus facilitate varnish pene 
tration. When it is considered that 
untreated ab 


insulating materials 
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sorb considerable moisture, the im- | 


portance of preheating is appreci- 
ated. 

(b) Preheating expands coils, re- 
lieves compression and permits the 
entrance of varnish to otherwise in- 
accessible places; in other words, it 
ensures varnish absorption to full 
capacity. 

(c) It reduces the baking period 
and therefore the time spent in pre- 


heating is not lost. The hot coil | | 
starts the volatilization of the solvent | 


at the instant of impregnation, drying 


begins from the center, the possibil- | 


ity of pockets is reduced and impreg- 
nation is heavier. 

It is advisable to preheat at a 
temperature somewhat above _ the 
boiling point of water, or at, say, 
110° C.—230° F., for a period suffi- 
ciently long to insure even heat 





heat throughout. 


* K * 


Braid Square D Distributor 

“Building activities here slumped 
somewhat,” writes W. W. Gambill, 
Jr., sales manager of Braid Electric 
Co., Nashville, Tenn., “but we intend 
to go out and dig up more than 
enough to make things normal. We 
have been appointed distributors for 
the Square D Co.” 








We wonder if Mrs. John J. Cooper be- 
lieves the story that her husband is telling 
er about the one he has just lost. From 
ler expression she seems to be mentally 


king off about 50 and 10 and 5. Mr. | 
Cooper, president of the Mountain Electric | 


(o., Denver, and Mrs. Cooper always go 
r their vacation to the Gunnison River 
here this was taken. 


| nae 
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VWVE announce the installation of a complete 
and up to date equipment at Lynchburg, 
Virginia for the manufacture of glass insulators. 


HE policies which claim an important part 
in the success of this company in other fields 
of the glass industry as manufacturers, will be 


| applied to the manufacture of glass insulators. 


N attractive proposition is offered electrical 
jobbers through whom Lynchburg Glass 
nsulators will be distributed. 


Lynchburg Cx Corporation 


nehburg. Virginia 
Ly g 
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Appliance Business Is What You Make It 


No Need for a Falling Off in Demand—‘“Saturation” as Far 


HE sky is the limit.” 
i % We have often heard this ex- 
pression applied to a poker game, or 
to some wildcat stock or real estate 
deal but to hear it described the im 
mediate future in the electrical appli 
ance field is unique. 


But that is exactly the way that 


‘Tom Russell looks upon the future of 


the appliance business. 
“Statistics,” he says, “may be valua 
ble to show the number of wired 


houses, or the number of appliances 
now in use, but statistics that indicate 
any remote approach of the saturation 
point in appliance sales are the bunk.” 

The possibilities are just what we 
make them and “the sky is the limit.” 

Tom Russell, by the way, is one of 
the important factors in the electrical 
appliance business today. His com- 
the 
production and he will tell vou that he 


pany ranks among foremost in 
is Just starting. 

Some manufacturers are beginning 
to experience a falling off in business. 
There may be a reason for it in other 
lines but not so in the appliance field. 
Of course, Mr. Russell will admit of 
fluctuations in supply and demand in 
other 


appliances, the same as_ with 


lines but the lowest ebb in business 
must always be an increase over that 
for the same period of the previous 
vear. 

Well made appliances that meet the 
popular demand as to service and 
price, backed up by real salesmanship. 
is the combination that will turn the 
trick. 

Getting back to the possibility of 
the field, the most important thing is 
to sell the electrical idea to the public 
and then it is the duty of the manu- 
facturer to keep a considerable num 
ber of jumps ahead of the develop- 
ments in the art. 

In other words, if an improvement 


can be made in a product—and it us- 


Away as Ever 





Tom Russell 


ually can—make it. If the construc- 
tion of an iron, a percolator or what 
not can be 


efficient 
veloped, scrap the old and make the 


improved, or if a more 
heating element can be de- 


new. 

It is this possibility for constant 
improvement in heating appliances 
that, Mr. Russell believes, offers the 
greatest opportunities for additional 
business in this field. 

Every housewife who has an elec- 
tric flatiron is a prospect for an im- 
proved type of iron if one should be 
developed. And so on down through 
the entire list of appliances. 

A manufacturer, therefore, can see 
plenty of business in sight by simply 
replacing obsolete appliances with im- 
proved ones. 

In the early days, electric light and 
power companies sold the electric flat- 
iron idea to the public. Consequently, 
the iron is the best known and most 
used appliance today. 


There 


central stations to exploit appliances 


isn't the same incentive to 
today, especially the smaller ones, but 
it isn’t necessary if the public is en 
couraged to buy by offering appliances 
at low cost. 

To prove this, the electric curling 
iron is held up as the largest selling 
appliance today, second only to the 
iron, because of the low price at which 
these can be secured. Likewise, other 
appliances that have been marketed 
at low prices are the ones that con 
tinue to offer the greatest possibilities 
for better grades. 

It has been held by many that 
cheap, low-priced appliances retarded 
rather than developed the industry be 
cause it was argued that a purchaser 
who had had an unsatisfactory ex- 
perience with an appliance would con 
demn the whole field of electrical 
household devices. 

Mr. Russell does not agree with 
Except in the case of heat 
ing pads, he welcomes the competition 
of low priced appliances, even if some 


this view. 


of them are of questionable efficiency. 
Get the public accustomed to using 
electrical appliances by making the 
Then if 


some have unsatisfactory experiences 


price within reach of all. 


they don’t condemn all appliances, 
they simply go out and look for 
better quality. The industry has pro 
gressed too far to be seriously affected 
by cheap merchandise. 

That the optimism radiated by Mr. 
Russell is founded on fact is 
cated by the purchase recently by the 
Russell Electric Co., of which he is 
president, of the manufacturing build 


indi 


ing occupying practically a square 
block between Superior, Orleans, 
Huron and Sedgwick streets, Chicago 

The building and real estate were 
recently appraised as having a re 
placement value in excess of $1,500. 


000. The six-story and basement build 
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For Offices: 
Stores-Factories 
Public-Buildings- Theatres 
Restaurants-Houses Etc. 


Warm Weather — brings with it a heavy demanc 
for ILG VENTILATING FANS. 
UMMER is coming — soon the store keeper, the office man, factory worker 
the house wife and the public everywhere will be seeking refreshing air conditions and 
relief from heat. Now is the time to push ILG Ventilating Fans — capitalize on a seasonable 
interest that will develop an all year ’round demand. You will be pleased with the quick turn 
over and the remarkable opportunities for big and profitable sales in diversified markets found 
everywhere from the big metropolitan cities down to the little hamlets offthe main roads. When 
you choose the ILG you identify yourself with the only ventilating fan made with a fully enclosed 


self-cooled motor — nationally advertised and distributed by the foremost jobbers and dealers 
in AMERICA, CANADA and the rest of the civilized world. 


ILG ELECTRIC VENTILATING COMPANY 
2854 NORTH CRAWFORD AVENUE +: CHICAGO, ILLINOIS 
















FOR OFFICES: STORES: 
FACTORIES: PUBLIC BUILDINGS: 
RESTAURANTS -THEATRES : HOUSES -ETC: 
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ing has over 425,000 sq. ft. of floor 
space, being one of the largest indus- 
trial plants in the rapidly growing 
near north side manufacturing dis- 
tricts. 

“What are you going to do,” asked 
Mr. Russell, “when January doubled 


Possession was taken May 1. 


last January’s business, February 
trebled last February and March 
quadrupled last March? Remember, 


too, that there are nine more months 
in 1924. Sales of our line of elec- 
tric curling irons, percolators, toast- 
ers, flatirons, heating pads, etc., prove 
once again that high quality at a 
reasonable price always wins regard- 
less of what the political situation is.” 
* * * 
The “Four Horsemen” of 
Retail Merchandising 

Alvin E. Dodd, chief of the Domes- 
tic Distribution Department of the 
United States Chamber of Commerce, 
Washington, D. C., has been study- 
ing the causes that contribute to the 
success or failure of retail merchants 
and has summed them up in this ar- 
ticle which he has written for “Beards- 
lee Talks.” 

By noting the most striking dif- 
erences between successful and un- 
successful stores Mr. Dodd has been 
enebled to formulate four simple 
tests which indicate whether a retail 
store is headed for success or failure. 

1—Arrangement of Stock. In the 
successful store the stock is arranged 
in an orderly and attractive manner— 
orderly, so that the article asked for 
may be instantly found, and attrac- 
tively displayed so that the mere sight 
of the merchandise may arouse in the 
customer the desire to possess it. 

In the unsuccessful store the stock 
is scattered about without any at- 
tempt at orderly arrangement result- 
ing in annoying delays to the customer 
and sometimes in utter inability to find 
the article asked for though the sales- 
man is sure “we have what you want 
if I could put my hands on it.” One 
experience of this kind coupled with 
the unattractive appearance of the 
jumble of merchandise, results in the 
customer transferring his patronage 
tc some other store. 
of Stock. This 


means classifying the business, how- 


2—Segregation 


ever small it may be, into definite de- 
partments and keeping a_ separate 
record of the sales in each department. 
A “department” may consist merely 
of a dozen electric irons or all elec- 
tric household appliances may be 


grouped into one department. The un- 
successful retailer does not do this and 
so is unable to tell on what lines he 
is losing money and what articles are 
most profitable. The successful mer- 
chant knows not only the profitable 
and unprofitable lines but, as_ be- 
tween two profitable lines he knows 
which is the quick and which the slow 
seller. Hence he is able to limit his 
purchases to the goods he knows will 
pay him a profit and can stock the 
quick sellers heavily and go light on 
those articles that, though they will 
eventually pay a profit, are slow mov- 
ers. 

3—Simplification of Stock. This 
means the elimination of unnecessary 
sizes and styles and is closely related 
te quick turnover which is the basis of 
every successful business. The un- 
successful merchant is afraid he will 
lose a sale by not having in stock the 
particular article the customer calls 
for, thought a little reflection should 
convince him that he cannot possibly 
carry in stock everything that hun- 
dreds of manufacturers in his industry 
make. The successful retailer studies 
the market and selects from each line 
of products the one or two that in 
his judgment afford the customer the 
best value for a given amount of 
money. 

Note the words “afford the customer 
tlie best value” which is very different 


from selecting goods on the basis of 
seeking a long profit for one’s self. 
If the one or two lines carried have 
been honestly and intelligently  se- 
lected with the good of the customer 
in mind the same reasons that led the 
dealer to select them will lead the cus- 
tomer to purchase them when the rea- 
sons are explained to him, even 
though he may have asked for a simi- 
lar article of another make when he 
entered the store. This is quite differ- 
ent from the reprehensible practice 
known as “substitution” which means 
endeavoring to sell an inferior article 
on which the dealer makes a long pro- 
fit instead of the reputable article the 
customer desires. 

4—Adequate System of Cost Ac- 
counting. This is the most striking 
difference between the successful and 
unsuccessful store. The successful- 
merchant knows to the fraction of a 
cent what his goeds cost him on the 
shelf—not merely what he paid for 
them “F.O.B. factory.” He knows 
what his overhead amounts to—rent, 
taxes, insurance, clerk hire, adver- 
tising, printing, postage, etc., He 


knows the mark-up necessary to mak 
a given percentage of profit on eac! 
article. He knows how much to de 
duct for uncollectible accounts. = li 
short his books give him an accurat: 
dollars and cents history of his busi 
ness from day to day, while the un 
successful retailer often sells goods a 
a loss without knowing it until the in 
evitable catastrophe overtakes him. 
Contrary to popular opinion suc 
cess in retailing does not depend on 
buying in large quantities and thus 
securing the manufacturer’s lowest 
It depends rather on quick 
purchases and 


price. 
turnover, frequent 
quick sales, so that the money invested 
in the business is always actively em 
ployed and earning more money. 

The secret of successful merchan 


dising is to keep the goods moving 


rapidly from factory to retail stor 
and from retail store to consumer. 
Cash invested in slow moving stock 
is not an asset but a liability. 

% # & 


Tom Nolloth’s Dream 


It is rumored that Tom Nolloth of 
the F. D. Lawrence Electric Co., Cin- 
cinnati, O., expects to sell fans to the 
Eskimos this summer. He always 
takes his vacation at some unheard 
of place along the Canadian border. 


If the members of any wandering 


tribe get down that far he will sell 
























them fans for more rapidly drying 
their fish. 

During the last 10 years the F. D. 
Lawrence company has sold one line 
of fans, but this year made a switch 
over to another make. Everybody 
admitted that it would be a hard 
job to change but all went out with 
the determination to put the new 
line over. Tom has had exceptional 
success so far and has sold more by 
30 per cent than last year. He is 
still going strong and so hates to 
think of losing entirely several weeks 
of good fan weather while up north 










































































“AT THE OLD HOMESTEAD” 


On the following pages is presented an ex- 
hibit of electrical products arranged for the 
fourteenth annual convention of the Elec- 
trical Supply Jobbers Association at the 
Homestead Hotel, Hot Springs, Va., June 
4 to 6, 1924. 
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Knife-blade Type, Economy Renewable Fuse 








PpECAUSE Economy pioneered 

the renewable feature in fuses 
and then did not rest but continued 
to buildup and to hold steady a rare 
spirit of consumer service, in keep- 
ing with highly meritorious prod- 
ucts, the electrical industry contin- 
ues to bestow the highest recognition 
of value in its power,—greatest vol- 
ume of sales. 





ECONOMY 
renewable PFUISES 








| 





ECONOMY FUSE & MBG. CO. 
CHICAGO, U.S.A. 








Hot Springs, Va. ¢jj, June 4 to 6, 1924 
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E could hardly be insensible 

to the important part that the 
electrical supply jobber’s salesman 
has played in our commercial suc- 
cess. Weare not. Yet at this time 
it is only proper that we should re- 
assure each of you of our apprecia- 
tion, and to reaffirm our resolve al- 
ways to merit and to equal your val- 
uable cooperation in all our future 
trade relations. 








ECONOMY FUSE & MFG. CO. 
CHICAGO, U.S.A. 








Hot Springs, Va. ¥fJA June 4 to 6, 1924 
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Herwig Outdoor Lighting Fixtures 











Have Forged Ahead on Merit Alone 








Herwig Cast Metal Outdoor Lighting Fixtures are money-makers for 
you and your salesmen! They’re known everywhere for their high 
quality, artistic and practical design and popular price. 





The Herwig Line has firmly established itself as one of high quality. 
All fixtures are of cast metal construction and are built for endurance. 





Quick Sales—Big Profits 


They meet a ready sale and are used on apartment houses, residences, 
churches, institutions, industrial plants, garages and many other types 
of buildings. 


The Herwig Line will net big profits for you. Push it to the limit. 
We can make any fixture shown in our catalog in solid bronze. 
Prices on application. 








Sales Managers—Get our New Catalog Pages 


We've issued 4 new catalog sheets—printed on both sides. Ask your 
sales manager to get them for you. Also catalog No. 12 will be sent 
on request. 


Increased Factory Facilities 


Out new? factory, which we now occupy, has a floor space of 10,000 
square feet. We are able to ship quickly orders for all styles, including | 
our new lines of cylindrical lanterns. Three of them have opalescent 
glass shades. 








Herwig Art Shade @ Lamp Co. 


1753-57 N. Sedgwick St., Chicago, Ill. 


























Hot Springs, Va. EF!) June 4 to 6, 1924 
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ROSE NO CO ” 
Typical page from HERWIG Catalog No. 12 
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OUR ELECTRIFIED C 





In the Home 


Motors for 
lroners 
Sewing Machines 
Vacuum Cleaners 
Washing 
Machines, etc. 
Newel Posts 


Air Heaters 

Auto Engine 
Heaters 

Autom atic Ranges 

Bell Ringers 

Cozy Glows 

Curling Irons 


Fans Percolators 

Fuses Radio Equipment 
Hot Plates Rectigon for Charging 
Irons Automobile and 


Radio Batteries 
Safety Switches 
Solar Glows 
Table Stoves 
Transf ormers 
Turnover Toasters 
Waffle Irons 
Warming Pads 
Water Heaters 


Lighting Equipment 
Mazda Lamps 
Meters 
Micarta 
Motors for 

Buffers 

Grinders 

Ice Cream 

Freezers 





On the Street 
Street Railway Equipment 


Lighting Fixtures 
Line Material 
Machine Tool 


Arc Welding 
Equipment 
Automatic Sub- 


stations Motors 
Babbitting Outfits Mazda Lamps 
Babbitt Metal Motors 
Baking Ovens Portable Substations 
Circ uit-breakers Relays 
Control Equipment Solder and Babbitt 
Fans Pots 


Gears and Pinions Switches 
Insulating Materials Transformers 
Lightning Arresters Trolley Poles 


Street Lighting Equipment 
Cables and Conduit Ornamental PoSts 


Control Apparatus Street Hoods 
Mazda Lamps Transformers 





In Mines 


Arc Welding 
Equipment 
Automatic Starters 
and Controllers 
Automatic Sub 
stations 
Battery Charging 
Equipment 
Circuit Breakers 
Electric Heating 
\pparatus 
Fans 


Lightning Arresters 
Line Material 
Locomotives 
Mazda Lamps 
Motors for Hoists, 
Pumps and Tipples, 
or Breakers 
Motor Generators 
Portable 
Substations 
Switch boards 
Synchronous 
Gears and Pinions Converters 
Headlights lransformers 
Insulating Materials Ventilating Outfits 














Where 
Westinghouse Serves 


At home, at work, at play, and on your 
way from one to the other, you live in an 
electrified world made possible by the 
generation and transmission of alternating 
current—the great contribution of George 
Westinghouse to his fellow men. 

The organization which he founded has 
made the application of this power to every 
phase of human activity so natural and 
simple that few realize how it has revolu- 
tionized our civilization. 




















WESTINGHOUSE ELECTRIC & MFG. 
Offices in all Principal Cities 


Representatives Everywhere 





co. 





Automotive Equipment 


Ammeters Micarta Propellers 
Generators Starting Motors 
Ignition Equipment Switches 

Lighting Equipment Timing Gears 
Mazda Lamps Voltmeters 





On the Railroads 


Arc Welding 
Equipment 

Automatic Sub 
stations 

Baking Ovens 

Circuit Breakers 

Control Apparatus 

Electric Heating 


Lighting 

Equipment 
Lightning Arresters 
Line Materia] 
Mazda Lamps 
Motor Car 

Equipment 
Motors 


Apparatus Motors and Control 
Zlectric f or Shops 
Locomotives Pantagraphs 
Fans Power House 
Gears and Pinions Apparatus 
Generators Solder and Babbitt 
Headlight Pots 
Equipment Stokers 


Instruments Switches 
Insulating Materials Transformers 


Hot Springs, Va. 
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At Sea 


Condensers and 
Auxiliaries 
Electric Heating 
Apparatus 
Engine Room 
Auxiliaries 
Fans 
Galley 
Equipment 
Generators 
Insulating 
Material 


Light and Power 
Plants 
Mazda Lamps 


Motors and Control 


Meters 
Propulsion 
Equipment 
Pumps 
Reduction Gears 
Switchboards 
Turbines 
Ventilation 





In Light and Power Plants 


Circuit-breakers 
Condensers 
Control Apparatus 
Fans 
Frequency-changers 
Generators 
Instruments 
Insulators 
Lighting Material 
Lightning Arresters 
Meters 
Motors 
Motor-Generator 
Sets 


Panels and 
Switchboards 
Pumps 
Relays 
Synchronous 
Converters 
Steam Turbines 
Stokers 
Switchboards and 
Switching 
Equipment 
Transformers 
Voltage 
Regulators 


Westingho 





, June 4 to 6, 1924 
















IVILIZATION 





In the Office and Store 


Motors for 
Coffee and Meat 
Grinders, etc. 


Air Heaters 
Bread-baking Ovens 
Chocolate Warmers 


Elevators and Dictaphones 
Control Duplicating 
Fans Devices 
Fuses Envelope Sealers 
Mazda Lamps Tickers 
Meters Panel Boards and 
Motors for Switches 
Adding Machines Safety Switches 
Addressing Ventilating 
Machines Equipment 





In the Theatre 


Fans Pre-set Switchboards 
Lighting Equipment Rectifiers 

Mazda Lamps Safety Panel Boards 
Motor Generators Safety Switches 





On the Farm 


Curling Irons Percolators 
Fans Power Stand 
Fuses and Fuse Radio 

Boxes Equipment 
Irons Switches 


Mazda Lamps Toasters 
Motors for all Home Transformers 


Appliances Waffle Irons 
Motors for Power and the 
Purposes Westinghouse 
Out-door Switch Light and Power 
Houses Plant 





In Mills and Factories 


Arc Welding Meters 
Equipment Micarta Gears 
Automatic Starters Motors 


Panels and 
Switchboards 


and Controllers 
Circuit-breakers 


Fans Power House 
Furnaces and Ovens Apparatus 
Fuses Safety Switches 


Glue Cookers Space Heaters 
Insulating Materials Static Condensers 
Knife Switches Stokers 


Lighting Equipment Transformers 
Locomotives 
Mazda Lamps 


Ventilating 
Equipment 
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WHEELER ISOLUX 


—the “Rectangular 
Reflectors for 
Rectangular Signs!’’ 








Actual reproduction of night photo showing the largest sign on the Atlantic City 
Boardwalk. The board is operated by the R. C. Maxwell Co., of Trenton, N. J. 
It measures 100 by 27 ft. and is equipped with Wheeler Isolux Reflectors. 


D TALK 


with 
- MAXWELL 
TELEPHONE 


MARINE 
1704 





And this is only one of the thousands of signs 
lighted with Wheeler Isolux Reflectors! 


Are you getting this business in your territory? You can, with little 
effort. The Isolux needs no sales talk—sign owners are quick to realize 
its efficiency and its superiority over other types of sign reflectors. The 
slogan “Rectangular Reflectors for Rectangular Signs’ explains it all. 
—make that slogan work for you! 


Our large, general line also offers you the same remarkable sales op- 
portunities—there is a Wheeler Reflector to meet every industrial lighting 
requirement. 


Push better lighting—with Wheeler Reflectors! 


WHEELER REFLECTOR CO., BOSTON, MASS. 





























DOOOOSSCOS> WHEELER GaRPARASTEEL QUALITY 
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CT hese 
Advertisemenis 
Have Appeared 
in the Following 
Trade Papers: 


Jobber's Salesman 

National Electragist 
Electrical Merchandising 
Lighting Fixtures & Lighting 
Industrial Engineer 
Electrical World 

Electrical Record 

Electrical South 

Journal of Electricity 

Signs of the Times 


Hot Springs, Va. 
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“ Should auld acquaintance 


be forgot" 





Pass & Seymour, Inc... 











P&S 

Advertising 

is a profitable 
introduction 

for the Jobber, 
and it dignifies 

the salesman in 

the eyes of the man 
you sell. 








These factors are of 
importance because they 


olva Station, Su CdaCUSC, N . U. combine to reduce sales resistance. 
HAA A 
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ur growth—your gain! 


Today, Rome Wire Company ranks as one of 
the largest manufacturers in this country giving 
its exclusive attention to the production of 
electrical wires and cables. 


The entire fabrication of Rome Wire, from the 
copper wire bars, clear through to the finished 
product, is now done in our own plants. Perfect 
control over the uniformity and quality of 
the product is thereby assured. 


The very magnitude of our operations gives most 
favorable purchasing power, assures big scale 
production economies, and justifies the develop- 
ment of advanced special machinery and pro- 
cesses with their attendant advantages. 


These various manufacturing advantages all 
contribute to “a better and more uniform prod- 
uct at less cost”. This means better value to the 
user and therefore more ready saleability. 





SUPER SERVICE CORDS AND CABLES 
Hard-Duty Rubber-Sheathed Conductors for portable lights, tools and appliances—-mining machines—gathering locomotives 
welding service, etc. 











| 
if 


Hot Springs, Va. 
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Antenna Wire 
Automobile Wires and Cables 
Bare Copper Wire 

Extra Flexible Wires and Cables 
Feeder Cables 

Flexible Wires and Cables 
Heater Cords 

Lamp Cords 

Lead Covered Cables 
Locomotive Gathering Cable 
Magnet Wire 

Mining Machine Cable 

Piano Covering Wire 

Power Cables (Bare Copper 
Radio Wires 





BARE WIRES 


All sizes and shapes 


Rod (Copper) 
RomeX (Non-metallic Armored Cable 
Rubber Covered Wires and Cable 
Code 
Intermediate 
30% 
Signal Wire 
Super Service Cables 
Slow Burning Wire 
Telephone Wire 
Tinned Copper Wire 
Tinned Copper Cable 
Trolley Wire 
Weatherproof Wire 
Specially Constructed Wires and Cables 


ROME WIRE CO. 


Mills and Executive Offices 
ROME, NEW YORK 


Diamond Mills: . Buffalo, N. Y. 
Atlantic Mills: Stamford, Conn. 


BRANCHES 


BOSTON .. . . . Little Building 
NEW YORK ... . .50 Church Street 
CHICAGO, ILL., . 14 E. Jackson Blvd. 
DETROIT, MiCH. . . 25 Parsons St. 


LOS ANGELES, CAL., 





Springs, Va. EfJA June 4 to 6, 


J. G. Pomeroy, 336 Azusa St. 









































INSULATED WIRES 


All sizes, forms and insulations 


MAGNET WIRI 


All sizes, shapes and insulations 
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UNION 
RENEWABLE FUSES 




















Standard products that enjoy : 

a national reputation are 
always easy to sell. Their qual. ' 
ity is guaranteed. The dealer 
and his customers know their . 

es hee worth. 

£0 nec 26!) When you sell “Union” Re. 

as eee newable Fuses and “Gem’ 
sit| Sectional Switch Boxes you . 
Few parts and simple conr- in 


struction make ‘“‘Union’”’ Renew- + 
able Fuses easy to renew. And 


heavy, rugged design enables “ 
them to withstand the greatest : 
oO 


number of blowouts. Conse- 
quently the “Union” saves more 
than any other renewable fuse. 





i van Chicago Fuse 


\ 


Wire and 





CHiCAGO 


TRADE MARK 


REG. U. 8. PAT. OFF. 


Hot Springs, Va. BA June 4 to 6, 1924 
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SWITCH BOXES 
tie up with two standard lines that 
have won the confidence of the Elec- 
trical Trade by making good over 


a period of more than a quarter 
of a century. 


“Union” Fuses and “Gem” Switch 
Boxes offer a wealth of bonafide talk- “Gem” F Box 

ing points which makes them easy 
to sell. 



















t 
i 


u 


‘““Gem”’ Sectional Switch Boxes are the 
. original make. They are recognized as “Gem” B Bex 
the standard boxes by every contractor 
and wireman in the country. They con- 





<M tain numerous refinements of design 
e- found in no other make. 
re Send for our big, illustrated catalog. 






“Gem” B Box 
(Dis-assembled) 


M 2 Co e Covered by U. S. Patents Nos. 
950,502 March |, 1910, and 
1,016,925 Feb. 13, 1912 


Cut-out Bases, Fuse Plugs, Fuse 
Automobile Fuses 






NEW YORK 
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Reg. VU. S. Pat. Off. 


ie ‘original single-w 


Reg. U. S. Pat. Off 


~ neni tallic conduit, the sd ler \ ' 
in Fone Possessee. med 


The pioneer of heavy-duty f which is found wply in DURA- 
cords has proved-itsNong life.” DUCT, has pron ed thay! it 
under extraordinary conditions ~ offers the least a 
of service. . fishing the wire. 


Used in places where extra The single wail Keep the?” 
strength is needed, the heavy tube flexible the year ’rou 
woven cover of DURACORD and is a good example of: thes, 
will give consistent service built-in quality that features 
with little upkeep. DURABILT, Product® 


It’s the special weave, every 
thread locked in place so that 
it can’t loosen, chafe or fray, 
that puts the under-the-surface 


quality in DOURACORD. 


S 


ST = = = va df 
The Hume of DURABILT PRODUCTS Tubular 


Hot Springs, Va. EFA June 4 to 6, 1924 























RAF nth 


é Reb, U.S. Pat. Off. 


is made to give youan armor 
conductor which. is ext el 
: flexible and absolutely” safe. 
The a DURA- 
















URAWIRE 











i FEEX is made,entirely in our Reg. U. S. Pat. 
f own plant, from tested ‘ma~ - This wire is men with the 
Bere. terials. are thus assured idea that to carry current safe- 
/  uniformAigh quality. Me ly a wire must have good, insu- 

| je clean, easily stripped P. lation. 

rf medfs easy installation. d The tough, resilient rubber 
| | Aeon ined with our safe insula- which insulates DURAWIRE, 
kis tion, it is a visible sign of the is built and tested to stand 
EL ' superior quality of DURA- more than the rated capacity 









* of the wire. 






“a 






A close, tight braid com- 
pletely covers the insulation. 
It is the outward sign of the 
hidden goodness that pene- 
trates each quality DURA- 
BILT Product. 


Zr 
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oven, Fabric Company ~ Pawtucket, Rhode Island 
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ers PARANITE "sp 


Rubber Covered 
Wires and Cables 








An Honest Policy 
PARANITE Wires and 


Cables have always been 
distributed thru the Elec- 
trical Supply Jobber and it 
is our intention to continue 
this policy in the future. 


Sold Exclusivelygr 


Indiana Rubber anc 
i Jonesborognd 














Hot Springs, Va. <BA June 4 to 6, 1924 
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brs PARANITE “20 


Rubber Covered 
Wires and Cables 








More than Code Requires 


Not content with merely 
manufacturing to N.E. C. 
Standards, PARANITE 
wires and cables have 
always been ‘More than 
Code Requires’’— better 
than necessary — quality 
foremost. 


lwhru Jobbers 
nsulated Wire 


New York 
Kansas City 
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The name Levolier on 
Electrical Devices is as- 
surance to your custom- 
ers of high quality and 
lasting service. 


Approved by 


’ Loa 
Underwriters’ F 
Laboratories nol 


Each Levolier Electrical De- 
vice has special features to 
recommend it and to make 
sales easier for you. 






















Interior 


Full information and com- me bes 
plete descriptive catalog show- 
ing above and other Levolier 
Devices on request. Candle Pull 


Socket 
No. 90 


Heavy Dury Putt Sockets 


coursaworee | MANUFACTURING CO. 
Electrical Specialties of Quality 


In-BETWEEN SwiTCHES 
ESTABLISHED 19004 


VALPARAISO + INDIANA 



























Portaste Lampe Guards 

Wire Lame Guaros 

Lame COLORING AND 
FROSTING 

SOLDERING FLUX 

Basy BLow TorRCHES 




















FiusH Putt SwitcHes 
Canopy SwitcH HICKEY 






Lame CHANGERS 
CHATTERTON COMPOUNDS 





















Hot Springs, Va. ane 4 to 6, 1924 
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Loxon and Crescent 


Specialties Stand 
for Economy and 
Satisfaction. 


Leaders in 
Quality 
and Service 


Heavy Duty Putt Sockets 
Heavy Duty Putt Husxs 
NOUIT BOX AND FixTURE 
ITCHES 


Flusw Lever SwitcHes 

















na at 


itch Portable 
No. 2002 


The user of Loxon Lamp 
Guards and McGill Port- 
able Lamp Guards Exer- 
cises practical Economy 


| PMECGILL |: 


MANUFACTURING CO. 


Electrical Specialties of Quality |\ KR eee, a 


- nce Pp CHa 
ESTABLISHED 19004 Cu srvaneate Onssreutl Nos 


VALPARAISO + INDIANA 
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THERE IS A CURE 


fT 



















Hy’! i, ’ ‘ - } This is a small glass rod, ae 
it ibid, Ye rounded at one end. Ff 


we 
4) SR * And this is a block of 
| : S: : pure, transparent Bake- 
lite, machined and pol- 
ished like a pipe stem, 
slightly amber in color 
and clear as crystal. 






The rod is covered with 
genuine ‘‘Undark”’ lum- 
inous paint, containing 
radium. 









The painted glass rod is 
put inside the Bakelite 
block and the two are 
cemented to the operat- 
ing lever of a Bryant 
tumbler switch. Simple. 
Perfect. Simply perfect 






ORIANT 


(oases) THE BRYANT 
1421 STALE Si., 


342 Madison Ave. Chicago: 





New York: 
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FOR GROPING-RADIUM 


ROPING is a disease of darkness and afflicts all mankind 

who search for unseen objects. It is often accompanied 
by bruised shins, stubbed toes and black eyes. In its vio- 
lent stages it has been known to produce profanity. 


When electric lighting was introduced the disease spread 
with great rapidity because socket chains and switch but- 
tons made so many additional things to grope for. 


Our whole nation has become infected with the disease and 
the disfigurement of walls around flush switches has be- 
come a national scandal. 


Only when radium was used to make luminous locators 
that shine in the dark were the first measures taken to 
check the spread of groping. It was found that a minute 
quantity of radium properly placed in pendants and switch 
buttons would cure an entire family of groping. The cure 
is permanent because radium shines forever. 












But it remained for The Bryant Electric Company to per- 
fect the application of the radium cure for groping, by 
means of the Bryant flush tumbler switch, with Bakelite 
luminous handle. This switch has a handle made of clear, 
transparent Bakelite which contains a glass rod painted 
with radium paint. It is a permanent part of the switch 
and will not come loose and be lost. It can be seen in the 
dark from any angle. 










Practically every family suffers from groping. Most fam- 
ilies need only to be convinced they have a disease to de- 
mand a cure for it. 





In the relief of suffering humanity from this distressing 
disease your contractor-dealer friends are old family prac- 
titioners, but you, Mr. Jobber’s Salesman, 


You’re The Doctor. 


I 


WIRING DEVICES 








ELECTRIC COMPANY 
Bridgeport, Conn. 


844 W. Adams St. San Francisco: 149 New Montgomery St. 
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Here’s a Remarkable Unit! 


The term “Center Spot Beam” means 
business to every merchant who uses the No. 
33 FLOOD-RAY or the No. 88 HIPPO. 

It means that you can have two lighting 
effects in your show windows by buying only 
one lighting device. 

Double lighting service out of a single unit! 

Think that over! Remember that at the 
same time there is a beam of color as well as 
a flood of light! 

Wonderful lighting effects in either white 
light or color; at night or during the day! 


Sell the idea to your dealers! 


Curtis Lighting, Inc. 
1131 W. Jackson Blvd. 
CHICAGO 


31 W. 46th St. Merchant’s Nat’! Bank 
New York Los Angeles 


Al FLOOD of LIGHT!” 


Hot Springs, Va. fy; A June 4 to 6, 1924 
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Tne X-RAY Line 


Sor Show Window Lighii. 








STANDARD 
for SHOW WINDOWS! 


A period of 27 years of faith- 
ful service to merchants the 
world over has earned for X-Ray 
Reflectors the name ‘Standard 


for Show Windows.” 


Display men everywhere agree 
that when they want dependable 
lighting effects for their displays 
they demand “X-Ray.” 


Whether it be for pure white 
lighting, color lighting, or spec- 
tacular effects, there is an X-Ray 
Reflector exactly suited to the 
requirement. 

Know the whole X-Ray Line 


because you can always 
depend on that name! 











Curtis Lighting, Inc. 


Hot Springs, Va. BA June 4 to 6, 1924 
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National Metal 
are J obbe | 


NAl ONAL Products are jobber products. Year after year our Sales 
Records show increased business from jobber customers and each 
year the greater demand is substantial evidence of growing popularity. 


Sherarduct 


The rigid conduit that bends. Protected by alloying 
with zinc which cannot rust, crack or rub off and 
then enameled. Clean, sharp threads. 























—. 


SS pel 


Economy 


Black Enameled Rigid Conduit protected by double- 
dipped, acid-proof coatings of enamel, baked-on. 


Flexsteel 


Flexible Armored Conduit in a full line of sizes. 
Designed to withstand rough usage, weather, mois- 
ture; for easy bending, great flexibility and per- 
manence. 


Ovalflex 


Flat Flexible Armored Cable, bends edgewise and 
flatwise. Five-sixteenths of an inch thick and 
therefore easy to lay on brick, tile or concrete with- 
out cutting or chipping—then covered with plaster. 


Flextube 


Non-metallic solid wall Conduit, built like a cord al 
tire without separate lining inside or braid outside. 
Easy to handle, to carry, to stock, to work with. 


> 
eS t 


4 


National Metal Molding Company 


WORLD’S LARGEST PRODUCERS OF ELECTRICAL [STEREL PRSSOEY 
r CONDUITS AND FITTINGS 7 


Fulton Building, Pittsburgh, Pa. 
Represented in All Principal Cities 
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iProducts 


and increased sales and greater profits will quickly follow. 


National Metal Molding and 
Fittings 


The Standard for Surface Wiring; neat, inconspicu- 
ous and absolutely safe. 


National Insulating Brackets 


Designed on a new principle permitting wires to be 
carried through. Fastened at any angle. 


National Conduit and Cable 
Fittings 


Locknuts. Bushings. Box connectors and other 
items. 


National Outlet Boxes 


Boxes or covers for every possible need. 


Liberty Automobile Wire 
Auto Steelflex, Metal Conduit 


For the electrical circuits of motor vehicles. 


National Carburetor, Heater 
and Exhaust Tubing 


For motor vehicles. 


National Metal Molding Company 
WORLD’S LARGEST PRODUCERS OF ELECTRICAL 


fw CONDUITS AND FITTINGS 
Fulton Building, Pittsburgh, Pa. 


Represented in all principal cities 





lolding Products 














a. HE jobber who ties-in with National Products, nationally advertised, 
is going to profit most. Talk National Products to your contractors 
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POLE LINE HARDWARE 

















—remember: 
‘‘The Hardware makes the Line 
Hubbard makes the Hardware’’ 


Sold Exclusively throug! 


HUBBARD 


Chicago, Ill 


Hot Springs, Va. KAA June 4 to 6, 1924 
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PEIRCE SPECIALTIES 

















—and also that: 
‘There is a Peirce Specialty for 
every Distribution Requirement’’ 


Electrical Jobbers 


and COMPANY 


Pittsburgh, Pa. 


Hot Springs, Va. EA June 4 to 6, 1924 















THE JOBBER’SM|SALESMAN 














Backing HEMCO 


a HE four words in the headline of this advertise- 

ment put in a very concise way the sales policy 
of George Richards & Company. Backing the 
jobber’s profits is one of the dominant ideals of 
every member of the organization and below are 
given the positive steps by which this ideal is being 
realized. Past achievements are but the incentive 
for harder and more thorough work in many direc- 
tions. 



































Dealer Cooperation 


Continuous and highly valuable educational work is done 
among all your dealers. Practically all centrally located 
dealers are called on every sixty days by a George Richards 
& Company representative. Dealers in small towns and out 
of the way places are regularly stimulated and solicited by 
mail. All this work paves the way for your salesmen and 
aids them in securing new customers and more business from 
old ones. 





Protection of the Jobber 


George Richards & Company do not enter into a com- 
petition with your salesmen. HEMCO business is handled 
through jobbers only. The work our salesmen do and the 
results of our dealer help campaigns is simply in support 
of your salesmen and your volume of HEMCO business. 
You can be sure of continued support and protection in push- 


| } . ! ing ahead for larger HEMCO sales. 


HEMCO Channels of Distribution 
The HEMCO policy admits of no shortsighted reaching 


after business. We have set ourselves the task of distributing 
HEMCO Products through the regular channels of trade 
and we propose to cooperate with all those who realize that 
profits depend on quality merchandise sold at the right price 
to customers who are thus, again and again, brought back 


for new purchases. Selling HEMCO Products and building 


good will are synonyms. 


THOSE WHO KNOW—DEMAND HEMCO 


GEORGE RICHARDS & COMPANY dic 


557 W. Monroe Street Chicago Illinois 
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Jobber’s Profits 


A brief statement to jobbers regarding the policy of 
the distributors of HEMCO PRODUCTS. 


* * * * * * 








Guaranteed Quality 


The HEMCO trade mark is safeguarded by the 
highest standards of quality. When the user pur- 
chases a HEMCO plug or other product, he is 
assured of satisfaction and of long years of serv- 
ice. Every new HEMCO product, placed on the 
market, is first measured by those standards 
which have characterized HEMCO Products from 
the beginning. 


New HEMCO Radio Receivers 

In addition to backing jobber’s profits, by 
quality goods and constructive cooperation, we 
are constantly introducing new HEMCO lines 
to increase them. The new HEMCO portable 
receiving set, shown on this page, already has 
received much favorable comment. This self- 
contained set has the widest possible appeal—it is 
for the home, for the business office, for campers, 
tourists, sportsmen, for all who want a high qual- 
ity six tube portable receiving set. 


HEMCO Growth Proves Value 

No greater evidence of the soundness of the 
HEMCO selling policy is needed than witness 
of the growth of HEMCO sales. Every new 
year sets a new record in the volume of business 
done. We owe this growth to the appreciation 
on the part of our jobbers that our efforts are 
sincere in their behalf. Other jobbers who have 
not yet profited through the HEMCO sales policy 
are invited to cooperate in HEMCO distribution. 

* * * * * * 














The Strength and Profit of Cooperation 
= we bid for your most rigid inspection of the HEMCO sales 
policy, of HEMCO quality, of our methods of doing business, and of 
the steadily increasing volume of HEMCO sales and profits. Weigh the 
HEMCO policy against the policies of other manufacturers you deal 
with. Check up sales, sales outlets and repeat business. The value and 
profit of cooperation is always shown in mounting sales. 


GEORGE RICHARDS & COMPANY /ic 


957 W. Monroe Street Chicago Illinois 
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Sold 100% through jobbers! Eveready sis airs Sahiaidata 
flashlights and Eveready batteries (Unit Cells) sci at ibdiliaih tins 
are never sold to dealers direct. So long as light with the 200 foot 
our jobber friends continue to give us the fine range. 

support accorded in the past, this policy will 

not change. Our national advertising sends 

people to dealers for this perfect, portable light 

for every purpose and purse. This paves the 

way for your work on the retail trade. 


EVEREADY 


FLASH LIGHTS | 
& BATTERIES (67@@ fice ot 


—they last longer > improve all 


makes of flash- 

lights. They 

come in two 

sizes to fit 

Manufactured and guaranteed by LZ pre S every tubular 
NATIONAL CARBON S, // ih flashlight case. 
COMPANY, INC. IIVoy ot img d Unit 
New York San Francisco e Oy i "i ok, 
Canadian National Carbon Co., Limited ‘ . : —— lig hts a . d 
Toronto, Ontario Ii Sid longer battery 


life. 


ARE Im uBA. 
ne OP TRONT 
"Omar. : 


© 
Sold 100% through jobbers— oO unm la 
Columbia Dry Batteries. These e 
are the batteries of pep and pow- D B tt Ss 
er. They make things move. Gas ry a erie 


engines, bells, buzzers, telephones, —they last longer 
telegraph, radio, a thousand and 

one devices have snap and go put 
in them from Columbia Dry Bat- 
teries. And how the good old or- Columbia Hot Shot Batteries 
der book does rustle its leaves contain four, five or six cells, in 
A series in a neat, waterproof steel 
when the salesman begins to talk 


Columbias ! 


Manufactured and guaranteed by 
NATIONAL CARBON 
COMPANY, INC. 
New York San Francisco 


Canadian National Carbon Co., Limited 
Toronto, Ontario 
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EVEREADY 


Radio Batteries 


-they last longer 


The complete Eveready radio 
battery family. The correct 
battery for every receiver, 


every tube, every circuit. 


Sold 100% through jobbers—Eveready Radio Batteries. Radio 
users everywhere know these good batteries. There’s an Eveready 
radio battery for every receiver, every tube, every circuit. A, B 
and C Batteries. National advertising is making them the fastest 
selling radio batteries the jobbers can handle. 


Vanufactured and guaranteed by 
NATIONAL CARBON COMPANY, INC. 


Headquarters for Radio Battery Information 
New York San Francisco 
Canadian National Carbon Co., Limited 
Toronto, Ontario 


Sold 100% through jobbers. The correct brushes for 
all automotive replacements. The brushes that safe- 
guard performance and preserve the reputation of car- 
maker, electrical apparatus makers, jobber and garage 
man. Advertising in the leading automotive publications 
completes the picture 

The easiest and most convenient sales of these brushes 
are made by jobber’s salesmen who feature the conveni- 
ent assortments that provide brushes for all ordinary 
replacements. 


Manufactured and guaranteed by 
NATIONAL CARBON 
COMPANY, INC. 


New York San Francisco 
Canadian National Carbon Co., Limited 
Toronto, Ontario 


Columbia 
Pyramid 


Automotive Brushes 


—— they last longer 
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“Sales don’t stop in 


A, well known sales manager made this 
remark at a sales convention recently. “Sum- 
mer sales volume is in exact relation to sum- 
mer sales work—no more, no less.” 


The old proverb that “you can’t sell onions 
unless you let people know that you have 
them in stock” applies with equal force to 
BUSS Lamps. The dealer has only to let 
people know that he has BUSS lamps and he 
will sell them. 

There is no season on BUSS Lamps 

They sell day in and day out all the year 
round. People don’t stop to ask themselves 
whether it is July or January when they see 
a BUSS Lamp displayed in such a way that 
they begin to understand its marvelous utility. 
They see that it is not just an ordinary lamp 
or a clamp-lamp contraption. It’s an artistic 
stand lamp that also hangs or clamps on any- 
thing. It is the only lamp that gives them 
the full benefit of electric light with all its 
wonderful flexibility. Anywhere, any time 
from Attic to Cellar, from Parlor to Garage, 
the BUSS Lamp will give added comfort and 
utility to electric light. 


» $2.00 price eliminates Sales resistance 


Nobody ever hesitates about buying a BUSS 
lamp when once they have seen it and under- 
stand what it will do for them. They pay 
for it right out of their pocket and never 
miss the money—it is only $2.00, why shouldn’t 


rapt 


q 


THE LAMP 
OFA 
IL [UTAY VIE IAY RY 


summer=you do” 


they? The artistic design of the lamp, the 
extra long (9 ft.) approved cord and the gen- 
eral sturdy construction throughout make 
people marvel how it can be made at such 
a price. Certainly the dealer has nothing in 
his stock that has as little sales resistance as 
the BUSS Lamp. 

Sales on 
BUSS Lamps 
don’t stop it 
you don’t 


You will 
continue to 
bring in the 
orders and your 
dealers will con- 
tinue to make 
sales if you will 
just see that the 
BUSS Lamp is 
kept on display 
where people can 
see it and learn 
what a 
wonderf u 1 
little lamp 
it is. 


The Display 
Stand that 
comes in 
every stand- 
ard package 
of lamps. 


FOR HOME 
OFFICE 
| WN om 07 <> fl 


7 - SO) t Op oy —- Mn ab 1 8 7 8 OT 








Hot Springs, Va. EFA June 4 to 6, 1924 





indic 
ever) 
or 1 
Witl 
fuse 
An | 
up 9 
AY 
also 
than 
plug 


carte 
custe 
they 
out.’ 
the 

auto! 
of | 
mak 
actu 
only 


only 


head 
cart¢ 
mon: 
leavi 


mak 
the 





june, 1924 


THE JOBBER’S(AJSALESMAN 








Why does 
the Retailer 
make more 


profit selling 
BUSS Plug Fuses 


It’s easier to sell BUSS 
The user wants a fuse that wil! 
indicate clearly when it has blown. Testing 
every fuse, peering through cloudy windows 
or into black recesses doesn’t appeal to him. 
With BUSS fuses he:can instantly tell which 
fuse has blown because every BUSS fuse has: 
An all white interior, the blowing point right 
up near the window, the entire strip visible. 
A window guaranteed to be clear. He can 
also get a higher price for BUSS plug fuses 
for the “ordinary” 





fuses than any 


acer ruse 


than he can variety of 
plugs. 
joesn’t sell “a” fuse—he sells 
It’s just as easy to sell the BUSS 
carton of 5 as it is the one or two that the 
customer asks for. Everybody knows that 
they need extra fuses “when the lights go 
out.” A person doesn’t have to be sold on 
the idea of carrying an extra tire on his 
automobile—or of having an emergency supply 
When he sells 5 BUSS fuses he 
makes a good profit instead of taking an 
actual loss. A sale of one or two fuses can 
only be called a courtesy sale for it is made 
only to build good will on the chance that 
the customer may sometime be in the market 
for other goods. The value of the sale is 
not sufficient to pay its share of the 
head or for the dealers time. 
carton of 5 


nve at 


of fuses. 


over- 


BUSS fuses brings in enough 
to pay for overhead and 
leaves a nice profit. 


money time and 


EDUCATIONAL box 
makes it easy to sell five at a time and gives 
the public something they have been want- 


convenient 


APPROVED IN ALL 
TYPES AND SIZES 


The sale of a 





RZ FICS ah a wm an 7. 6 


eanyrt . 
4 & EOes 
Gece ‘comeching 22am 


ing for a long time. People know very little 
They don’t understand what 
they are for, why they blow or what to do 
they blow. On the BUSS carton is 


about fuses. 


when 


printed in clear, every day language, infor- 
mation about fuses that answers satisfac- 
torily all the questions that arise when a 


fuse blows. Being on the carton it is al- 
ways at hand when needed most—when a 
fuse blows. This educational information 


saves the user annoyance and dissatisfaction 


and also builds his good will towards the 


dealer and all electrical appliances in gen- 
eral. 
Every dealer who is not already buying 


BUSS 
business—your house needs 
after it hard and land it. 


Send for more information whether or 
not you’re now selling BUSS fuses. 


Tes 


ruses is a prospect You need his 


it too—let’s go 


instantly tell 
voi fuse is blown when 


a 
FUSES 


you use 
WINDOW 


REG. us. par. off 


MEANS ON 
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Here’s the 


| 4in | Carton 


and 

















Re OLN Rt isi 








This “4 in 1” carton is our standard packing for 7/32nd inch 
ALPHADUCT. ALPHADUCT can also be supplied without 
the Container Carton when desired, that is, the individual 
Carton of 250 feet may be shipped separately as all the Car- 
tons comply with the railroad regulations for shipping. 
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Here’s what’s 


INSIDE 










ALPHADUCT 


ALPHADUCT is an approved non-me- 
tallic flexible conduit preferred for gen- 
eral house wiring and knob and tube 
work, because it is easiest to fish and 
install. Contractors and wiremen like 
to use it— you should sell it. 


ALPHADUCT 


COMPANY 


JERSEY CITY - NEW JERSEY 
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Here's a big 
New Selling Idea/ 


—and bigger profits for you and your dealer cus- 
tomers. ’ 

































Thousands of ordinary attachment plug caps are 
sold over the counter as replacements—at a small 
margin of profit. In many cases, Hubbell Te-Caps 
could be sold instead—at a Jarger margin of profit. 





Few people seem to realize that the Hubbell Te- 
Cap can be used as a regular plug cap on the cord 
of an appliance or portable lamp—providing, at 
the same time, a convenient and often-needed 
extra outlet for another device. 

















Get dealers to point out the advantages of Hubbell 
Te-Caps when their customers ask for ordinary 
caps. Get them to carry an adequate stock. Put 
this new selling idea to work—and watch your 
sales grow. 


HARVEY HUBBELL 


ELECTRICAL “@ = DEVICES 











BRIDGEPORT CONN, U.S.A. 








) ELECTRICAL WIRING DEVICES 
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OUBBELL 


OVew DETACHRBLE ACORN 





No. 6982 


Standard De- 
tachable 
Acorn for 
Pull Sockets. 


No. 6999 


Detachable 
Insulating 
Link. 





Quickly and easily attached and de- 
tached. No. 7015 


Luminous De- 
tachable 


No special tool needed. Acorn. 
No loose parts to get lost. 


All standard Hubbell Pull Sockets 
are now equipped with this improv- 
ed detachable acorn. 





Point out to your dealer-customers the 
advantages and sales possibilities of 
the new line of Hubbell Detachable 


Petethe Socket Accessories shown. 
Link. ° ° ° 
‘ Here is some more profitable business 


for you—and for your customers. 


HARVEY HUBBELL LUMINOUS DETACHABLE 


ELECTRICAL W, ING DEVICES This dealer-display card 
BRIDGEPORT CONN. U.S.A, sells them 
Attracts attention. Takes up but 
little room on _ show-case or 
counter. Holds 25 acorns. It 
will help YOU sell your dealer- 
customers. 





2499-U 


ELECTRICAL WIRING DEVICES 
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| Bee-Vac Has Kept the 





ELECTRic CLEANER 


Consumer Price 


















yk 





\ YOUR Dealers Will 
Get the Business 
When They Say 


“Why Pay 


The World’s More?’’ 
‘Lowest Priced 
Standard Quality 


Cleaner 
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Jobber in the Game! 


The ONLY Nationally Advertised, Nationally 
Used, High Grade Electric Cleaner 
Sold EXCLUSIVELY Through Jobbers 

















Through the Bee-Vac, Jobbers have been able to compete successfully 
in the electric vacuum cleaner field. The Bee-Vac policy has been con- 
sistent from the start—Jobbers the country over know that to do busi- 
ness with us means the absolute safeguarding of their interests. 


We do everything possible to create big, profitable sales for the Dealer. 
We do strong and persistent National Advertising—and even more ex- 
tensive plans are now in preparation. We furnish Dealers with a vast 
quantity of free Dealers’ Helps. But no matter how big the retailer is, 
he can’t buy a Bee-Vac direct from us! 


Jobbers Are Making Record-Breaking Sales 


Jobbers everywhere are pushing the Bee-Vac as one of the most profitable items 

in their catalogs. We can show numerous instances of unusual Jobber sales ac- 

tivity. We can present countrywide proof of exceptional profits, such as the 

Eastern Jobber who netted over $8,000 last year within a 75-mile radius; the, 
Midwestern Jobber who cleared $16,500 during 1928, and the California Jobber 

who made $11,000 in that one state! 


The Bee-Vac Has Successfully Passed All 


Tests for Electric Vacuum Cleaners Including 





Don’t Wait Until You Get Home—Write Us Today or 
Talk to Mr. E. F. Mulhern, Bee-Vac Sales Manager 
Now at the Homestead Hotel 





BIRTMAN ELECTRIC COMPANY 


DEPT. B-106 LAKE AND DESPLAINES STREETS CHICAGO, ILL. 
TANCE LL LST LT AR ATT AeA NRE S| 
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When a dealer sells an R.& M. Fan he always 
gains his customer’s confidence and good-will. The 
attractive appearance, light weight, dependability 
and almost silent operation of an R. & M. Fan are 
definite causes of satisfaction which always out- 
weigh any saving the customer might have made 
by purchasing a fan of mediocre manufacture. 



















R & M Fans are maintaining the 
leadership they have had for many years. 
Over a quarter of a century ago they 
were quality fans, they are now. With 
the years have come countless improve- 
ments of progress. Today, R & M Fans 
have reached a stage of perfection in every 


respect. 





Springfield , 


New York, 30 Church St. Cincinnati, 9 E. Thi, 1444 
Philadelphia, 1418 Walnut St. Boston, 74 Pearl St. Mind, 123 
St. Louis, 1522 Chemical Bldg. 
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‘ANS 


The dealer who builds for permanence in business 
knows that the loss of an occasional sale for price 
reasons is much better than the loss of a customer’s 
good-will through the sale of an inferior article at a 
low price. Therein lies the reason why large num- 
bers of jobbers, who have prospered in business 
during the quarter century of R. & M. Fan manu- 
facture, have specialized on the sale of R. & M. Fans 
during this entire period. 





There are no radical changes in design 
for the season of 1924. Just a few refine- 
ments have been made here and there. 
But, it is a more complete line than ever 
with the development of the new 8-inch 
induction type fan. Every R & M Fan is 
guaranteed to satisfy your trade and their 
customers. We stand behind you and 
we're helping you sell with our bigger 
and better plan. 


nN 
Myers Co. \ 


i Kactory 








Ohio 


» 1444 Conway Bldg. San Francisco, 701 Rialto Bldg. 
id, 1239 W. Third St. Buffalo, 827 Ellicott Sq. Bldg. 
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R-75, Tube Socket 


Radio Cabinet 


Variable Condensers, 
both Vernier and Plain, 
from 3 to 43 plates. 


Rheostats 
Signal Iron Box Bell Signal Iron Box Bell 6-15-25-40 ohms 
Cover in place Cover removed 400 ohm Potentiometer 


Signal Iron Box R68 “Signal” Wireless Practice Set 
Buzzer List price . Ae PII Se LEE NORGT,© Te TO OE, EN 
Cover in Place 


SIGNAL wigcs 
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Signal products are well known and liked the country over for 


their high quality of workmanship and originality of design. 


Amongst other items we have developed and manufactured 


Radio Instruments 
(Complete Line) 


Telegraph Instruments 
Medical Batteries 

Small Motors 

Bell Ringing Instruments 


FANS 
Iron Box Bells 
Iron Box Buzzers 
Skeleton Bells 
Weather Proof Bells 
Push Buttons 


We shall be glad to supply special bulletin showing the indi- 
vidual lines. Our policy is strictly to sell to jobbers only. We 


maintain sales offices in each of the following cities, where 


samples are kept and full information can be obtained. 


Boston Minneapolis 
Chicago Montreal 
Philadelphia 


Los Angeles 


SALES OFFICES 


Toronto Pittsburgh 
San Francisco 
St. Louis 


Winnipeg 
New York 


Havana, Cuba 


YOU’LL FIND OUR LOCAL ADDRESS IN YOUR TELEPHONE DIRECTORY 


aa (=reng dle 
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SIGNA 


Hot Springs, Va. KFIA June 4 to 6, 1924 
















THE JOBBER’SfAJSALESMAN 











STANDARD EL} 


The same quality which has always 
characterized Standard goods. Ina 
compact Kitchenette range which 
will fit under a window or slip into 
a limited space. 





TOLEDO OHIO 
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1TRIC STOVES 


Another Standard. Many models 
for every conceivable use. If you 
do not Know about them write for 
full information. 


TOLEDO 
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The Lighting Primer 


Get your retailers to use the “Lighting 
Primer.” It will tell their customers the 
right lamps to use and where to use them. 
36 pages that sell good lighting, 
subtly but effectively. 











EDIS( AZDA LAMPS 


FERAL ELECTRIC PRODUCT 
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75 WATT 
WHITE 
MAZDA LAMP 





The Lighting Dozen 


The Lighting Dozen has 12 sets of panels, 
one for each month in the year. It will get 
people into the Agent’s store — and identify 
it as the place where good lighting 
can be bought. 











EDIS( AZD'A LAMPS 


ERAL ELECTRIC PRODUCT 
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Masterpiece 
fMashlights! 


You Will cAgree with Your Customers! 


HEN you show any of the YALE 

line to your customers, there is 
not much for you to say—just let them 
handle this superb Flashlight, feel its per- 
fect balance, sense its wonderful propor- 
tions and beauty, and examine it minutely 
from every angle—you will agree with 
the customer that it is the Masterpiece of 
Flashlights. 


For the occasional doubting Thomas— 
it may be necessary to point out one of 
the eight distinctive new type features, 


anyone of which, would even sell the 
“man from Missouri.” 


HEN you add the YALE line to 

your class merchandise, not only 
will you handle a Quality Product, but 
you will be dealing with an organization 
made up of men who have been promi- 
nent as leaders in the Flashlight industry 
ever since its inception—and who have 
been responsible for nearly every im- 
provement that has ever been brought 
out in connection with a flashlight. 


One of the Eight “New Yale Features 
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The Plant Behind 
Yale Flashlights and Batteries 


TT Contact Box is equipped with a 

three-way switch and positive locking 

device. When slide is pushed back it auto- 

maticaily locks and there is no possible 

way in which an electrical contact can be 

made. If contact button is depressed no 
light is turned on—slide must 
be operated by user and 
brought forward to button 
before a flash contact can be 
obtained. 

The slide pushed over the 
button provides a permanent 
contact— 

YALE is the only line of 
Flashlights equipped with this 
selective type of contact. 
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with a complete Flashlight and Battery 

epartment—the Yale Sales Cabinet—one 

of the most attractive counter displays ever 
offered to dealers. 

The entire YALE line of Flashlights is 
shown on the two side panels of the base of 
the cabinet, illustrating and giving the num- 
bers of each light; the front panel is fitted 
with grooves, in which four cards—one each, 
for the four seasons of the year, may be in- 
serted. 

In the rear of the cabinet are four handy 
stock compartments, which insure the mer- 
chandise being kept neat and fresh. On the 
inside of the door is a place to slip a price list. 


T HE upper portion of the cabinet consists 


% all that is required to equip any dealer 


of two compartments to hold both the 

LE No. 101 and No. 102 MONO CELLS. 

Also a simple testing device for batteries is 

on either side. This is what was formerly 

known as the YALE MONO-CELL Cabinet 

which has already been so enthusiastically 
received by the trade. 

In the Yale Sales Cabinet, Jobber Sales- 
men offer something that dealers will be 
proud to have in their store. Immediate 
stimulation of Flashlight Sales follows where- 
ever this Cabinet has been installed. 

Here is the way to-offer dealers this unique 
Flashlight Department with this representa- 
tive assortment. 


List 
Quan. Catalog Finish Description Price 
No. Each 
2 2001 Fibre 2 Cell Baby Regular ... $1.20 
2 2002 Nickel 2 Cell Baby Regular 1.45 
2 2003 Fibre 2 Cok Dee weer .......:.......... 1.45 
2 2004 Nickel 2 Cell Baby Miner msec ene 
2 2101 Fibre 2 Cell Regular : dechcsebcataaia? 
2 2102 Nickel 2 Cell Regular .... sissduivcess Ona 
2 2103 Fibre 2 Cell Miner ................. ; 1.90 
2 3101 Fibre 3 Cell Regular se caceaiee 1.75 
2 3201 Fibre 3 Cell Spotlight ............... 3.00 
2 2201 Fibre 2 Cell Spotlight —.... 2.40 
1 3302 Nickel 3 Cell Double Duty —............. 4.50 
1 3401 Fibre 3 Cell “Three In One” 4.50 
30 101 YALE Mono Cells . ies 
60 102 YALE Mono Cells ........... 


Half cost of Display Case and Battery Display 


NN UE go i ed oa é ss 
Sells for . 


Profit 


Dealers 
Price 





5.61 


$32.95 
4.50 








..$37.45 
~ 59.96 





$22.45 































A window display, four attractive display 
cards for the Cabinet, circulars, price lists, 
etc., will be furnished Free of Charge. 


182% 





is the SALES 
Profit on this 
Assortment 





Pisin ee CORPORATION 


BROOKLYN. N. Y. 


CHICAGO 


SAN FRANCISCO 
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Central Electric 
Company, 


Founded 1887 


It IS MUCH BETTER TO SECURE THE BES 
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The Greatest Advance in Electrical 
Supply Catalogues in Twenty Years 


The new Donnelley series of electrical supply catalogues 
embodies improvements which constitute the greatest 
advance that has been made in electrical supply catalogue 
building in twenty years. 


These catalogues are being built entirely from the jobber’s 
standpoint. 


Not a manufacturer is being asked to pay for a page. 
Donnelley’s are going to invest at least the first $25,000.00 

from our own funds in the building of the first six or eight 

See beyond what the jobbers will be charged for the 
ooks. 


We are still further enlarging our catalogue compiling 
organization but even with the enlarged department, it will 
be possible for us to build only a limited number of cata- 
logues for delivery during the coming season. 





Contracts will be entered in the order in which they are 
received. One of our representatives will be glad to go over « 
your requirements with you by appointment. 











~N 
a 


R. R. Donnelley & Sons Company 


Jobbers’ Catalogue Headquarters 


731 Plymouth Court Chicago, Ill. 








| 











TT 





LOGUE SERVICE THAN TO WISH YOU HAD 
OO Ts 
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LEAD-ALL 


The Universal Bar for Installing | ‘ 





This illustration shows regular Lead 
All Bar being troken apart—to be used 
as a switch support—17 in. long—and 
plenty of nail holes. 





: 

é 

New and Old Work—Bars are always shipped packed in cartons I 
—in complete sets with Lath Holders—Ready for use either way. ] 
Write for samples of these time and I 


SOLD ONLY THROUGH 


The Electrical Equipment | | 


1137 Champlain Street 
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Outlet Boxes and Switch Boxes 





Top of this illustration shows a Regular Lead All Bar broken 
apart and used to install a switch box bottom—shows Regular 
Lead All Bar with shallow type outlet boxes fastened—For Deep 
Box Installations we have special Plate Sets—for use with Bars. 


money savers and be convinced 
--_LEADING JOBBERS 


and Manufacturing Co. 







Box Bar 





Toledo, Ohio 
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Notice the lath holders are 
bolted to the bars, keeping the 
switch box perfectly straight 
under all conditions. 





Motor City Switch Box Bars 
are stamped from 14 gauge steel, 
the same thickness that is used 
in our switch or outlet box, 
making it the strongest bar 
upon the market. Note arrows 
pointing to bolts. 


MOTOR CITY SWITCH BOX 
SUPPORTS ARE STAMPED 
out of 20 gauge steel, also the 
lath holders, making them a 
strong and substantial support. 
Note arrows pointing to bolts. 











OTOR ciTy SWITCH AND OUTLET BOX SUPPORTS 

are in big demand by many large electrical contractors be- 
cause they are the most efficient on the market. So scien- 
tifically designed and constructed, their quickness and ease 
of assembly well merit the hearty recommendation of the con- 
tractors. 


MOTOR CITY SWITCH BOX SUPPORT BARS 

can be quickly assembled in the shop or on the job by simply 
bolting the lathholders to the upper and lower bars on the 
switch box—nail it into place and the operation is completed. 
So rigid and durable are Motor City Supports, that careless 
plasterer or plumber cannot dislodge them from their perfect 
alignment, saving the contractor many trips back to the job 
to straighten switch boxes. 


MOTOR CITY OUTLET SUPPORT BARS 
have been adopted as Standard by contractors and electri- 
cians. They are stamped from 14 gauge steel. Quickly as- 
sembled on the floor in a few minutes by bolting the loom 
plate and fixture stud to the support bar, make “‘one trip up 
the ladder’, nail it into place and the installation is complete. 
No more running up and down the ladder, fitting and sawing 
boards, holding them to the studding and driving nails from 
an awkward, dangerous angle. Packed complete with two 
bolts, which when installed, also holds the fixture stud in place, 
saving the contractors two bolts on every outlet. 100 to a 


carton. 


Motor City Loom Plates, Support Bars and Fixture Studs 
Come Complete Ready to Install. Packed 50 to a Carton. 


ANNOUNCEMENT 
HE MOTOR CITY STAMPING COMPANY announces 


to the trade the formal opening of its new job stamping 
factory. Every facility for making large or small stampings 
of every description. New and improved equipment has been 
installed which permits us to make stampings on a quantity 


production basis. We will be pleased to have you submit: 


your blue prints and we will gladly quote you prices. No 
job too large or too small. 


MOTOR CITY STAMPING“ONK 
SWITCH AND OUTLET Bogut 


as 
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@RIP UP THE LADDER’ 
UPPORTS AND SWITCH BOXES 


HE unprecedented demand for MOTOR CITY SWITCH 
BOXES by many large contractors and electricians never 
has been so great as it has been this Spring. 


MOTOR CITY SWITCH BOXES are specified by many 
leading electrical contractors as standard—not because they 
are the highest or lowest in price—but because they can be 
installed singly or in gangs much quicker than any other 


switch box on the market. 


MOTOR CITY SWITCH BOXES are an improvement over 
every other box on the market. They are stamped from 14 
gauge steel, arranged with detachable sides, which are held 
in position by an ingenious formation of the box and the spring 
tension of the body. Conduit and loom knockouts in this 
type of box are very easily removed. The Motor City beveled 
boxes are supplied either with or without loom clamps. The 
square boxes for BX and flexible metallic conduits are sup- 


plied with clamps. 


MOTOR CITY patented feature eliminates the use of 4 
machine screws for ganging the boxes and the possibility of 
direct loss or imperfection of screws being covered with 
enamel, making it impossible to get the screws out. MOTOR 


CITY SWITCH BOXES SIMPLY SNAP TOGETHER, MAK- 
ING THEM ECONOMICAL TO GANG. 


MOTOR CITY sectional switch boxes are simple in con- 
struction and easily assembled on the job and can be con- 
verted into any number of gangs—are economical to handle 
and install—saving—time, labor and material. 


Accept No Imitations, But Insist Upon Motor City’s “One 
Trip up the Ladder” Products. 


Jobbers—Be Sure and Place Your Orders Now to 
Insure Early Deliveries Before the Big Summer Rush. 


*‘One Trip Up the Ladder’’ 











































MOTOR CITY BOXES are 


comprised of two reversible 
ears which is an advantage in 
mounting the box for base plugs 


use. 





MOTOR CITY BOXES simpl, 
snap together, making it more 
easy and economical to gang. 





MOTOR CITY CLAMPS in 
sure perfect anchorage, as well 
as a reliable and permanent con- 
nection between the different 
conduit connections. 





Only one screw necessary to 
hold the clip in place; the paral 
lel slot and the impression in 


the box to guide the clip hold 


it firmly in place 


MOTOR CITY STAMPING CO. 





Offices and Factory, 100 to 150 S. Artillery Ave., Detroit, Mich. 
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Flood-O-Lite Jr. is the Spot-Flood Light 
that Offers YOU the Greatest Opportunity 


LOOD-O-LITE JR. offers opportunities for MAKING SALES that are practically 
Seether This popular lighting unit provides the highest type of efficiency in effec- 
tive illumination that can be had. It is a leader of quality, service and satisfaction—conse- 
quently always in big demand. 


Why not boost your sales with Flood-O-Lite Jr.? You will 
be surprised to learn how easily and readily they sell. Al- 
most every store in every town can use one or more Flood- 
O-Lite Jr. to excellent advantage—which means good sales 
for you. 


Beautiful effects in color spot-lighting, so much in vogue 
at the present time, are accomplished with our COLOR- 
LITES which may be quickly attached to Flood-O-Lite Jr. 


We will cooperate with you fully in the selling of Flood- 
O-Lite Jr. and Color-Lites. Write us today for sales plans, 
booklets, circulars, etc. and complete information will be 
sent immediately. 





Illustration above shows how easy 
COLOR-LITES may be attached to 
Flood-O-Lite Jr. 





Reflector & Illumiating Co. 
575 W. Washington Blvd. Chicago 
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Wahle , oan 











A complete line of lighting 
fixtures recognized as the 
standard for the home and 
sold with a 100% jobbers 
policy through Wahle dis- 
tributors 


ALBERT WAHLE COMPANY 


-- INCORPORATED --- 
224 FIFTH AVE., NEW YORK CITY 
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“AMERICAN BRAND” 
WEATHERPROOF WIRE AND CABLES, 
HAS MO EQUAL 













‘“American Brand’ 


Weatherproof and Bare Copper 
Wires and Cables | 


It is not the cost per wire rolled, drawn and 


pound but the weight per insulated in our own 
mile and the quality, that — plants, supervised by men 
has made “American of long experience, make 
Brand” Weatherproof this possible. .The stand- 
Wire, the leader inits line. ard unchanged for 23 





The finest quality yarn ee 
and compound obtainable Specify ‘‘American 
combined with copper Brand” and get the best. 
Our new Hot 
American Insulated Wire & Cable Co. shown, below. 1. 
CHICAGO, ILLINOIS Sead Senter ta 


the world. 
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An Appleton Fitting. 
For Every Wiring Need 


A Be completeness of the Appleton line of electrical 
fittings is a joy to the jobbing salesman because, with 
it, he can meet every requirement of his dealers and con- 
tractors without having to “fill in” with items from some 
other line. ‘“There is a ‘Unilet’ or fitting for every wiring 
requirement’ and every one is made according to stand- 
ards found best through years of actual use by practical 
wiring men. 


Here are a few of the hundreds of fittings listed in 
Appleton Catalog Nine. 





Sectional Switch Boxes—Perfectly interchange- ,. aundry Fitting—A lockable outlet for use on 
able throughout to facilitate ganging to- branch circuits from private meters in semi- 
gether. Can be quickly and easily assembled public places such as the basement laundries 
with an ordinary screw driver. in apartment houses. Can be easily ganged 


together without sacrificing individual locking 
feature 





C oncrete Boxes—Two-piece, octagonal design per- 
mits bushings and locknuts to fit sides snugly, 
and there are no openings through which concrete 
can enter the box. 


S wivel Fixture Joints—Allows pendant fixtures to 
swing through an angle of 15° trom perpendicular 
Prevents breakage and allows fixture to hang 
plumb regardless of angle at which outlet box is 
installed. 





C ctagonal Boxes—Pressed steel construction pro- 
vides maximum strength with minimum weight, 
smooth surfaces, true dimensions, and greate1 
wiring space without an increase in the size ot 
the fitting. 


S andy Boxes—Available in several sizes with 
over two dozen interchangeable covers to take 
care of as many different fittings and types 
of wiring. 





T ype “GEC” Unilet—An absolutely weatherproof pro 
tector for 5 or 10-ampere snap switches. Ample room 
is allowed around the switch handle for convenient R ectangular Unilet Bodies—‘“Unilets" are made with 
operation. thin steel walls allowing for 50% more space in the 


fitting proper, thereby permitting of easy access to 

wires, in making connections 

L. ocknuts and Bushings- Made of steel in all 
standard sizes. True dimensions and clean 
threads speed up the work on conduit in 
stallations where they are used 





I iger-Grip Hickey Set of sharp steel teeth in lower jaw 
prevents slipping. Will grip conduit firmly in any posi- 
tion Coupling attachment strengthens the hold on the 
handle and prevents breakage. 


i? B ox Connectors—Holds flexible steel conduit and armored 
@ conductors firmly. Takes greater range of conduit types 





Entrance Fitting “FEB’—Designed to meet the demand 
for a small, light yet durable entrance. Cover is re- 
movable, to permit a straight pull on the wires. May 
be used on either horizontal or vertical conduit. 


and sizes than any other connector on the market. Ap- 
proved by National Board of Underwriters and preferred 
by electricians everywhere. 





Make sure that your dealers and contractors have copies of Catalog Nine. Its pictorial 
index will enable them to find just the fittings they want even if they do not know what 
to call them and they can have their orders all ready for you when you call. 


APPLETON ELECTRIC COMPANY 
1723 Wellington Avenue 
CHICAGO 






NILCTS 


BETTER WIRING 


APPLETO 


STANDARD FOR 
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OUR new factory represents the most modern arrange- A 
ment for economy and quality in “BULL DOG” § 


Safety Switch, Knife Switch, Switchboard and Panelboard * . 
manufacture. N ¥ 

Arranging all our heavy presses and machines on one 
floor, under one roof, permits a most efficient routing of '] 


materials through our factory. A conveyor system speeds — MUTUAL ELECT S XN 
up production and cuts handling cost—in short, the great- he, 
est possible production efficiency! DETR on H 

Railroad side-tracks land raw material where we want it, and ; 
take away the product when completed. 

















Hot Springs, Va. FTA June 4 to 6, 1924 
| PRINT IN BINDING 


u 
















THE JOBBER’Sf\)SALESMAN 





DOG 
ITCHES 














“BULL DOG” Super 


““BULL DOG” Safety 
Type Switchboards 


Safety Panelboards 
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E expect to be located and going at full production in 
this new plant by the middle of summer. Our friends 
are invited to visit us and see the care and facilities used in 

cP ie] the manufacture of ‘BULL DOG” products. 
We attribute our growth to the loyalty of our friends; 


MACHINE Co. the fairness of our merchandising policies, and the fidelity 


H. VW. S.A. of our employes—many of whom are stockholders in our 





company, and therefore interested in maintaining the high 


quality and standing of ““BULL DOG” products. 
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A very complete line of Day- 
ton Fans are manufactured. 
Among these are oscillating and 
non-oscillating desk and_ wall 
fans, ventilating, and _ ceiling 
fans. These are furnished in 
many sizes to homes, offices, 
theatres, stores, manufacturing 
plants and many other places, all! 
over the world. 


These fans are the results of 
many years experience in manu 
facturing high grade fans. 
Countless improvements have 

Made by been added from time to time 
and the fans that are made by 


the Dayton Fan & Motor Com 


The Dayton Fan and Motor Co. pany today embody all the latest 


improvements. 
Manufacturers of High Grade Electrical Apparatus for 35 years Dealers and users have come 
to look upon Dayton Fans as be 
i ing a thoroughly quality prod 
Dayton, Ohio, U.S.A. — 








Hot Springs, Va. KAJA June 4 to 6, 1924 















June, 1924 THE JOBBER’SfA|SALESMAN 





DAY-FAN 


OEM-11 DUO-PLEX 


S9OL 


Performance Counts ~ Quality Wins 


Everything You Desire in One. 
Simple.Efficient Receiving Set 


Five tube range and volume with our three tube Duoplex circuit. 
Low “B” battery consumption—6 to 8 Milliamperes. 
Selective—but station desired easily tuned in. 

Dial setting the same EVERYWHERE, everytime. 

Quality reception of music and voice. 


A standard set—each being a quality product. No variation 
mechanically or electrically. 


Non-radiating. This set absolutely does not radiate. Twelve sets 
have been operated on one antenna bringing in twelve different 
stations perfectly. 


MADE BY 


he Dayton Fan and Motor Co. 


Manufacturers of High Grade Electrical Apparatus 
or 3D Years 


DAYTON, OHIO. U.S.A. 
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Radiola III. Two 
Radiotrons WD-11. 
Head telephones. In 
brief, everything ex- 
cept the dry batter- 
ies and the antenna, 





Summer! “Time of 


—A Great 
New Line 


The enthusiasm for the new line of Radiolas 
has caught, like a wave of fire. The public 
—the dealer — the jobber — everybody’s 
eager to see, to hear, to own the new sets. 
From the man who thought he couldn’t 
afford to own any good distance set, to the 
man who won’t have anything but a finished 
work of art, perfect in performance and 
appearance—everybody’s clamoring for the 
new Radiolas. And now, production catch- 
ing up, in full swing, the sales of the months 
ahead will top all records. 


There’s the two-tube Radiola at $35. A 
good distance-getter, too. There’s the Regen- 
oflex for distance and tone. There’s the 
Super-Heterodyne for super-performance, 
and new achievements in selectivity. All 
simple. All dependable no matter where 
they are used. And each with some new, 
unusual feature—or many new, unusual 
features—to put it far ahead of the radio 
possibilities of a few short months ago. And 
all of this means SALES! 





Radiola” 


REG. U.S. PAT. OFF, 
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Big Selling. / 


—A Great 
Sales Effort 


Everything is selling for you—and every- 
body! Moving stocks from the dealers’ 
shelves. Sending S.O.S. calls on to you for 
MORE RADIOLAS. Keeping sales figures 


mounting! 


Every type ot. medium is being used in a 
steady bombardment of advertising. Full 
pages in the Saturday Evening Post. In 
every type of national magazine—general, 
farm, church, sports, motor-boating, boys’, 
women’s. Each gets its full pages on the 
new Radiolas suited to its particular public. 


The effect of this advertising is very keenly 
felt. The demand was at first a heavy 
strain on production. But now the sets are 
here a-plenty. Dealers’ tie-ups are ready. 
And the business is there—greater than any 
the radio world has yet known—for the 
jobber who knows how to support a quality 
product, and form a firm link of 
service between dealer and manu- 
facturer. 

RADIO CORPORATION OF AMERICA 


Sales Offices: Dept. 546 
233 Broadway, 10 So, LaSalle St., 
New York Chicago, Ill. 


433 California St., San Franciseo, Cal. 
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Radiola Super-Hetero- 
dyne 


In a finely finished case, 
with a handle that makes 
it semi-portable, and space 
to hold the batteries. 

Including six Radiotrons 
UV-199, and Radiola Loud- 
speaker—entirely complete 


except batteries...... $286 
Same without Radiotrons 
or Loudspeaker....... 220 









WW 



























There are many 
Radiolas at many 
prices. Send for 
free booklet that 
describes themall 


Radiola 





REG. U.S. PAT. OFF. 








Hot Springs, Va. «(JA June 4 to 6, 1924 
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Brandes experience of sixteen years as the 
maker of the famous Matched Tone Head- 
sets is embodied in the design of the Table- 
Talker. It is 22 inches high. Finished in 
a neutral shade of brown. Requires no 
batteries. Where you sell a Brandes 
product you will have a satisfied customer 


—who will send in repeat orders. 





Hot Springs, Va. KF] > June 4 to 6, 1924 
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Speedy sales, quick turn- 
over—and real profits 


The demand for Brandes Table-Talkers is constant 
—and active. Fostered by intensive advertising in 
the most powerful papers. Boosted by live sales 
helps, posters, folders, window displays, broad- 
sides. Strengthened by the well-known Brandes 
money-back guarantee. 


And brought to a peak by the ten-dollar 
price! 





TRADEMARK REG. U.S. PAT. OFF. 


Clear and mellow in tone. Its volume is ample to 
fill the largest room in any home. The Table- 
Talker can be used on any type of set that has suffi- 
cient amplification to make headset reception too The Superior ..........$6.00 


Matched Tone Headset 
loud for comfort. 


LIST PRICES 


The Table-Talker _ $10.00 


The Navy Type........$8.00 
An ideal leader—the Table-Talker. Matched Tone Headset 


BRANDES =“. one 


The name to know in Radio 






Hot Springs, Va. EAA June 4 to 6, 1924 


















CROSLEY TRIRDYN 3R3 $65.00 


This three tube receiver gives the efficiency and vol- 


ume of a five tube receiver. It consists of one stage 
of non-reradiating, non-oscillating radio frequency 
amplification. Armstrong Regenerative feed back de- 
tector, reflexed back on the first tube for first stage 
of audio frequency amplification, and a third tube 
provides a second stage of audio frequency amplifica- 


CROSLEY TRIRDYN 3R3 Special $75.00 


This receiver contains the same units as the Crosley 
Trirdyn 3R3 but is installed in a special cabinet as 
illustrated. Home furnishing experts have declared 
that the Crosley Trirdyn 3R3 Special is the most 
beautiful radio receiving set ever manufactured and 
radio experts have acclaimed it the most efficient. 
The cabinet, which contains room for Dry Cell A and 


CROSLEY 51 $18.50 


This receiver has a unique record in the radio field. 
Within twenty-four days from the time that it was 
announced it became the biggest selling radio receiv- 
ing set in the world, and it holds that position to-day. 
Over twenty thousand were sold within two months. 
It uses two standard storage battery or dry cell tubes, 
the one as a regenerative detector, the other for one 
stage of audio frequency amplification. This receiver 
will bring in local stations on the loud speaker at all 
times and under average conditions will also bring 
in distant stations on the loud speaker. 


tion. This set has only two major tuning controls. 
These two dials can be calibrated accurately so that 
stations can be logged and returned to at will. It 
can be used on outdoor or on short indoor antenna 
and is, we believe, the most efficient and sharpest 
tuning receiver on the market at any price for bring- 
ing in long distant stations. It is encased in a beauti- 
fully finished, solid mahogany cabinet. 


B batteries, headphones and other accessories is of 
solid mahogany, beautifully finished and artistically 
designed. All wires are hidden except the aerial, 
ground and loud speaker leads which may be silk- 
covered. Thus the Trirdyn 3R3 Special becomes a 
beautiful piece of furniture that corresponds very 
favorably with the finest article in the most fastidious 
woman’s living room or parlor. 


CROSLEY 50 $14.50 

This is a new one tube Crosley receiver which super- 
sedes the noted Crosley Type V and like the Type V, 
it will bring in, under average conditions, on the 
headphones, broadcasting stations at a distance of 
1,000 miles or more. It is a one tube regenerative 
set and like all other Crosley radio receivers, it is 
fitted with standard socket and the Crosley multistat 
which enables the use of either storage battery or 
dry cell tube. The Crosley 50-A, two-tube amplifier 
is made to match and couple with this receiver making 
the combination a most efficient three tube regenera- 
tive set. 


Licensed Under Armstrong U.S. Patent No. 1,113,149 


THE CROSLEY RADIO CORPORATION. 


Powel Crosley, Jr; President 


os 


——— Formerly The Precision Equipment Company and Crosley Manalscturiag Company ——— 


664 ALFRED STREET CROSLEY. CINCINNATI, OHIO 


Better -Cost Less 
Radio Products 





CROSLEY 51-P 
PORTABLE $25.00 


This new Crosley Portable 
set is ideal for the traveler 
and for the home, because 
of its self-contained construc- 
tion making it portable and 
its being an adaptation of the 
very efficient Crosley Model 
51, the biggest selling radio 
receiving set on the market 
today. 


IN OPERATION 

It is only necessary to drop the upper 

half of the front to expose the entire 
panel of the instrument. This is the regu- 

lar Crosley 51 two tube receiver which 

has made such an astounding record. It 

is mounted in a leatherette covered carry- 

ing case with nickel plated trimmings and 
leather handle. The space in the lower half 
of the case will completely house an ample 
power plant for continuous use over a reasonably 


COMPLETELY OPEN 


The Crosley 51-P showing the 
space to contain dry cell A and 
B Batteries and how they can 
be fitted in. There is also a 
compartment to hold your set 
of head phones, so that it is 


664 ALFRED STREET 


entirely self-contained. 


CROSLEY 51-A $14.00 


This is the new Crosley one tube audio frequency 
amplifier to match and to couple with the Crosley 51, 
two tube receiver. This makes it possible to start 
with a smaller unit and to add this amplification at 
any later time. When used with the Crosley 51 this 
amplifier gives loud speaker volume on distant sta- 
tions under practically all conditions. 


CROSLEY 52 $30.00 


A new three tube Armstrong Regenerative Receiver. 
It consists of a tuner, regenerative detector, two 
stages of audio frequency amplification, phone jack 
to plug in on two tubes, filament switch to turn off 


long period of time, using the popular dry cell vacuum 
tubes. Nothing to compare with this set has ever 
been offered at such a low price. 


CROSLEY 50-A $18.00 


Another new Crosley amplifier with two tubes giving 
two stages of audio frequency amplification made to 
match and to couple with the Crosley 50. This 
makes it possible to start with only a single tube 
receiver and add the required amplification for loud 
speaker at a later date. When used with the Crosley 
50 receiver gives the equivalent. of a three tube re- 
generative receiving set. 


the A and B batteries when the set is not in use. 
This receiver is unusually efficient, will provide loud 
speaker volume on distant stations under practically 
all conditions, and is in every way an ideal receiver 
for the home. 


Licensed under Armstrong U. S. Patent No. 1,113,149 


THE CROSLEY RADIO CORPORATION 


Powel Crosley, Jr., President 


L—————— Formerly The Precision Equipment Company and Crosley Manufacturing Company 


Besiter-Coss 


¥. CINCINNATI, OHIO 


Less 


Radio Products 
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The HOWARI 











You Can Sell This Newe: 
Howard Product To Ad 
vantage—Here’s Why 








The Howard Neutrodyne is the set 
your dealers can sell with the least 
effort.to the highest type of radio pur- 
chasers—the best credit risks—the yo...» 
cash buyers. NEUtRoot 
It is built to Howard standards—not “~~ 
to a price. 


It is distributed under an honest job- 
ber policy. 


For the most satisfactory sales the Howard 
“eh Neutrodyne and Howard Radio parts have no 
cies equal. We have a story of steady growth that 
will interest you. May we present it together 

with prices and discounts? 


Hot Springs, Va. A June 4 to 6, 1924 
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EUTRODYNE 


Radio Receiver 









The Howard Neutrodyne 


Model “A” 
The Howard Five Tube Neutrodyne 


is licensed under the Hazeltine patents. 
It incorporates special features. Only 














r the highest grade and most efficient 
| parts used throughout. Absolutely 
guaranteed. 





Table type. Installed in beautifully finished double 
veneered walnut cabinet $200.00 


: Console type. Same instrument installed in console cabi- 
net providing compartments for ‘‘A’”’ & ‘“‘B”’ batteries and 


charger $275.00 


Howard Mfg. Co., Inc. 


4248 N. Western Ave., Chicago, Illinois 


a a ee ee ee ee eee ee 


OAR 
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"Built First to Last” 








They are Both 


OLO 





Patents 


Granted April 8, 1924 





SANA EB 


LOL LE LITT SLE IT A a i 


Patent No. 1,490,040 Covers— Patent No. 1,490,041 Covers— 


An electrical coil having the turns 
wound diagonally back and forth and 
spaced apart, but with corresponding 
turns of successive layers offset in- 
stead of lying directly one above the 


An electrical coil having the turns 
wound diagonally back and forth and 
spaced apart to form a cellular struc- 
ture with air passages extending from 


its interior to its exterior. 
other. 


WARNING! 


These patents are basic and cover broadly coils of this general type. The 
Trade is therefore warned against handling coils of honeycomb type or simi- 
lar open wind, unless made by Coto-Coil Co., or their authorized licensees 
under the above patents to avoid liability to prosecution for infringement. . 
Our rights under these patents will be vigorously protected. 


The Word ‘‘Honeycomb’’ 


Registration of the word ““-HONEYCOMB’ asa trade mark, heretofore claimed 
by another company, has been cancelled by the United States Patent Office 
upon petition of the COTO-COIL CO., the basis for cancellation resting on our 
prior use of the word. 


COTO-COIL CO. 


87 Willard Avenue, Providence, R. I. 


Manufacturers of Radio Supplies 
of Strictly Guaranteed Quality. 


Our Sales Policy is a Four Square Proposition for Jobbers who are determined 


to build a permanent business in Radio. Our Advertising is Extensive. 
Write for Descriptive Bulletins, Prices and Discounts. 


PT AT NAT VENA WE ME RWRAW 


Hot Springs, Va. ‘BA June 4 to 6, 1924 
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NATIONAL 
PERFECT VERNIER 


CONDENSER 


The National Perfect Ver- 


nier Condenser—a low 
loss condenser that re- 
quires no special provi- 
sion for mounting. It has 
many features that place 
it foremost among radio 
condensers. 


The National Perfect Ver- 
nier Condenser is fitted 
with a velvet vernier dial. 
Bearings are designed to 
prohibit the shaft being 
thrust in or out or side- 
ways. 





TYPE DX 





products that you could possibly stock for your trade. 


There is already a big demand for this dominant condenser which posess 
sive features of construction. It is not merely ‘“‘another Condenser’ but 
denser. 


Jobbers and their salesmen are finding it a big seller. They've found eve 


construction a leverage for greater sales. 


sell itself on this basis. 


It is backed by national consumer advertising and has been adopted by five 
of the country’s foremost radio experts for use in special circuits that they 
are publishing in several of the foremost radio magazines. This pub- 
licity will make sales resistance a negative quantity and the price is 


right. Send for bulletin No. 104A. 


NATIONAL COMPANY, Inc. 


CAMBRIDGE 39 
BOSTON 


4 
a 
a 
a 
a” 





Dealers instantly visualize the magnitude of the potential sales of the National. They 
know that its quality will make friends with the radio fans everywhere and will 


A PRECISION INSTRUMENT 
SOLD UNDER A STRICT JOBBER POLICY 


ITH the National Perfect Vernier Condenser you have one of the strongest jobber 


es many exclu- 


it is THE con- 


Yr 
ry feature of Sa) 
ag 
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NATIONAL 
COMPANY, 
INC. 
Cambridge 39 


i Boston, Mass. 


a 


Send Bulletin No. 104A 


Name 


Firm 


Address 
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Mr. Electrical Jobber 


Increase Your Sales and Profits With 
The Kellogg Guaranteed Radio Line 


We show on this page a part of our 
quality radio line which is built to give 
reliable service under a wide range of 
“hook-ups.” 


Kellogg radio apparatus is up-to-the- 
minute embodying all the present day re- 
quirements and is in increasing demand. 


No. 503 Double Mounting 


Comprehensive and careful advertis- 
ing backed up by a quality product is 
making Kellogg known to the radio world 
as the best on the market—‘‘which is the 
cheapest?" 


Kellogg radio parts will increase your ie. GE Wartis GCandencer 
No. 2 Tube Socket turn over and require minimum sales ef- with Vernier 
fort. Once sold, they stay sold and the 
satisfied customer is your, as well as our, 
best advertisement. 


Our Mr. E. F. Potter will ‘attend the 
16th Annual Meeting of the Electrical 
Jobbers Association at Hot Springs, Va. 
June 4th to 6th, and is desirous of meet- 
ing all jobbers present. 


[ With Kellogg, USE—lIs The Test 


No. 698A Head Set “* No. 501 Variocoupler 


No. 501 Transformer — ' a eiiiitineia P No. 501 Rheostat 


KELLOGG SWITCHBOARD 
& SUPPLY COMPANY 


1066 West Adams Street. CHICAGO 
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Hot Springs, Va. ETA June 4 to 6, 1924 
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ANUFACTURING something that radio wants— 
Manufacturing it according to the highest standards obtainable— 
Guaranteeing it to do what is claimed for it— 
Selling it only through jobbers at the same price to all— 
Advertising it to millions in newspapers and magazines— 
Such is the Dubilier policy. 

The result is that Dubilier Devices are the fastest-selling products known 
to radio jobbers and their dealers. 

The turnover is extraordinarily rapid, even for radio. 


The Dubilier The Dubilier 
Micadon Duratran 


The Dubilier Micadon is the The Dubilier Duratran was 
standard fixed condenser of developed to meet the de- 
radio. Made in many types mand for a radio-frequency 




























ind capacities to meet any 
circuit requirement. Note 
extension tabs to facilitate 
soldering. The capacity is 
permanent. Hence _ tube 
noises are reduced. 

List price 35 cents up, de- 
pending on style and ca- 
pacity. 


The Dubilier Ducon 


The Dubilier Ducon takes the 
place of the outdoor antenna 
or the indoor loop. Screw it 
into any lamp socket, con- 
nect it with the set, and the 
broadcasting stations come 
in strong and clear. The 
Ducon reduces “static”? and 
makes sharper tuning pos- 
sible. Over 400,000 in suc- 
cessful use. Sold on a five- 
day, money-back basis. Look 
for the identifying red spot. 
List price $1.50. 





transformer which will bring 
in all stations and not just 
a few in a narrow wave- 
length band. It amplifies 
twenty times over the entire 
wave-length band of 225-550 
meters. List price $4.00. 


Free Blueprints— 
A Great Dealer Help 


Get a supply of Dubilier 
blueprints showing Duratran 
radio-frequency hook - ups. 
They enable the handy am- 
ateur to convert his old 
single-tube set into a sensi- 
tive, long-distance receiver. 
Give them to your dealers for 
free distribution. They help 
the amateur, the dealer, the 
jobber, and radio. Newspa- 
per and magazine advertise 
ments tell radio fans to ask 
their dealers for these blue 
prints. 





DUBILIER CONDENSER AND RADIO CORPORATION 
48-50 West 4th St., New York 


DUBILIER DEVICES 


Hot Springs, Va. EfJA June 4 to 6, 1924 














































THE JOBBER’S(AJSALESMAN 























TUSKd RaDIO 


Get your share of Summer Radio 
Business by stocking the New 


Tuska Selective ‘Superdyne 





THE TUSKA SUPERDYNE RECEIVER 
Type 305—Price $150.00 
Upright and Console Models for July Delivery 


The prestige of the Tuska Superdyne will be emphasized by this new 
model. To the volume, tone, and quality of the original Superdyne 
has been added increased selectivity. 


SALES REPRESENTATIVES 


New York—Frederick Rall, 52 Warren St. 
Buffalo—Guy V. Carpenter, 210 Pearl St. 

Cleveland—A. R. McNally Co., 1034 St. Clair Ave., NE. 
Chicago—Doherty-Hafner Company, 730 W. Monroe St. 
Dallas—Jalonick Appliance Co, 215 Browder St. 
Baltimore—H. B. Chamberlain, 35 So. Liberty St. 


Tue C.D. Tusk Co. 
























HARTFORD, CONN. 


Hot Springs, Va. KAA June 4 to 6, 1924 
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A Newcomer That’s Here 
To Stay— 
and Three Old Standbys 


Meet the Dollar Duke of the radio universe. It’s the real class of condensers, otherwise 
known as the Sterling Micro Condenser. 

Sterling has been making radio devices since the very beginning of ‘‘wireless’’ but no article 
has met with a more hearty reception than this condenser. 

Every radio user would gladly pay two or three dollars for this condenser, but he only has 
to part with one iron man. If you want to see how quickly each can get a share of that 
dollar—salesman, jobber, and dealer—just start talking the 


STERLING MICRO CONDENSER 
Especially Designed for Equalizing Radio Frequency Circuits 


1. Unusually Wide Range of 
Capacity—Perfect Equali- 
zation Where Others Fail 
—Cures Many Hopeless 
Sets, Reflex and Others. 


4. A turn of the Screw Slot 
in the Visible Plate Sets it 
in the Equalized Position. 

5. The Equalized Position 
Then Remains Fixed 
Without Any Further 
Manipulation. 

6. The Use of a Long, Dry 
Stick, Sharpened at the 
End to Turn the Rotor, 
makes Perfect Equaliza- 
tion Possible Without Any 

(Actual Size) Error Due to Hand or 

Other Capacity. 


2. Convenience and Sim- 
plicity of Installation. 


w 


. Extraordinary Ease of Ad- 
justment—A Turn Sets It 
and It Stays Put. 





After introducing the Sterling youngster we cannot pass on without a word or two about 
the veteran Sterling Pocket Meters. The trade is just as particular about insisting on Ster- 
ling meters as some folks are about specifying “‘Stetsons,” “‘Gillettes,"’ or “B. V. D.’s 

To assure all users and tradesmen of real Sterling identity, just look for the bulge on he 
metal case and the name Sterling on the dial. 


STERLING POCKET METERS 


HAS THE BULGE ON, THEM ALL 
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THE STERLING MANUFACTURING CO. 
2853 Prospect Ave. Cleveland, Ohio 
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“Products of Proven Merit’ 








Type 247-H 
Type 268 Geared Vernier Condenser 
Vario-Coupler Price $5.00 
Price $3.50 






OR nearly a decade the 


ry JOBBERS have recognized 
GENERAL RADIO CO. appara- 





72 * : - Type 271 
ceneiid tus as unexcelled in electrical and  xedium Frequency trans. 
Amplifying Transformer mechanical efficiency. wuice Ge 


The policy of apparatus built for Superior per- 
formance to be sold at fair prices has gained 
the good will and confidence of dealers and 
their customers everywhere. 





ey This has established an especially profitable 
Type 301 field for JOBBERS handling the GENERAL 





Rieetet ont RADIO CO. line. Type 216 
Price $1.25 400 Ohm Potentiometer 
Price $3.00 


Today, the radio public is more insistant in 
its demand for apparatus of high electrical and 
mechanical efficiency. It is but natural, then, 
that GENERAL RADIO CO. “Products of 
‘ Proven Merit” should offer an increasing field 





of profit. 
; Type 156 ‘ 
custard Te tee = JOBE RS —place your orders NOW. Keep jc 
your dealers supplied for “Radio All Summer Price 60¢ 


Long.” 
Write today for our Radio Bulletin No. 917F. 








GENERAL RADIOCOMPANY 


Manufacturers of 
Radio and Electrical Laboratory Apparatus 


Massachusetts Ave. :: Windsor St. 


CAMBRIDGE MASS. “.<: 


Amplifying Unit Wavemeter and Filter 
Price $8.00 Price $10.00 


ENERAL RADIO 


247-W 





Type 
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ANYLITE 


Profit Makers 


Any Degree of Light 
Needed in every 


BED ROOM 
BATHROOM 
NURSERY 
HALLWAY 





ANYLITE TP-i 





ANYLITE PORT. 
ABLE SWITCH 





ANYLITE REGULATOR 


“Quality” hardly means any- 
thing nowadays—so many sins 
are committed in its name. 


When we use the expression 
‘*Quality’’ as descriptive of 
Anylite Products we do not 
stretch the word. Anylite Pro- 
ducts are high grade; and the 
prices are as low as good mater- 


ials and fine service will permit. 


Saves Current 
Guaranteed 


Approved by 


Underwriters 





ANYLITE TP-2 





ANYLITE TP-3 


ANYLITE ELECTRIC CO. 
FORT WAYNE 


Hot Springs, Va. KA June 4 to 6, 1924 
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New! 
Fitz-M-All Outlet Box Hanger 


Fitz-M-ALL 


OUTLET BOX HANGER can be used = 


between studding iS 
Liberal Discounts ¥ 
to the Trade 








As Used with Armored Cable 


The New Fitz-M-All Outlet Box Hanger has been designed by a practical electrician, who 
has studied the requirements for years. 

This simple device can be used with equal results on old or new work with either conduit, 
loom or armored cable. Can be positioned up or down for deep or shallow boxes, in or 
out to the exact position desired. 

Any style box can be used; Does not interfere with conduit pipes, cable or wire; Made in 
two sections for easy installation on all work. 

Can be used between studdings for side outlet boxes, as the two sections may be made into 
an adjustable bar which extends from studding to studding. The clip fastens the box 
and at the same time clamps the bars together. 

















Packed 
50 to Carton, 
List Price, 
10c Complete 
A Sample 
for the Asking 


added 
Ws, 
Ws 


ATT 
FRET ILCLUN 
Sort 


RTT 
Att 








As Used On Conduit 





Kruse Switch Box 
_— Supporting Strip 


A package product in 16!4 inch length that 
over 300 jobbers re-order regularly. 


Soft metal, easily snipped. Lath ends enter 
holder easily without whittling. Short pieces 
can be used without waste. Saves hours of 
time, both yours and your contractor's. 


Mid-West Metal Products Co. 


Muncie Indiana 
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The Brutal Test 


Wrapped around a post without a crack or chip 
in the enamel. What other enameled conduit can 
pass this kind of a test as successfully as ‘‘Cen- 
tral’? 


Tie “Central” in knots— 
still its glossy coat of 
baked enamel remains 
firm and smooth. , 


Or, coil “Central” into a i gEr> 
spring—you’ll find “Cen- NHI speedy peut ~ 
tral” equal to any test INSPECTED 

and far superior to any CONDUIT Natl 


other enameled or gal- 
vanized conduit on the 
market. 


“Central” Black and “Certral” White—the two types 
of conduit that experienced contractors prefer. They 
know they’re selling better conduit service. They 
realize they’re giving their customers the utmost for 
their money. 


Live wire jobbers are aware of this fact, too, and are an... 
always certain to carry a good sized stock from which WM 
they can supply the demands of their contractor cus- } 
tomers. Mid 


Let us send you the educational booklet, done in 
colors, telling the full story of “Central” manufac- 
turing methods. 


Central Tube Cc 


Pittsburgh, 
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City Products| 
YourBest Bet 


Every Steel City Product that 
you sell or your customers in- 
























Star Locknut 





stall for their customers is 
backed by the integrity of this 
company. Skilled labor and 





















Campbell Attachment 
Plug and Receptacle 


high quality material are com- 





bined in every piece of elec- 






tle trical equipment which leaves 


A 






our plant. Your profits grow 






steadily when you stock Steel 
City Products. The long and 
satisfactory service that’s built 








into all our products cannot 











fail to make booster contrac- 





Steel City Squeeze 
Connector 


tors and bring new business 






to their stores and give you Outlet Box 






greater profits in return. 





Your contractors can turn 





their stocks rapidly and every 
jobber should be fully stocked 
to take care of all contractor 










demands on_ short notice. 


Steel City Switch Box 


Ed Write for catalog No. 34-F. | em] 
Glhectric 6 


Pennsylvania 


















Pittsburgh 






MANUFACTURERS OF ELECTRICAL SPECIALTIES. 


Hot Springs, Va. KAA June 4 to 6, 1924 
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Fag 


HERE is something the jobber’s sales- 
man can recommend to his dealers 
with the assurance that they will find it 
a good seller. 


BABY DENZAR with PLUG-IN 
SWITCH gives the housewife the two 
things she wants—a better kitchen light 
and a convenience outiet to which she can 
attach her electric iron, or other appli- 
ance, without unscrewing a lamp to get 
current for it. 


Beardslee Chandelier Mfg. Co. 





— ALL 
Z 4 = — 
AUTEM CUACRUUAMCOCUILAU RI LUUCUU ET EREDRTITATOOTN YD TNO BIR CL CLEA EL/IUFU 


Hot Springs, Va. ¢fJA June 4 to 6, 1924 





“Notice the Lighting Fguipment” 








BABY DENZAR with PLUG-IN SWITCH 
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A push-button projecting from the side 
of the plug controls the light—no wall 
switch needed. 


We have some attractive advertising lit- 
erature that will help you sell BA BY 
DENZAR with PLUG-IN SWITCH 


to your trade. 


Just write “Baby Denzar with Flug-in 
Switch” on one of your letter heads and 
we ll send you complete information. 


218 South Jefferson St. 
CHICAGO 
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in every foot of Ettco 






Take a combination of high 
grade raw materials, skill 
' acquired through 17 years 


Quality 


Service 











Square of experience, thorough test- 
Deal ing of every foot before ship- 
a ment and you have Ettco 








! | ‘ 4) aL p quality products. 


rh 





4 
( 


a, Eastern Tube and Tool Co., Inc. 
Bek Brooklyn, N. Y. : 





pan 
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New England Push 
Button, Four Way Struck Up Receptacle 
Plate 





SATISFACTION | 


Receptacle With Screw 
Ring 


Weatherproof Socket 


Receptacle for Conduit 
Boxes with Metal Cover; 





New England Switch 
Shallow Lock Type 


New England Push But- 
ton, Shallow Type 


Porcelain Receptacle Flush Receptacle 


John I. Paulding, Inc. 


New Bedford, Mass. 




















Hot Springs, Va. ‘FTA June 4 to 6, 1924 
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Jobbers —— Specials 








Lighting Fixtures,—Plain and Elaborate Designs 


Gorgeous New Finishes— 


Encrusted Gold 
Beaten Old Silver 
Dolly Madison Grey 


(Black Pearl Shot with Gold ) 


Unique and Thoroughly Practical Selling Features 


Wonder why some one did not do it before 


SPOT DELIVERY 


Kitchen Unit—Best of Them AIl. 


Commercial Units 





Switch Plates—Plain and Fancy—Non-Tarnishable 


DALLAS BRASS & COPPER COMPANY 


820 Orleans St. Chicago, Illinois 

















Hot Springs, Va. EFA June 4 to 6, 1924 
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Bifilce 


BORN 
AT 
LAST! 


“Doggonit, | haven't used 
the screw end of this attach- 
ment plug in so long, | don't — 
know what I did with it. | 

















; : ices: 
wish somebody would invent Office 
or ; x some kind of a two-way plug = 
CATALOG NO. 91-1 I could stick the prongs aati 
LIST PRICE 50c into.” peeve 
Columbus 
You've heard these words of Mrs. Housewife, Mr. Jobber and Mr. retire 
Jobber’s Salesman. — 
Ms : aso 
We did too, and consequently—our own little child called ‘‘BI-LITE’’- Kansas City 
iste Los Angeles 
This revolutionary, pin-type feature, combined with Betts & Betts Louisville 
““guaranteed forever’ construction, the elimination of brass shells and New Haven 
porcelain, and its light weight, crown the new BI-LITE “King of the Plugs.” Philadelphia 
One more point—We're making a special introductory offer of a carton a 
of ten *‘BI-LITES”’ to dealers at $3.30—tthe hundred lot price (see coupon). “ mony 


Rub your eyes!—Kick your shins!—get your pencil out!—NOW!! Toronto 


BETTS & BETTS 


CORPORATION 
644 W. 43rd St., NEW YORK CITY 





T Tt ’ 
Messrs. Betts & Betts: 
Please send us 


"jOne new BI-LITE-91-T and price list—gratis. 
Carton of ten BI-LITES-91-T at $3.30, less our discount. 





Name 


Address 
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A Line of 
Salability and Merit 


The “TECCO LINE” of electrical supplies and spe- 
cialties is one of merit—one for which there is a ready 
and steady sale. 


It is primarily a jobbers’ line—one which will move 
from the stock room to the contractors and from there 
quickly to installations. 


“TECCO” Wiring Devices are made from the finest 
materials, accurately formed and assembled. The line 
is particularly complete. From it your contractors can 
get practically all of their required wiring devices and 
many electrical specialties and supplies. 


We've an attractive catalog descriptive of “TECCO” 
Products which we'd like to send you together with 
the details of our jobber proposition. Ask for them 
both. 


TRENTON ELECTRIC & CONDUIT CO. 


Tyler and Canal Streets 
TRENTON, NEW JERSEY 


AGENTS : 
W. T. McDowell Haverstick & Co., Electric Specialty Co. Electric Specialty Co., 


50 Church St., 163 W. Washington St., 75 Fremont St., 411 S. Main St., 
New York City, N. Y. Chicago, Illinois San Francisco, Calif. Los Angeles, Calif. 





Hot Springs, Va. EA June 4 to 6, 1924 
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B-D Soldering Iron 
A 


b 









The Bleadon-Dun Co. 


213 S. Peoria St. 
























$200 [ist 


Note the Spring Handle which controls pres- 
sure automatically, does not heat; shorter 
and more convenient in use and can- 
not char. The thin construction 
of the head permits of use in 
narrow’ spaces. Nichrome 
high-grade element, one- 
piece unit of construc- 
tion, no chance for 
loose tips.  In- 
cludes cord 

and 2-piece 

plug. 


5-D Violet 
Ray Outfits 























Originators of this type 
“Contained in Handle” 


unit 





VIOLETTA OUTFIT No. 3—RETAIL $25.00 





The Bleadon-Dun Company, originators of one- 
piece Violet Ray Machines, announce their 


Violetta Outfit No. 3 Model. Retailing at 
$25.00 it will quickly dominate the field. 


The only quick selling Violet Ray Ma- $4 50 
chine. Get our liberal prices on this 2 


RETAIL 
Our Compact 


Laboratory 
Model 


A popular priced model, 
beautiful in design and 
thoroughly well made. Fur- 
nished complete with neat case 
and one electrode to retail at $12.50. 


Write for Big Catalog and 
Liberal Discounts 





machine as well as our complete line 
retailing from $8.50 to $55.00. 
We manufacture the most com- 
plete line of Violet Ray ma- 
chines on the market. 














Chicago 











Hot Springs, Va. fA June 4 to 6, 1924 
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INSULATORS 
of Quality Made With New Press! 


There are no higher quality insulators than “Find- 
lay’ Screw Thread Insulators, wet process body. It 
has taken years of intensive experimenting to de- 
velop the individual press used in the manufacture of 
these fine insulators. 





Special care is taken in the development of ‘Find- 
lay” Insulators to assure a perfect pin fit. 


“Findlay”’ Insulators now have a new glaze which 
makes them all uniform in color. 


Let us send you samples of these high quality insu- 
The “Findlay” Line consists ° ° e 
of standard, special and wet lators together with prices and discounts. 
process porcelains including 
screw thread and high ten- 


every ‘tlectrical jobber pron We have developed a special body for heating ele- 

oe ments and heating cores. Manufacturers of electric 
stoves and heating elements using ‘‘Findlay” Prod- 
ucts can place the most exacting test of heat and cold 
without fear of breakage, crumbling or cracks. 


FINDLAY ELECTRIC PORCELAIT 
COMPANY | 


FINDLAY 











Hot Springs, Va. «HA June 4 to 6, 1924 
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L DOG 
SPLIT KNOB 


The Easiest 
Knob to Sell 


Here’s Why: 


Our continuous advertising is point- 

















ing out to dealers time and time again 





the five exclusive features that make 
Bull Dog Knobs the best buy in the 
field. These same five features that 
are making it easier for you to sell 













your customers Bull Dog Split 





Knobs instead of ordinary ones, are 
making it easier for the dealer to sell 
his customers. Your trade knows 
this, so mention the Bull Dog Five 
Feature Knob to your next customer 
and see how quick he buys. 














count ‘em. 
‘ection on the top piece. 


the bottom piece. 





ather washer. 














coated nail. 


i By ~ 


~ 


ne - . 
a8V) & gail. 


g, 
y Wy 


MACOMB 
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The Peerless Loom Clamp 
No. 1-8-3 provides a simple 
method of securing loom in 
place in outlet boxes. 

This Peerless Clamp will hold 
in proper place from one loom 
up to eight looms in Peerless 
Pancake Plate or any 3% inch 
standard pancake box. The 
Clamp is held securely in place 
by locknut on nipple or stud. 
By simply loosening the lock- 
nut any loom may be removed 
or other room added, up to ca- 
pacity of outlet box. 

















~ PEERLESS TYPE A HANGER 
The Old Work Hanger 


Type A Peerless Hanger is designed to securely and economically 
install ceiling and side wall outlets in houses and buildings already 
completed and plastered where electric fixtures were not originally 
planned for. 


It is strongly made of steel and comes equipped with 3% inch nipple 
or stud and locknut ard because of toggle bolt construction the 
nipple or stud may be folded into hanger, which permits installation 
through a hole as small as 1% inch in diameter. This toggle bolt 
construction also makes our Type A Hanger self-aligning and there- 
fore insures straight hung fixtures. 


Peerless Type A Hanger can be used with Peerless Pancake Plate 
or any standard outlet pan or box. No screws or nails are needed 


to install. 






























Wherever loom is used the 
Peerless Loom Clamp is needed 
and will pay for itself over and 
over, not to speak of the satis- 
faction the good workman gets 
out of using it. 

Experts in the trade assure 
us that the use of this loom 
clamp with either type of Peer- 
less Hanger insures a job 
which is of highest possible 
class even though cost is con- 
siderably lower than if the 
work were done in the old- 
fashioned way. 









IN PLACE 





This Peerless Hanger is designed for new work. 

The nipple or stud is suspended on an 18 inch steel rod and is 
adjustable to any position or spacing between beams, This steel bar 
has a short right angle point at one end, easily driven into bottom of 
beam thus preventing sidewise movement of bar; the two adjustable 
pesos slide fastei ers are driven into sides of beams, supporting and 

olding hanger rod in place. No nails or screws are used to install 
this hanger. 

The nipple or stud on Type C Hanger is of 3 inch pipe, full 
threaded, with set screw to tighten stud and box in place. Type C 
Hanger can be used with Peerless Pancake Plate or any Standard 
Outlet Box and permits all necessary adjustments. 

A 
( 


PEERLESS TYPE B SUPPORT. 
Type B Support is designed for the better installation of Switch or Receptacle Boxes in new buildings. 


This Peerless labor saving device consists of two strong 


steel bars each 18 inches long, equipped with lath-holders 


or supports and adjustable steel clips which fasten to any standard wall cases. 

Type B Support is so designed that at any time an additional box may be added without defacing the wall. 

The saving in labor through the use of this device is enormous as compared with the old way of installing Switch 
Boxes, and when the job is finished the box is securely and safely in place. 





SEND FOR COMPLETE CIRCULAR 


Hot Springs, Va. ap June 4 to 6, 1924 






























June, 1924 THE JOBBE R’S fA} sa LESMAN 135 
(4 












Over The Great Divide on the 
C.M. & St. P. R.R. 









WORLDS 
LARGEST SHIPMENT 


of bench type washers 


Enroute to W. E. Dooley & Company, 
Seattle 











Of" 
rowWasners 


— WOODROW is the most popular 
washer in the Pacific Northwest, and 
justly so. Mr. Dooley’s organization has 
sold Woodrow Washers and nothing else 
for the past seven years. Altho there are 
many thousands of Woodrows in use in 
Seattle, alone, one salesman takes care of 
all service calls and at the same time 
keeps his sales well in line with the others. 
Is it any wonder people are so enthusiastic 
about them? 





Jobbers: Several very desirable 
territories are stillopen. Arepre- 
sentative will call upon request. 


WOODROW MANUFACTURING CO., NEWTON, IOWA 
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r'Y Y YY7Push Buttons 
 ktmel Packaged 
' To Sell! 


There’s more sales waiting for you 
with packaged Danbury Push But- 
tons. They’re put up in an attractive 
checkerboard carton that invites a 
ready sale to your customers’ trade. 

















The push buttons are made in one 
piece—a feature of construction 
which makes easy mounting and 
gives a positive contact. Danbury 
Push Buttons are durable and are 
built to allow ample space for wiring. 
All current carrying parts are thor- 
oughly insulated. 


Danbury Push Buttons are easily 
sold. There's an abundance of or- 
ders waiting for you. Be sure to get 
P 


~ your share of this profitable business. 

pe Plat x21,’ 
~ 550% Put Danbury Push Buttons on the 
hie” counters and shelves of all your con- 


rs stile \ aye Oy tractors and dealers. 


The Danbury Electric Mfg. Co. 


DANBURY - - CONNECTICUT 





Hot Springs, Va. A June 4 to 6, 1924 
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“Red Devil’’ 
Climber 
No. 253 


‘Red Devil’”’ 
Connector 


No. 417 












“Red Devil”’ 
Buffalo Grip 
No. 368 











“Red Devil’’ 
have over a quarter 
century’s reputation 
behind them for 
strength, durability 
and perfection of 
workmanship. 
Send for the 
Devil’’ 
Tool Booklet. 


Hot Springs, Va. EFA June 4 to 6, 1924 


Electrical 


“Red Devil’ Electricians’ Tools 


Honestly Made 
Honestly Priced 
Nationally Advertised 


‘THE corner stone of goodwill between the 
maker and the jobkter is based upon these three 


essentials. 


What better line to handle than that of the “Red 


Devil” trade mark? 
“Red Devil” Pliers 


Drop forged from tool steel. 
Made in 100 styles, to meet 
every requirement. 


“Red Devil’ Climbers 


Minimize the risks and hazards 
to linemen engaged in telegrapii, 
telephone and power line con- 
struction work. Made in a num- 
ber of popular styles. 


“Red Devil” Connectors 


Drop forged from steel, spring 
tempered handles. Holes are 
milled to correct size to insure 
a perfect joint. Many styles and 
sizes to choose from. 


“Red Devil” 
Havens’ Grips 


The breaking strain test of these 
grips is more than double that 
of any other makes. Powerful 
gripping jaws never get loose 
until released. 


SMITH & HEMENWAY COMPANY, Inc. 


Manufacturers of “Red Devil’’ Electricians’ Tools 


266 Broadway 


Tools 


“Red 


“Red Devil’’ Pliers, 
Auger Bits, 
Hack Saw Blades and 
Frames, Screw Driv- 
ers, Wrenches, Chain 
Drills, Climbers, 
Connectors, Havens’ 
Clamps, 
Grips, Tool Belts and 
Straps, etc. 


Snips, 


New York, N. Y. 





















Buffalo 
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V.V. FITTINGS 


REVERSIBLE 


A Phenomenal Improvement 


V. V. Fittings get their name from the phrase “Vice Versa,” meaning “turn- 
about,” because V. V. Fittings are reversible, one fitting being usable in either 


of two ways. 


The pictures below illustrate this reversible feature. 





V. V. TYPE 1 
Combines A and B Fittings 


The cover may be at- 
tached to the fitting so 
that wires may be brought 
out in line with the con- 
duit, or by simply turn- 
ing the cover around, 
the wires may be brought 
out at a right angle to 
the conduit. Thus, this 
fitting may serve’ as 

A straight pull of the 





either one of two types. 
wire is had in either case. 


Vo¥. Fie L 


Combines LL and LR Fittings 
Either Left or Right 


The V. V. EI- 
bow has covered 
openings on both 

said 5 the right side and 
left side, so that it may be used as a right-hand 
elbow or a left-hand elbow by simply turning it 
over. The illustration shows the opening on both 
sides. 


RIGHT 













4 Fittings Instead of 8 


Vv. V. TYPE F 


Combines T and TB Fittings 
The cover may be at- 
tached to the Type T 
Fitting,so that the wires 
may be brought out in 
line with the branch or 
at right angles to the 
branch. Thus, again 
this fitting may serve as 
either one of two types. 
A straight pull of the 5 
wire is had in either case. Note the openings 
with the abundance of space for making connec- 
tions; very necessary in T fittings. 











TYPE TS 
By POSITION 


TYPET 
Position 


V. V. TYPE LFB 
has a front opening and a back 
ALL TYPE L, TYPE LFB, and TYPE L45 FIT- 


Combines LF and LB Fittings 
opening so that this fitting may 
TINGS COME WITH ONE BLANK COVER AT- 


| The V. V. Type LFB fitting 
Seimei be used in either of two ways. 
TACHED WITHOUT EXTRA CHARGE. 


ALL SIZES 


Oceans of room for making connections. 


Extra large cover openings. 











Further Reductions with other Reversible Types 
A good profit, easy repeat sales, prompt delivery and a splendid opportunity to extend your business, 


is afforded you in “V. V.”’ Fittings. 


The “V. V.” proposition to bona fide electrical distributors is desirable in every way. 


The Big exclusive feature of “V. V.”” (VICE 
VERSA) FITTINGS—R-E-V-E-R-S-1-B-I-L-I-T-Y — 
makes possible some remarkable selling points, 
such as 

Ease and speed of installation. 
Simplicity of specifying and ordering. 

This big feature means to YOU a direct saving in 
Money invested 


Stock room space required 

Time necessary to keep up the stock. 
lt means to YOU a direct profit on 

A doubly quick turnover 

Increasing demand 

Repeat orders 

Satisfied customers. 


For instance suppose you customarily keep on hand a stock of 400 elbows—200 right and 200 left. With 
“V. V.” FITTINGS, a stock of 200 will enable you to meet a demand for either 200 right or 200 left 
elbows. Thus you satisfy your customers’ requirements just as promptly. Your investment will be HALF 


as large and your turnover TWICE AS FAST. 


The “V. V.” Sales Policy is built solidly upon a basis of strict faith in and with the distribu!or. 





VY: ‘ Philadelphia, Pa. 


ee. Chicago, IIl. 
CTO New York, N. Y. 








eam V.V. FITTINGS COMPANY 





Hot Springs, Va. KFIA June 4 to 6, 1924 





711 Cherry St. 
532 So. Canal St. 
50 Church St. 
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Built for the Job! 


‘Beauty and Utility Are Combined 
in This Better “Porcelain Socket 


There are many places where nothing else will do—where 
safety and service demand a husky, completely insulated socket 
with a real switch mechanism that can “break” a few amperes 
now and then. 

The C-H 7400 was designed for this—to combine better 
construction with greater beauty. Its indicating push button snap 
switch mechanism has 2 rating of 660 watts at 250 volts—ample 
for all heating devices. It is built to give years of heavy duty 
service with unchanging good appearance and full protection 
over its entire life. 

The whole device is built complete with switch mechanism, 
screw shell and man-sized binding posts all secured to one half 
of the casing. Cord connections are quickly and easily made and 
the other half of the casing replaced and held by one screw. 


THE CUTLER-HAMMER MFG. CO. 


Switch and Specialty Department 
Works: MILWAUKEE and NEW YORK 
















The push button mechanism is dis- 
tinctly Cutler-Hammer. Originated 
and pioneered by these internation- 
ally known engineers it has become 
untversal in application. It pro- 
vides safer and more enduring con- 
struction, and indicates “‘on”’ and 
“off’”’ distinctly. Only one hand is 
required for operation. The C-H 


trade-mark identifies the genuine. 





eal PORCELAIN SOCKETS 


CUTLER-HAMMER 











Hot Springs, Va. £FIA June 4 to 6, 1924 
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CONDUIT. FITTINGS 


Make Money for the Jobber 


in reduced stocks of Bodies and Covers (5 
sizes of Covers for 10 sizes of Bodies) and 
most combinations of these Body parts to 
make a frequent turnover. 


Save Time for the Contractor 


in roomy wiring-openings, which save minutes 
of time each Taplet is wired and set-screws to 
insure neat and accurate work. 


Comfort the Owner 


in a neat, long-lived wiring job at the smallest 
cost. 


TAPLET MANUFACTURING COMPANY 


PHILADELPHIA, PA. 


and 
71-73 Murray St., New York, N. Y. Albert Mann—326 Congress St., Bos- Bronard Sales Co.—1110 Healey 
24 S. Jefferson St., Chicago, IIl. ton, Mass. Bldg., Atlanta, Ga. 


J. A. Jacques—305 Seventh Ave., Geo. A. Gray Co.—Los Angeles and 
Pittsburgh, Pa. San Francisco, Cal. 








Hot Springs, Va. KAA June 4 to 6, 1924 
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SEND FOR THIS BOOK 


“A Central Station 
Campaign that Sold 
2609 Store Lighting 
Units in 10 days.’’ It 
describes a plan which 
means profit to jobbers. 




















Wakefield 


Strongly recommends this hanger 


For School Room Lighting 

















W 














The “Red Spot” Screwless 





HEN a stem hanger is needed, as in school room 
lighting, use this ‘““Red Spot.” In all other details 
it is the same dependable, high-quality, standard 


‘Red Spot”’ you've always used with chain suspension, but 
to provide for the particular requirements of school room 


lighting the pipe-and-casing suspension is supplied. 


Right now there is a lot of school work to be secured. 
Go after it with ‘Red Spots.’” Show the school authorities 
that fixtures built to the Wakefield Specifications are high 
in quality, low in price, and permanent because the heavy 


plated finish is put onto solid brass. 


Get the Complete Data on “Red Spot’’ Material. You will 
find it both useful and profitable. 








Slide With a Holder 











Hot Springs, Va. ‘FFA June 4 to 6, 1924 


THE F. W. WAKEFIELD BRASS Co. 
ELBERTA STREET, VERMILION, OHIO 


Pacific Coast Representatives: “Red Spot” material is sold only 
Geo. A. Gray Company, Los through jobbers. 
Angeles and San Francisco. 115 now handle it. 
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Safety Switches 


The wise distributor realizes that his function is not to sell just so 
many outlets, lamps, switches, etc., but in conjunction with the dealer 
and the contractor to render service. 


Trumbull switches for twenty-five years have been under the policy 
of service to the man who uses them and who always must pay the 
ultimate bill. 


The design of the box with its interlocking catch and, where wanted, 
its 100% protective shield gives absolute safety. 


The switch inside the box, which is the most important element of the 
whole unit, is built to stand up and to serve sight unseen in that box. 
Price is just as low as it possibly can be, consistent with the service and 
the safety the electrical trade demands and deserves. 


The Trumbull Electric Mfg. Co. 


Plainville, Conn. 


New York Boston Chicago San Francisco Atlanta 
114 Liberty St. Philadelphia 2001 W. Pershing Rd. 595 Mission Street 


The Industrial Standard for More Than 20 Years 








Hot Springs, Va. KFA June 4 to 6, 1924 
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NORTH ATTLEBORO, 
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CATALOG No. 5760 : CATALOG No. 5755 
Pat. Pend. Pat. Pend. 


Announcing the New Barber 
Service Switches 


HE new Barber Universal Service Switch line has been brought out to 
meet the demand for a highly efficient service switch with branch cir- 
cuits. 
The customer can replace branch fuses without disturbing the service switch. 
When the top of the switch box is sealed this automatically protects the live 
parts and wiring insuring safety to the user and protection to the central 
station. 
Barber Universal Service Switch catalog No. 5755 has been approved for 
use on the lines of the Edison Electric [Illuminating Co., of Boston. 


This switch can be furnished in one, two or three pole with grounded neutral. 
By removing one strap the branch circuits can be changed from four circuits 
grounded neutral to one or two circuits not grounded. 


BARBER ELECTRIC MANUFACTURING CO., 


Hot Springs, Va. ETA June 4 to 6, 1924 








Universal 


MASSACHUSETTS 
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aie i AREAL MERCHANDISING PLAN 
prema FOR DEALERS AND JOBBERS | 


ASSORTMENT OF 
QUALITY HOUSEHOLD 
CONVENIENCE PLUGS 





WRITE FOR PROPOSITION 















The Best Silent Salesman 
for Your Customers! 


IT REQUIRES 
ONLY A FEW 
SQUARE INCHES 
OF COUNTER 
SPACE 


Henry Hyman @ Co., Inc. 
476 Broadway, New York, N. Y. 
212 W. Austin Ave., Chicago, III. 





















Hot Springs, Va. KFA June 4 to 6, 1924 
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Cee mumenseme-ne ee 
MOST ELECTRICAL JOBBERS FIND IT INDISPENSABLE 








WHATEVER YOU WANT TO KNOW—IF IT’S ELECTRICAL 
LOOK IN THE “EM F”—YOU’LL FIND IT THERE 


Published by ELECTRICAL TRADE PUBLISHING CO., CHICAGO, ILL. 

















Hot Springs, Va. ¢fjA June 4 to 6, 1924 
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The Mirror of the Broadcasting Studio 


THORDARSON 


SUPER TRANSFORMER 


Perfect reproduction—that is the one thing the public demands in a radio 
set. No longer are sets sold on the “grown up’s toy” basis. Today’s demand 
is for a musical instrument. 

The Thordarson Super Transformer is unexcelled in reproduction. The 
tonal purity of music amplified by means of the Super Transformer is a never 
ceasing source of wonder to those grouped about the receiver. 





Kennedy—Zenith—Radiodyne and many others use 
the Super Transformer exclusively in their sets. 
That’s irrefutable proof of Thordarson Excellence. 
That’s proof why you should sell them. 

Both Kennedy and Zenith use the Super Trans- 
former in three stages—the supreme test of any am- 
plifying transformer. Because of the large magnetic 
field and complete shielding it is especially service- 
able in reflex sets. 


It is well to remember that the Thordarson Elec- 
tric Mfg. Co., for twenty-nine years has stood behind 
the jobber protecting him always in the matter of 
price and discounts, and attempting at all times to 
render competent and courteous service. 

Our radio advertising covers the entire country in 
a systematic endeavor to help the jobber sell Thor- 
darson products. 

We solicit your inquiry. 


THORDARSON ELECTRIC MFG., CO. 


500 W. HURON ST. 


CHICAGO, ILLINOIS 





Hot Springs, Va. Kj June 4 to 6, 1924 














June, 1924 Te Ra 


OBBER'SfR]SALESMAN 





147 





Single vs. Competing 
Lines 
(Continued from Page 7) 
Arguments for Handling Com- 
peting Lines 

(1) Enables house to meet pocket- 
book of everyone. 

(2) National advertising is edu- 
cating the public to many different 


lines. 
(3) High and_ low-priced _ line 
necessary to meet competition of 


manufacturers without jobber policy. 

(4) Service of a definite kind in 
giving trade what it wants. 

(5) Do not take so great a chance 
on stock through manufacturer's 
labor troubles, etc., as when depend- 
ing On one source. 

(6) ‘Ties customers closer to job- 
ber—less shopping around. 

(7) Greater latitude in securing 
desirable sellers. 

(8) Secure business otherwise out 
of reach. 

(9) Gives latitude to keep large, 
friendly manufacturers satisfied, who 
make similar lines that can be sub- 
stituted back and forth. 

(10) City and country trade de- 
mand different classes of goods. 





For Single Lines 


Some expressions, typical of scores 
received from jobbers in regard to 
handling single lines are given in the 
following paragraphs: 





Salesmen cannot talk competing lines 
without showing partiality to one of them. 
Jobbers eventually will try to carry single 
lines only or in some instances high and 
low priced lines. 





Standardize on one or two quality lines 
and concentrate on selling. Leave com- 
petitive lines to cut rate houses and sell- 
ing of same to department stores and poor 
class of electrical accounts. 





We believe in handling one make only. 
We might change to what we believe is 
a better or more complete line, when we 
will dispose of the old line. We believe 
in playing 100 per cent irrespective of 
cost. 





The successful jobber of the future 
must concentrate his efforts on single 
lines in order to secure the necessary turn- 
over of his stock and thus secure an ade- 
quate return on his investment. He must 
decide whether to handle high priced 
quality goods or low priced competitive 
merchandise. The house must be identified 
with either one class or the other. It 
cannot consistently continue to handle 
both. 





Believing that he who chases two rab- 
bits catches neither, and feeling that an 
important part of being an efficient elec- 


trical distributor lies in the ability to in- 
troduce, exploit, and aggressively sell com- 
modities of manufacturers represented, I 
favor the handling of single lines. Out- 
side of the sales angle, avoidance of dupli- 
cation simplifies operation and reduces 
investment. 





We feel that in handling one line that 
you have less confusion for your sales- 
man. More lines or a high priced and 
cheap line makes salesmen order-takers 
rather than salesmen, and the majority of 
jobbers salesmen are not much better 
than order-takers where they try to han- 
dle competing lines. Men who specialize 
are salesmen or should be. Take the 
larger manufacturers) or ones who make 
one line. Their men are usually sales- 
men. If a jobber follows the same policy 
he will make or have salesmen and not 
order-takers. 





We positively are handling single lines 
in our territory on an exclusive basis, and 
where a manufacturer refuses to give us 
his line on this basis it receives very little 
sales effort. 

We prefer to handle a line of less 
prominence on an exclusive basis than an 
advertised line on a non-exclusive basis. 

Furthermore, we are discontinuing the 
handling of competing lines and only in 
rare cases is this done. 





We have always believed in a_ policy 
of selling one line of goods and we have 
made it our business to confine our efforts, 
as far as possible, along those lines. We, 
of course, deviate from this slightly but 
the exceptions where we sell more than 
one line are rare. In the case of heating 
appliances, we handle in a small way an- 
other make of irons than our standard 
line and on schedule material, such as 
sockets, switches, ete., we confine our- 
selves almost entirely to one line of goods. 

We have always been of the opinion 
that the best sales results come from con- 
centration of our salesmen on one line 
of goods only. 

Salesmen to be successful must have 
enthusiasm and confidence in the line that 
they handle and we do not believe it is 
humanly possible to be enthusiastic on 
two lines of goods that are competing 
with each other. 

So far as carrying two different grades 
of goods are concerned, we believe there 
has been some success made following out 
such a policy but where there has been 
one success there have been a great many 
failures, as the general practice of sales- 
men seems to be where they have two 
lines of different qualities that the busi- 
ness develops only on the cheaper line 
of goods, because of its price and ease 
of selling, to the detriment of the high 
grade, more exclusive line. 


For Diversified Lines 


On the other hand, those who be- 
lieve in diversified or at least dual 
lines come back with opinions of 
which the following are typical: 








Our policy is to carry diversified lines 
of goods to give the trade what they 
want. 





A high and a lower priced line with 
exclusive territory is the only solution 
of the jobbers. 





The jobber is going to be compelled 
to handle a high and low priced line in 


order to compete with manufacturers who 
have no jobber policy. 





We find it a very great help to carry 
at least two lines of most merchandise, 
as it enables us to get the fellow who is 
looking for price and the one who is 
looking for quality. 





In our business it is necessary to have 
a competing line. The hardware mer- 
chant wants a price article, the electrical 
contractor a quality one. We feel sure 
the tendency is toward a higa and «8 
medium price article, hence our competing 
lines. 





In sechedule and other lines no one 
manufacturer makes all the items that 
may be needed ip installations. It would 
be taking chances for stock to depend on 
one source of supply—might have labor 
trouble, breakdown in machinery, etc. 





We would, if possible, eliminate com- 
peting lines. Were we a new concern we 
would seek only one brand of each line 
and concentrate on it but are now too 
definitely committed to a multiplicity of 
representation to change. 





Diversified city and country trade de- 
mand different goods. Fifth avenue needs 
$50 percolating sets but the East Side 
demands a $5 retailer or less. National 
advertising to the consumer is educat- 
ing the public—not to one line, but to 
many competing lines. 





There are two grades of buyers, one 
insisting on high grade merchandise and 
the other on a cheaper grade so as to 
compete in price. The jobber’s only rea- 
son for existence is service, and if the 
buyers of cheap lines continue to grow 
as in the last few years, we are going to 
attempt to serve them in any way we can 
make an honest dollar. 





Until the manufacturers agree among 
themselves on a uniform policy of manu- 
facture, based on changes of design to 
meet field conditions and stop compet- 
ing among themselves in quality, we will 
be forced to carry the whole line as 
popularized by their own representatives 
in the field. Only when that time comes 
can the jobber carry single lines because 
then the trade will have only identical 
devices in quality and price from which 
to choose. 





For the last seven years we have con- 
centrated on certain lines. It may be said 
that we handle only one line, but let’s 
look it over. One supplier manufactures 
boxes, metal molding, fittings, and numer- 
ous other accessories. Another, whose 
line of fuses we sell manufactures boxes, 
metallic flexible conduit, etc., paralleling 
partly those of the first mentioned. An- 
other company whose floor boxes and ac- 
cessories we carry, also manufactures 
boxes, locknuts, etc., paralleling all the 
above mentioned lines. 

Now it is absolutely impossible for a 
distributor to handle one line only, and 
pick one item from a manufacturer’s line 
and give him that one only. We have 
to divide up the outlet box business to 
keep them all satisfied, although on gen- 
eral lines we do not substitute or allow 
duplicate stocks to get in on lines that 
can be substituted back and forth, such 
as outlet boxes and locknuts, etc. 
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Store Lighting Campaigns to Follow Kitchen 


Lighting 





Ohio Public Service With Erner Electric Again Pioneer—Forty Per Cent 


HE Ohio Public Service Co., in 
i spuamnen with three well- 
known manufacturers, was the first 
to make an outstanding success of the 
“daylight kitchen and 
this success has swept the country 
until today it is estimated that over a 
million dollars’ worth of kitchen lights 
have been sold. 
Now 
tion and the same manufacturers with 


campaign, ’ 


comes the same central sta- 
another campaign plan, which seems 
destined to even wider acceptance and 
success. 

The. new campaign is designed to 
stimulate better store lighting, espe- 
cially in the smaller stores which gen- 
erally are poorly lighted. The plan 
was carefully developed and given a 
practical test in seven communities 
having altogether 6,370 stores of all 
sorts. The result was sales of 2,609 
units in 10 days which paid a mer- 


chandising profit of approximately ~ 


$15,000.00 and will net the lighting 
company better than $30,000.00 per 
vear increased revenue. 

The jobber on the job in this case, 
as in the initial kitchen lighting cam- 
paign, was the Erner Electric Co., of 
Cleveland, O. 

Some jobbers in the past, in con- 
nection with the kitchen lighting cam- 
paign have been afraid that if they 
were to supply the material for a cen- 
tral station movement of this sort, that 
they might alienate the contractors 
and lose business. But there have been 
too many examples of remarkable co- 
operation between the jobber, the 
central station and the contractor, in 
connection with the selling of kitchen 
lights to leave appreciable grounds for 
fear on this score. 

To both the jobber and the con- 


tractor these campaigns are in fact 





of All Stores Sold in 10 Days 


path finding and trail breaking ad- 
ventures into new fields of selling. 
They open up large possibilities for 
future new selling—to the central sta- 
tion on the part of the jobber and to 
new wiring jobs and appliance and 
lighting units sales on the part of the 
contractor. 

Co-operating in this latest type of 
campaign and in the production of the 
unit supplied were the Ivanhoe Works 
of the Miller Co., Cleveland, O., Na- 
tional Lamp Works of the General 
Electric Co., and the F. W. Wake- 
field Brass Co., of Vermilion, O. 

In the seven medium sized cities 
served by the Ohio Public Service 
Co., a total of 6,370 retail 
merchants of every sort according to 
accurate survey, there were sold 2,609 
high grade commercial lighting units 


with 





Example of Modern Store Lighting 


of 300 watts consumption each, in 
exactly 10 days. 

The new units replaced gas arcs, 
drop cords and miscellaneous fixtures. 
The resultant increase in connected 
load is estimated by the company as 
522 kw., and the increase in annual 
consumption is placed at 500,000 
kwh., giving added revenue, at 6c per 
kwh., in excess of $30,000:00 an- 
nually. This result, if fully realized, 
will increase the average revenue per 
commercial lighting customer about 
$4.70 per year for the whole terri- 
tory served. 

The success of the campaign was 
due to five things: greatly improved 
lighting for the customers; thorough 
planning and advance preparation, 
the choice of carefully selected, high 
grade merchandise; the establishing 
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and I do it every day 











1 This lever is now set to turn ) 
* lights on at 7 p.m { 


2 This lever is now set to turn | 
* lights off at 11 p.m. ( 


3 This lever may be used to os) 
” ; 


lights on or off by Aand without S 
disturbing the arms on the dial. 


4 The indicator shows whether l 
* the lights are on or off. { 


So! 


With a Tork Clock you have every facility for trim- 
ming windows whenever you please. You can turn the 
lights o# or off as you wish. You know whether they 
are on or off even if the Tork Clock is located at a 
distance from the window. You do not need to readjust 
the dial or reset the clock. 


Tork Clocks are built for the Tork Com- 
pany by the Ansonia Clock Company, 
makers of fine clocks for more than half 
a century. Tork Service insures long life 
and good performance at reasonable cost. 





Trimmed Windows 





and 


Window Trimming 
Wind me once a week TORK CLOCKS serve both 





And— 


Your trimmed windows will be lighted regu/ar/y. This 
is mighty important. Tork Clocks are built so that 
they will give useful service for many years and we 
maintain a standardized renewal service which makes 
It easy to maintain a Tork Clock in good condition 
indefinitely. 


See that your window lights are controlled by a Tork Clock. 


Complete illustrated bulletin will be sent on request. 
TORK COMPANY 
8 West 4oth Street, New York 













Valuable Selling Information 


By special request we have prepared complete 
instructions for the Tork Clock store-to-store 
canvass which worked so well. CAsk us for it! 
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Patent Pending 


$1.00 Profit or $12.00? 


Norco Cut Glass Switch Plates actually give you more than 
12 times as much profit as the old style. These novel and 
beautiful switch plates are so handsome, so much more de- 
sirable that they sell readily at a price that allows you to 
make these large profits. 


Norco is the newest idea in switch plates. Made of heavy 
mirrored plate glass that cannot tarnish. They cannot rust. 
Easily cleaned by the touch of a cloth. Made for round 
hole tumbler switches. 


Norco Cut Glass Switch Plates are advertised to home 
owners in “House and Garden’’, to architects and contrac- 
tors in the “Architectural Record’’ and to hotel men in 
‘Hotel Management’. We have made selling easy by 
creating the demand. You get the profit. Write today 
for full description and prices. 


The 


OFCO 


CUT-GLASS 
SWITCH-PLATE 








The Switch Plate Corporation 
Norfolk, 


Virginia 








of fair sales quotas based upon actua! 
survey and not upon guesswork; and 
finally, to holding the sales organiza- 
tion to inescapable responsibility for 
results. To neglect any of thes: 
factors is to court failure. 

The first purpose of any lighting 
campaign is, obviously, to raise the 
standard of illumination—to give the 
merchant better store lighting at mod- 
erate cost, and particularly to im- 
prove that of the smaller merchants 
whose stores for the most part are in- 
adequately lighted. The campaign 
herein does this to the entire satisfac- 
tion of all concerned, as the typical 
installation pictured will plainly 
show. 

The setting of quotas caused much 
discussion. The new business man- 
agers felt at first that the quotas were 
too high, and nothing is more fatal to 


sales success than that. Mr. T. O. 
Kennedy, general manager of the Pub- 
lic Service Co., therefore arranged a 
meeting of his new business man- 
agers and representatives to settle the 
quota question. After an intensive 
study of commercial lighting in gen- 
eral and this campaign in particular, 
expressions were called for. “I 
thought the quota was away too high,” 
said one, “but when I came to look 
over the possibilties in my territory 
I realized that the mark was not high 
enough. I’ll better the quota assigned 
to me.’ Every man present spoke 
in similar vein. What had looked to 
some like an impossibility at first, be- 
came easy when they gave actual study 
to local conditions. Men who had 
previously declared that their towns 
wouldn’t absorb 100 units, realized 
upon investigation that they would be 
neglecting the job if they failed to sell 
double that number. Which indicates 
that the opportunities of commercial 
lighting are probably underestimated 
by most central station men. 


There is not a city in the land in 
which this class of lighting is within 
50 per cent of passable—not a city, 
large or small, in which the possibility 
of saturation is conceivable. And there 
is not a city in which even a rudi- 
mentary campaign can fail to pay. 

The secret of the plan is to make 
the proposition easy to accept. 
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676 jobber’s salesmen were enrolled in the 
ON-TO-NELA which ran from September 
1, 1923, to March 1, 1924. 60 of these 
qualified for the trip to Nela Park this 


John Collins 





THE FINAL RESULTS OF THE 


ON -TO-NELA 








L. A. Schulz 





N. W. Lovegrove 


summer. 
whom has more than twice the mileage 
necessary to qualify for the Nela Park 
trip—in the order of their final standing: 


Here are the first 10—each of 














N. D. Brown 





M. C. Taradash 





W. H. Webster 





A. Von Dachenhausen 


The other 50 who qualified are listed below in the order of their standing : 


E. F. Walker 
E. W. Boyce 
H. Simonton 
W. P. Bridges 


H. W. Culbertson 


C. W. Dewey 
M. Bergman 
J. Edelmuth 


E. C. Monheimer 


F. W. Koch 
E. S. Thurston 
R. Beirdneau 


R. G. Burns 

S. Searle 

W. J. Annear 
Wm. H. Green 
F. M. Walsmith 
W. S. Ball 

E. W. Williams 
F.R. West 

H. White 

E. W. Weigle 
G. R. Clifford 
O. L. Wall 


L. Woods 


B. M. Bliven 
R. A. Browne 


Wm. Kline 


W. E. Potter 


H. Czech 


B. R. Squires 
C. J. Andrae 


P. E. Chadbourne 


R. C. Sperry 
F. G. Masek 
J.C. Glover 
J. A. Adams 


R. A. Wallace 
E. C. Sweeten 
F. Klein 

T. H. Pfischner 
S. Weinstein 

H. J. Felsen 

R. W. Sanders 
A. R. King 

M. Erlanger 

G. L. Morson 
T. M. Warren 
J. D. McCulley 
J. F. Carman 
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A GENERAL ELECTRIC PRODUCT 











TIONAL @ 
MAZDA LAMPS 
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A STOCK record may be appro- 
signal system because one of its im- 
portant functions is to give warning 
of danger—danger of losing sales 
through low stock—danger of selling 
at a loss—danger of over-buying, etc. 
It is similar in another important 
factor—it is 100 per cent efficient only 
when the human agencies working in 


priately likened to a railroad 





conjunction obey its danger signals. 
To have the latest system is not suffi- 
cient, it must be intelligently and in- 
dustriously carried out. 

A good stock record does the fol- 
lowing things: 

1. Shows the stock on hand for 
the transaction of business, the dol- 
lars and cents investment of the com- 
pany and the actual rate of turnover. 

2. Furnishes valuable compara- 
tive statistics with relation to past 
and present sales figures, as well as 
the relative salability of different lines 
or items. 

3. Assists the sales department in 
concentrating on “sleepers” and dead 
stock. 

4. Is a constant reminder to re- 
order items that are low or suddenly 
depleted. 

5. Provides a check on profit and 
loss and a handy record of factory 
prices—the jobber’s cost. 

6. Allows the designation, on or- 
ders, of items bought at advantageous 
prices. 

To get the full benefit from the 
above functions it is necessary to have 
a compact record which carries all 
the desired information in the smallest 
possible space and makes each entry 
instantly available. For this purpose 
the physical advantage of the more 
modern card systems over the old has 
been proven both as to efficiency and 
actual upkeep expense. 

The Boggis-Johnson Electric Co., 
Milwaukee, Wis., has installed a 
“Kardex” system under the guardian- 


a) i 





E. H. Hoge 


ship of E. H. Hoge, whose photo is 
reproduced herewith. His chief 
qualifications are knowledge of elec- 
trical material and eternal vigilance. 
The knowledge he obtained by actual 
contact with the goods. The vigilance 
comes from his realization of the im- 
portance of accurate records and what 
they mean to the business. While 
naturally sold on the idea that knowl- 
edge of the goods is necessary, he 
states that any good man’s efficiency 
will be appreciably raised by the in- 
stallation of one of the modern sys- 
tems. 

Chief among the physical advan- 
tages of the system used by Boggis- 
Johnson are ease of manipulation, 
visibility, cleanliness and durability. 
Any drawer can be instantly removed 
and carried to all parts of the house 
for checking. Only the edges of the 
cards are exposed and they are cellu- 
loid covered. Every item in a repre- 
sentative electrical jobber’s stock is 
instantly available for reference. 

The drawers have been re-arranged 
to bring the fast moving stock as close 
as possible to the hand of the oper- 
ator. Each line or class of mate- 
rial is arranged by catalog number. 





SS 


WZ 
A Good Stock Record Pays Dividends 


Methods Employed by the Boggis-Johnson Electric Co. 


Wire is arranged with all single braid 
solid first, then double braid, then 


duplex, stranded, etc., in order. By 
perfecting this re-arrangement the 
work of charging off items was 


brought to a speed that left much 
valuable time for the more compli- 
cated features, such as reports, in- 
ventories, etc. 

The many ways in which this 
stock record pays dividends are hard 
to enumerate in a connected manner. 
A note to the salesmen about some 
dead stock which they are asked to 
dispose of—a report that a certain 
lot of switch boxes were bought at 
a good enough figure to help out in 
competitive bidding—a few figures on 
how certain stuff is moving—all these 
are beyond routine and are of great 
assistance to the sales department. 

With customers and salesmen con- 
stantly calling up to learn if certain 
material is available, the sooner items 
are taken off the stock record the 
more accurate will be the information 
given out. Mr. Hoge keeps the 
tickets going through at all hours, as 
this tends to bring the cards up to 
the minute. In addition he is con- 
stantly checking with stock toe avoid 
discrepancies. This is another ac- 
tivity where knowledge of the mate- 
rial is valuable. 


In the matter of cost entries and 
purchasing dates the system shows 
these entries opposite each other. A 
glance at any card tells the quantity 
in stock, quantity ordered, amount 
purchased to date, how long it has 
taken each shipment to come from the 
factory, present and past cost of the 
material and how fast or slowly it 
sells. Sometimes there will be two or 
three cost changes in a few weeks. 
All factory invoices are checked with 
the record and changes entered or 
investigated. 'To check the accuracy 
of the stock entries, it is only neces- 
sary to add up the amounts deducted 
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as far as the last shipment from the | 


factory. 

Summing up, Hoge emphasized the 
importance of close attention to the 
avoidance of slips and omissions 
which throw the stock record off its 
balance. If a man’s lawyer gives him 
wrong advice, he loses his case and 
a lot of money. If the stock record, 
which is consulted hundreds of times 
daily, is inaccurate, the losses in a 
year will run into big money. An 
error or failure to make an entry may 
mean a small loss through “buying 
out’ something which is in stock, or 
it may mean the actual loss of a 
good customer. 

x * # 


Stoy Goes with Western 
Electric 
Harry E. Stoy, who has been with 
the Carter Electric Co., of Atlanta, 
Ga., for the last six years covering 
South Carolina and southwest Georgia 
and also as city salesman, has accepted 
the position of manager of the appara- 





tus department of the Western Elec- | 


tric Co., Atlanta branch. 


* * * 


Gene Snowden With Aeolian 


Eugene C. Snowden, formerly with 
the Manhattan Electrical Supply Co., 
St. Louis, Mo., is now manager of the 
radio department of the Aeolian Co., 
St. Louis, which has been appointed 
distributor for the Radio Corporation 
of America. 








“J may look different with my hat on 
but go ahead and shoot,’ D. H. Conover 
told the cameraman. D. H. is purchasing 
agent of the Meyers Electric Supply Co. 
of Los Angeles. 





An Impressive Majority of All Motor 
Car Factories 


—are equipped with Square D Safety Switches. 


The strong trend toward the Square D in this dis- 
tinctly modern industry—whose equipmentis so new 
and advanced—bears a significance that cannot 
fail to register with every user of electric current. 


It is a still more telling fact that the Square D’s 
high position is everywhere credited to its superior 
quality, and to the exclusive features which em- 
body its assurance of permanently reliable service. 


SQUARE D COMPANY, DETROIT, U.S. A. 
FACTORIES AT: DETROIT, MICH., PERU, IND. 


BRANCH OFFICES: Boston, Buffalo, Chicago, New York, Pitts- 
burgh, St. Louis, Philadelphia, Cincinnati, Milwaukee, Atlanta, 
Cleveland, San Francisco, Los Angeles, Syracuse, Kansas City, 
New Orleans, Baltimore, Columbus, Minneapolis, Indianapolis (58) 


SQUARE D COMPANY, CANADA, LTD., WALKERVILLE, ONT. 
BRANCH OFFICES: Toronto, Montreal 







See 

Sat. 

Eve. 
Post, 
June 7th 
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Making Technique Work for Turnover 


Seeking the Rare Combination of Technical Radio Knowledge and Merchandising 
Instinct—Prices and Other Problems 


By C. A. RICE 


Manager Radio Department, Electtic Appliance Co. 


ARLY in 1922 radio loomed up 
E not only as the current national 
hobby but as a commercial sales pos- 
sibility with a practically unlimited 
prospect list. Being primarily and 
essentially electrical, the burden of 
its development and stabilization fell 
During 
the scramble which we all remember, 


on the electrical industry. 


the sellers of radio had no time to 
speculate as to its future in years to 
come. ‘They had to get the stuff as 
fast as possible, and that proved to 
be about half fast enough. 

Likewise they had to gather quick- 
ly men who could sell it fast. So it 
was that men with technical knowl- 
edge and practical experience in 
wireless telephony were much in de- 
mand. The regular salesman and the 
dealers had to face customers (many 
of them in short trousers) who knew 
more about radio than the sellers. 
Said dealers and salesmen were thus 
placed at a disadvantage through no 
fault of their own. The radio 
“Gadget” as he was affectionately (?) 
known, was a person of mysterious 
knowledge and astounding vocabulary, 
looked on by laymen as the corner 
butcher would regard a surgeon, and 
not until he showed merchandising 
ability was he established as a neces- 
sary part of the business. 

The result of this situation was that 
most of the radio sold in stores in 1922 
was sold by men with plenty of tech- 
nical knowledge, but without that mer- 
chandising instinct which comes from 
actual selling experience. The prob- 
lem faced then was to take a man 
with technical knowledge and imbue 
him with the importance of building 
up a business instead of a debating 


society. 


Had radio been the passing 





C. A. Rice 
He came to the Appliance Co., with 
some real sales experience to back up his 
technical knowledge. He admits it is hard 
to sacrifice technique for turnover, but 
evidently has made the grade. Entering 
the Navy in 1917, he operated, on a sub- 
chaser, one of the very first practical 
wireless telephone sets—the old CW936 
with a 13 mile range. He also served with 
the Marconi company as a marine oper- 
ator. 


fad that some thought it, this would 
not have been necessary. It was 
when the thing proved itself a stayer 
and a life-saver that the jobbers threw 
out the dragnet for likely radio tim- 
ber. 

Let us consider the mental attitude 
of the radio “crack”” who was put to 
work selling in 1922. We are all 
more or less creatures of violent likes 


and dislikes regarding the stuff we 
use. What once works well for a 
fellow is liable to claim all his affec- 
tion to the exclusion of other equally 
efficient apparatus. Now the keynote 
was that the jobbers, in training young 
men to sell radio, did not expect to 
stifle these personal preferences. They 
simply had to bring his nibs down to 
earth and neutralize his partisanship 
to the point where he would cheer- 
fully sell what the house was handling 
and not something he liked better or 
something that would be invented in 
the future. 


Another thing needed was some 
idea of sales floor etiquette, as wit- 
ness the young radio man with a great 
front and plenty of real knowledge, 
but who horned into the boss’s con- 
versation with an out-of-town cus- 
tomer something like this: “Aw, 
there’s lots of loud-speakers in town 
’s for 





—I saw ’em advertised at 
29 bucks!” To err is human, to for- 
give divine, but one “‘loud-speaker’ 
left the house rather suddenly that 
night. Fortunately many radio men 
had the required merchandising in- 
stinct dormant or undeveloped and 
the standard is improving steadily. 

Another problem in boosting radio 
business for a jobbing house is the 
perfectly competent salesman who ha; 
sold supplies all his life, who loves 
radio for itself, but never gets going 
properly in the matter of turning in 
radio orders. ‘This seems strange in 
deed, but is just as true as that other 
salesmen have caused the supply end 
some slight alarm by their radio vol 
ume. 

Having sold automobiles, I find 
many parallel truths in radio selling 
For a long time auto salesmen hav: 
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comfort, { 


convenience, | 


been selling 
pleasure and worth-while living in: 
stead of construction, carburetors, etc. | 
The same is true today of the success: | 
ful radio the | 
pleasure and education to be derived 
instead of windings and microfarads. 





salesman—he sells 


This was probably the radio expert's 
hardest task—to get away from the 
technical talk and on to the ultimate 
result in terms of reception. 


Another radio activity which re- 
minds me of selling autos is the 


“Radio all 
Once upon 


summer long’ movement. 
a time, up in Wisconsin, 








A. Rice and the CW936 on U. S. 
Sub-Chaser No. 277. 


we started out in sleighs in the dead | 
of winter to sell autos to the farmers. | 
When the neighbors in town heard 
of this there was much shaking of 
heads and padded cells were freely 
mentioned. But though we sometimes 
had to leave the sleighs and walk the | 
rest of the way, many farmers bought | 
cars. What is better, those who didn’t 
buy then were already sold when 
spring came. Consider that only aj| 
few years ago only 11 per cent of the | 


autos were sold in winter, today it 
45. The same thing will come to 
pass in radio if the present summer 


is 


campaign is carried through. 

One radio evil that many electrical | 
firms are trying to eradicate is the 
multitude of 
morally or ethically entitled to deal- 


wholesale buyers not 


ers’ prices. Through large mail order | 
houses not only thousands of mer- 
chants in other lines but their friends, 
can buy radio at wholesale. Consider 
the effect and scope of a dealer’s 
catalog sent to firms for circulation 
mong their hundreds and sometimes 
The 


feature is that the outside merchants 


thousands of employes! worst 
who can buy radio at wholesale from 
the big catalogs are the very ones 
who are never called on to give a 
wholesale price themselves, indeed, 
they would not consider it except in 
1 neighborhood agreement of direct 
xchange. 





Another example of wholesale price 
abuse is amusing but nevertheless dan- 
gerous. I refer to the embryo radio 
fiend who at a tender age hits on the 
idea of getting wholesale prices by 
of the 
cruder orders are easily detected, as 


Wallingford methods. Some 
the scrawled sheet of ruled letter pa- 
per which says: “Send me the follow- 
enclosed’’—and 


ing material—check 
ends up with the statement: “I am a 
dealer in radio.” Others are foxier 


and use printed letterheads, which 
cost next to nothing in small towns. 
These have to be carefully checked 
and investigated to avoid offending or 
doing an injustice to a bona fide rural 

The young- 
to tip their 
hands in some way or other and are 


dealer just starting up. 
sters usually manage 
inclined to become indignant when 
asked embarrassing questions. 

An instance worthy of mention is 
one where quite an ambitious letter- 
order with 


head bore a_ substantial 


rush all over it. However, the line 
“Radio 
investigation 
pany (?) to be two lads of 16 and 
18 
wisely that a saving of $35 justified 


Supplys’” aroused suspicion 


and showed the com- 


years respectively who figured 


| a couple of dollars worth of stationery. 


These attempts are many and persis- 
tent, and without eternal vigilance on 
the jobber’s part they would be suc- 
cessful enough to bring complaints 
from real dealers. The fact that much 
of this has gotten by is due to the 
newness of radio and its being still 
pretty much of a game for the youth 
of the country. 

To put the situation of radio today 
in a nutshell, there are new fields 
opening up and there are fields which 


have barely been started. To satu- 
rate these fields as far as possible 
and to assure the future success of 


the jobbers selling radio, technical 
knowledge is still necessary, but it 
be 


buying, judicious advertising and the 


must subordinated to intelligent 
strongest kind of sales effort. 


* + * 


San Francisco Jobber Adds 
Radio 
Coincidental with a recent enlarge- 
ment of its store, the Universal Elec- 
tric Co., San Francisco, Calif., added 
definite 
part of the business. 


radio as a and permanent 

The 
will carry a complete line and ex- 
pects to do its bit toward “Radio All 


Summer Long.” 


company 


—~— 


war rencnene ern 
ae 
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Adjustable Resistors 


for Radio Circuits 





A New Product 


for Radio Dealers 


Radio Fans are always trying new 

circuits and are now turning to 

special circuits requiring resistors 

of high value, many of which must 

be adjustable. To meet the in- 

creasing demand for this type of 

unit, the Allen-Bradley Co. has de- 

veloped the Bradleyohm made in 

three ranges. 

Bradleyohm 10—10,000 to 100,000 
ohms. 

Bradleyohm 25—25,000 to 250,000 
ohms. 

Bradleyohm 50—50,000 to 500,000 
ohms. 


The retail price of each of these 
units is 32.00 subject to a very am- 





ple resale discount to jobbers and 
dealers. New literature has been 
prepared on this item which we 
shall be glad to send to all jobbers 
or jobber’s salesmen upon request. 











Milwaukee, 
Wisconsin. 


492 Clinton 
Street 


ab 


Manufacturers of the 
Universal Bradleystat and Bradleyleak. 


Use the 


Bradlexohm 


THE PERFECT RESISTOR 
A KEREERESEBREERE EERE EEE EEE SEE SE SES ES 
Allen-Bradley Co., 

492 Clinton St., Milwaukee, Wisconsin. 


Please send us immediately, your jobber 
proposition on the Bradleyohm which we 
understand is another Allen-Bradley 100°. 
jobber product. 


Name 


Address 
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HE mechanical principles of the new M4 
Reproducer, as illustrated in Magnavox Na- 
tional Advertising to appear in July magazines 








with a total circulation of nearly six millions. 


The Reproducer Supreme 
with a Human Throat ce 


N radio reproduction the essential and decisive factor is 

not the external shape, appearance or material of the 
instrument—but the perfection of the mechanism hidden 
within the base. Only the mechanically perfect instrument 
can long survive. 

















The development of the new M4 Reproducer, with its 
marvelous semi-dynamic principle of operation (shown 
above), greatly enhances the value of the famous Magnavox 
line of Radio “Reproducers Supreme.” 
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Each of the models listed below is a “best seller” in its 
particular class, and Magnavox National Advertising 
and Dealer Service constantly extend their reputation. 


Reproducers 


M4—Semi-dynamic, the Reproducer Supreme for those who desire an 
instrument capable of operating without a battery. Beautifully 
finished in dark enamel with gold high-lighting and equipped with 
5 feet of flexible cord ready to connect as simply as ahead-set. Price $25.00 


M1—Constructed on the same principle as the M4, of larger size: 
requires no battery : ; , ; . : : Price $35.00 


R3—Electro-dynamic, for use with all types of vacuum tube receiving 
sets. Can be operated at any point between .l and .6 ampere when 
supplied with six volts from “A” battery. Equipped with Volume 
Control that controls the volume of reproduction from very soft 
to very loud, as desired . : ; ; Price $35.00 


R2—Constructed on the same principle as R3, and designed for those 


who desire the utmost quality in the reproduction of broadcast 
programs ; : ' ; : ; . ; ; Price $50.00 


Combination Sets 


Al1-R and A2-R—the only instruments combining electro-dynamic 
Reproducer and Power Amplifier in one unit Price $59.00, $85.00 


Power Amplifiers 
Al, AC-2-C, AC-3-C—The most efficient audio-frequency Ampli- 
fiers: one, two and three stage . f ) Price $27.50 to $60.00 


The Magnavox Selling Plan insures frequent repeat 
orders for salesmen by directly assisting dealers to build 
a profitable Magnavox business. Details on request. 





THE MAGNAVOX CO., OAKLAND, CALIF. 
New York Office: 350 West 31st Street 


Canadian Distributors: Perkins Electric Limited, Toronto, Montreal, Winnipeg 


AGNAV 
M: INAVOX 


















THE JOBBER’SfAJSALESMAN 



















" 


BRANSTON KIT No. R-99 


f CONSESTING 
\ 6° Spe to hoon 
‘ 4 mee 
; : 
, oa 





Branston 
Kit 
No. R-99 
$36.%° 


or 














Add Miles and 
Smiles with Bran- 
ston Standard 
Radio Parts. 


Tell your dealers how easy it is to 
build a Super Heterodyne Receiver! 


LTHOUGH the Super Heterodyne is acknowledged by 
radio experts to be the best method of reception yet de- 
vised, it is an easy set to build. The essential parts are contained 
in the Branston Kit No. R-99 illustrated above. These consist 
of 1 Oscillator Coupler, complete with mounting brackets, bank 
wound inductance and adjustable coupling coil with locking de- 
vice; 3 Intermediate Radio Frequency Transformers, very 
sharply tuned and completely shielded; 1 Special Transfer Coup- 
ler for first or last stage of Intermediate Frequency; and 1 Spe- 





BRANSTON 


Standard Radio Parts 





Honeycomb Coils, 16 Sizes 


Coil Mountings 
all Styles 


Licensed under DeForest 
Patents. 


Audio Frequency Transformers 

Intermediate Radio Frequency 
Transformers 

Air Core Transformers 

Radio Frequency Transformers 

Lightning Arresters 

Multiphone Jack Boxes 

Series Parallel Switches 

Jacks 

Telephone Plugs 

Head Sets, etc. etc, 











cially Designed Antenna Coupler so 
that either loop or antenna can be used. 
This apparatus has been specially de- 
signed for Super Heterodyne, Ultra- 
dyne and similar circuits. It has been 
rigorously tested and proved better 
than any heretofore obtainable. 


“Super Heterodyne Construction” 
(Price One Dollar) 


This book gives large circuit blueprints 
and full size panel layout. With its 
complete instructions any radio ama- 
teur can very easily build a Super 
Heterodyne Receiver that will be ex- 
tremely selective, free from interfer- 
ence and will give unusual volume and 
range with great clarity. 


CHAS. A. BRANSTON, INC. 
825 Main St. Buffalo, N. Y. 


In Canada—Chas. A. Branston, Ltd., Toronto 
In England—Chas. A. Branston, Ltd., London 








| 


_ Radio Undesirable As Adver- 


tising Medium 


J. C. MecQuiston, manager of the 


| publicity department of the Westing- 


house Electric & Mfg. Co., has said 
unreservedly, that radio cannot estab- 
lish itself as a successful or desirable 
advertising medium. This statement 


| was made at the meeting of the Engi- 


| 





J. C. McQuiston 


neering Advertisers’ Association in 
Chicago, on April 14. His address 
was broadcasted from station KYW. 

His assertion, which may be re- 
garded as a summary of the views of 
the Westinghouse company on this 


| subject, is founded on two specific 
| arguments. (1) Radio lacks authority, 


as the public requires the confirmation 
of the printed word. (2) Radio is a 
home institution and should not be 


| permitted to enter the home except 


where freely invited and welcomed. 


|For this reason radio advertising 


would be handicapped. 
Further, he said that radio will 
have its effects on changing the habits 


of the people. They will step a little 


faster, think a little faster and more 
quickly grasp a situation because of 
it. Action will be stimulated because 
of a better appreciation of things in 
general. That this will affect the 
newspapers and magazines is not 
anticipated. Radio will act only as a 
supplemental agency to the news- 
a wonderful force to stimu- 





papers 
late interest in more reading. No 
matter what is said over the radio it 
seems almost necessary that this 


should be set in print to give it the re- 
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New Radio Products, Illustrated 











The Magnavox Co., Oakland, 
Calif., is now distributing to the 
trade its new model R 3 radio re- 
producer. ‘This instrument com- 
bines greatly increased sensitivity 
with minimum current consumption 
and also involves a new volume con- 
trol, enabling the instrument to be 
operated on any point between a 
minimum current consumption of .1 
ampere and a maximum of .6 am- 
pere when supplied with 6 volts. 
This improvement contributes to a 
saving in current consumption as 
well as making possible true sound 
modulation. 




















The Benjamin Electric Mfg. Co., 
847 West Jackson boldevard, Chi- 
cago, has recently placed on the 
market a “cushioned” socket for 
vacuum tubes. The tube-holding 
element of the socket floats on 
light springs which act as shock ab- 
sorbers for protection of the tube 
under vibration or jar and the re- 
sult is clearer reproduction. This 
feature eliminates the ring in the 
phones when the switch lever is 
moved over the switch points or 
when other vibration is present. The 
binding posts are mounted on a sep- 
arate base, therefore the wiring to 
the socket does not come in contact 
with the tube-holding element and 
the shock absorbing feature in no 
way interfered with by the stiff bus 
wiring. 


‘ vice by which strong, safe con- 


A wire fitting display box 
containing small terminals for 
use in building radio sets and 
labor saving wire fittings for 
installing them is being offered 
by the H. B. Sherman Mfg. 
Co., Battle Creek, Mich. This 
assortment also includes Sher- 
man fixture connectors, a de- 





nections between wires can be 
instantly made without solder- 
ing. 








“Radio Powr” is the trade name for a filament 
heating transformer for use with vacuum tubes on 
alternating current only. It permits the application 
of alternating current to heat the filaments of radio 
frequency and audio frequency amplifying tubes 
without hum and distortion. Regardless of the type 
used as a detector, the application of alternating 
current to any detector tube which handles audio 
frequency currents has been found to be unsatisfac- 
tory, but it will operate the first detector of a 
“Super-heterodyne” receiver or the detector tube of 
a “Super-regenerative” receiver. It is a product of 
the Eagle Carburetor Co., Cleveland, Ohio. 

















q wag A 





Condensers constructed with a vernier adjustment have practically become a 
necessity as more and more broadcasting stations get into operation. The con- 
denser shown at the left is constructed with double cone bearings. The adjust- 
ment screw makes possible a smoothness of action which is highly pleasing. The 
extra large brass center post, the aluminum blades anchored securely in the large 
supporting posts, which in turn are fastened rigidly to the hakelite ends, 
guarantee proper spacing of the blades at all times. A large brass screw con- 
trols the adjustment of the blades. The “H & H” rheostat No. W298 pictured 
at the right is an extra high quality device which has a distinct appeal to the 
amateur wireless enthusiast. The outstanding feature of this condenser is the 
air cooled windings, entirely suspended in air, which is the ideal construction in 
rheostats. As in all “H & H” rheostats, the best grade of resistance wire is 
employed, careful attention being given to the windings, so that uniform spacing 
is assured. This gives that smoothness of control and action so much desired 
by the operator. All metal parts are finished in polished nickel. These products 
are being offered by the Hart & Hegeman Mfg. Co., Hartford, Conn. 
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New Radio Products, Illustrated 








The amplification of wavelengths of the order of 
10,000 meters requires a transformer or design ma- 
terially different than that required for short wave 
radio frequency, or audio frequency amplification. 
As it falls between the ranges of these two types 
the usual tendency is to make it a modification of 
one of them. The type 271 M. F. transformer has 
been designed to meet the requirements for a medium 
frequency transformer for use in long wave reception 
and in superheterodyne sets, and is being offered by 
the General Radio Co., Cambridge, 39, Mass. 





The Allen-Bradley Co., 286 
Greenfield avenue, Milwaukee, 
Wis., has added another item 
to their increasing list of radio 
products as the “Bradleyohm.” 
It is an adjustable resistor 
which is similar in operation 
to other Allen-Bradley graph- 
ite disc rheostats. The re- 
sistance of the “Bradleyohm” 
is varied over a wide range by 
applying or removing pressure 
on the two columns of treated 
discs by means of an adjusting 
knob. It has been designed to 
meet the growing demand for 
reliable adjustable resistors for 
radio circuits. 





A crystal detector that 
has become very popular 
during the past two years 
is being made by the 
B-Metal Refining Co., 525 
Woodward avenue, De- 








as the “B-Metal” loud 
talking crystal. This 
crystal is done up in a 
nickel plated shell. 


i/ ( Ue troit, Mich. It is known 

















The Day-Fan radio set OEM 11 com- 


Simplicity of operation and construction makes this new “Trirdyn” 3 R 8, 
made by the Crosley Radio Corp., Cincinnati, Ohio, an excellent receiver for 
all purposes. This circuit it is asserted will give signal strength equal to five 
tubes, though using only three; uses tuned radio frequency amplification with 
the first tube; Armstrong regenerative detector action with the second; 
reflex amplification by employing the first as an audio frequency amplifier, 


and one stage of audio frequency with the third. 


bines the most wanted features such as: 
five tube range and volume with three 
tubes; low “B” battery consumption, 6 to 
8 milliamperes; selective; permanent sta- 
tion log, and does not radiate. It is a prod- 
uct of the Dayton Fan & Motor Co., Day- 
ton, Ohio. 


‘ 











The radio frequency air coil transformer 
was designed for most any type of tuned 
radio frequency. Three of these units 
and two neutralizing condensers are 
packed in a display box and are made by 
the R. Mitchell Co., Boston, Mass. 








Herewith is featured a condenser 
for use in radio reception, known as 
the “Flewelling” type R condenser, 
developed by the Buell Mfg. Co., 
2973 Cottage Grove avenue, Chicago, 
Ill, having 1/16 in. brass plates, 
ball bearings, and is of a rugged 
construction. The condenser is 
mounted on the panel. 








The No. 107 single panel socket 
which is being made by the Hoosick 
Falls Radio Parts Mfg. Co., Hoosick 
Falls, N. Y., is made from genuine 
sheet bakelite which makes it strong 
and desirable. This socket can be 
used for surface as well as panel 
mounting as there are two holes 
drilled in the side for this purpose. 
It is equipped with laminated con- 
tacts, the nickel plated phosphor 
bronze contacts being reinforced by 
spring steel which insures proper 
contact with the points of the tube 
at all times. 


















June, 1924 THE JOBBER’S{A|SALESMAN 








quired background of authority. In 
business we quote prices and make 
promises which we must later confirm 
in writing or in print before the state- 
ments are accepted as having full 
authority. For the same reason the 


public will become even greater read- | 


ers in order to check up statements 


that they have heard through radio. 
* * * 


Radio Manufacturers’ Asso- 
ciation 

Less than two months ago a hand- 
ful of Chicago manufacturers started 
what is known as the Radio Manu- 
facturers’ Association, but already it 
has attained national importance. 

The first action after a charter had 
been obtained was to elect a tempor- 


ary board of directors to serve for | 


90 days, at the expiration of which 
time all the members will participate 
in election of permanent officers and 
will fix the initiation fees and dues. 
The temporary board of directors 


comprises: Herbert H. Frost, Her- | 
bert H. Frost, Inc.; A. A. Howard, | 


Howard Radio Co.; E. N. Rauland, 
Rauland Mfg. Co.; A. J. Carter, Car- 
ter Radio Co., and Frank Reichmann, 
Winkler-Reichmann Mfg. Co. Offices 
have been opened at 123 West Madi- 
son street, with Charles H. Porter in 
charge as temporary secretary. 
* & & 


Sell More Amplification in 


Summer 


A logical and effective idea to boost | 
summer radio sales has been used by | 


the Thordarson Electric Mfg. Co. If 
your dealer says that the public will 
not buy radio sets during the summer 
months, because of decreased signal 


strength, tell him to sell the customer | 


on the idea of more amplification. 
Deionization of the air during the 
long hours of sunlight we all know 


weakens the strength of the signals. | 


By buying a set. with more amplifica- 


tion than he had originally intended, | 
at a small additional expense, or add- | 
ing amplification to the set he already | 


has, the customer can _ materially 
lengthen his receiving hours and range 
in summer and have a better all the 
vear around set. 


In other words, he is going to buy | 


a set anyway, why not buy one that 
will perform under the test of the 
most adverse conditions, then he will 
have something that he may be ex- 
remely proud of and which, taken 
he year through, will give him the 
maximum amount of pleasure? 











Radio 


JOBBERS! 


The New Hartman Variocoupler 
with Basket Woven Disc Rotor 


Retails at a Competitive Price 


a $450 ee it 


rotor being submerged in Stator Field. 


SOLD THRU JOBBING TRADE ONLY 


The Hartman Electrical Mfg. Co. 
32 East 5th Street, Mansfield, Ohio 





Hartman Loo 
Stays Taut and True 
Price $9.00 








Clearer reception and maximum efficiency is insured through 
minimum coupling with the Basket Woven Disc Rotor. Check 
these points carefully: (a) Pig Tail Contacts; (b) Genuine Bake- 
lite Tube; (c) No Live Brackets; (d) Dead Shaft with NO 
capacity effect in tuning; (e) 180° dial adjustment WITHOUT 


Write for proposition on this and other radio products. 


Products 

















about the 


SELLS ON 
MERIT 


No. 500, 660 Watts 
Investigate Now! 


EVEN-HEAT-ELECTRIC CO. 


2431 Canton Ave. Detroit, 








When Your Dealer Asks 


EVEN -HEAT-LINE 
What Will You Tell Him? 





U. S.A. 


A Good Name Is Worth Something 
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Up to th 
Progress of Radio 


Material and workmanship equal to the 
most exacting requirements of the latest 
circuits. 


FOR Superheterodyne 
Inverse Duplex 


USE Vernier Cap. 
or Plain Cap. 


Superdyne 
Four-Circuit Tuner 


-00057 Mfd. (24-Plate) 
.00055 Mfd. (23-Plate) 


Condensers of recommended capacity for 
all known circuits. 


End .Plates of CELORON 
100% GUARANTEED 
“Make-Good” Goods Make Profits 


Must pay to sell U. S. Tool Condensers, 
because dealers have sold them since the 
beginning of radio. . 


Write for Proposition 


U. S. TOOL CO., Inc. 
124 Mechanic Street 
Newark, N. J. 











RELIABLE 


NEUTRALIZING 














[RELIABLE [7 ( 
CONDENSER 
They sell. 


They sell every day. 

They sell in good quantities 
too. 

Because the wonderful neu- 
tralizing ability of these 
little condensers is appre- 
ciated. On tuned radio cir- 
cuits it is especially valuable 
for tuning to the higher 
wave lengths. It helps clari- 
fication, 

You mention 
Your customers 
ready with an order. 


THE RELIABLE 
PARTS MFG. CO. 


2819 Prospect Ave. 
Cleveland, Ohio. 


= $120 


Mounting 


Send 9 
for 24 

condensers 
in display 
carton. 


Sales 
You 
Can 
Rely 
On 


“Reliable.” 
be 


will 





PRICE 
Each 
On DF LU LBLE 
Precision Variable 
MicroAir ~ 
Condenser 


A NECESSITY 












National Home Lighting Essay | 


Contest 

The first definite explanation of the 
plans and purposes of the national 
campaign for better home lighting 
that is being organized by the Light- 
ing Educational Committee was pre- 
sented at the first formal meeting of 
the committee in New York in April. 
It was announced that two-thirds of 








the fund of $500,000 being raised | 


among electrical and lighting equip- 
ment manufacturers was already 
pledged. The fund will be used to 
finance a national essay contest among 
the children of the 
States and Canada which will 


school 
con- 


sist of a great number of local con- | 
tests conducted according to the na- | 


tional plan under local committees. 
All the children of the public and 
parochial schools of the grammar and 
higher grades will be eligible. 

The children will be provided with 
a contest book and a series of lessons, 
and after study and the actual visiting 
of homes to inspect the :ighting equip- 
ment, the contestants will prepare a 
short essay and designate in the con- 
test book the lamps and fixtures they 
recommend for the lighting of a model 
home which will be pictured in the 
book. Winners of the local contests 
will then become eligible for the na- 


| tional competition. 


Before the essay contest, a com- 
petition will be conducted among 


American architects, and prizes given | 
| for the 


three best model houses of 


| different sizes in which, of course, 








the design and specifications for elec- 
tric lighting and equipment will be a 
prominent feature. 
will be presented to the winner of 
the essay contest, built on any lot 
provided. There will be other prizes, 
principally scholarships and tours. 
The essay contest will be supported 
by an elaborate program of local and 
national advertising, and will have the 
active co-operation of the American 
Institute of Architects, the National 
Education Association and the Eye 


The prize house 


Sight Conservation Council. 
ciety for Electrical Development will 
be employed extensively in the pro- 
motion of the campaign. Full details 


of the plan were announced at the | 


meeting of the National Electric Light 
Association at Atlantic City last 
embodied in a _ paper by 
James E. Davidson who is chairman 
of the Lighting Educational Commit- 
tee of the association. 


month, 


United | 





The So- | 





WAM / 
Ce iy 


“The Crustal With a Soul” 


DE-TEX-IT 
A FIXED DETECTOR 


More Power—Greater Volume 
A Superior Rectifier 
Double Contact 
Proper Resistance 
Perfect Balance in Reflex Circuits 


Best For 
Reflex and 
Crystal Sets 







Catwhisker troubles eliminated, re- 
quires no adjustment. Will stand 
heavy plate voltage. Will not burn 
out. Jobbers, you can recommend 
De-Tex-It to your radio dealers 
without any fear of a comeback. 
They are built to last and will give 
better satisfaction than any detector 
on the market. 

SALESMANAGERS: Send for sam- 
ple and bulletin. Sold on strict job- 
ber policy. 


Celerundum Radio Products Co. 
170 SUMMER ST. 


BOSTON MASS. 














A GOOD 
BUY 


A majority of the job- 
bers’ 


country 


salesmen of this 
The 


JOBBER’s SALESMAN the 


consider 


best buy they ever made 
for $1.00. Think of 12 
issues full of live, inter- 
esting sales helps for one 
little iron man! Subscribe 
today and recommend 
Tue Jopper’s SALESMAN 


to your friends. 
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The Fastest 


Selling ltem 
in Radio 


OU will have no trouble selling 

Music Master during the sum- 
mer months. Continuous advertising 
both to your dealers and to the general 
public will keep sales booming. 


This summer the air will be literally 
crowded with the broadcasting of party 
conventions and general political activi- 
ties, not to mention many sporting 
events of interest to everyone. All of 
which can be enjoyed through Music 
Master, because the tones are clear 
and natural—with no muffling, blast 
or distortion. 


The mellowing influence of the 
wood horn and the clearness and accu- 
racy of the precision instrument in the 
base give this tone quality that is the 
needed addition to so many radio sets. 


Keep in mind that Music Master 
will sell when other radio items will 
not. Put your summer selling effort 
into the product that is summer adver- 
tised. 


{Music [Master Corporation 
(Formerly General Radio Corporation) 
Walter I.. Eckhardt, Pres. 
Makers and Distributors of High-Grade Radio Apparatus 


10th & Cherry Sts. 
Chicago Philadelphia, Pa. Pittsburgh 





RADIO REPRODUCER 





































TER in place of head- 


Phones. 


No batteries required. 21-inch Model, for Con- 
No adjustments. certs and Dancing.... $35 


Connect MUSIC MAS- 14-inch Model, for the $30 
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Two New SE-AR-DE Products That / 


|| Will Build Sales for You and Your 
|| Dealers. 














Display Carton Audio Freauency Transformer 


The radio frequency Air Coil Transformer It is a very easy matter to build some- 
was designed to be used in most any type thing that looks like a transformer, but it 
of tuned radio frequency. They are mounted takes brains and experience to build one like 
on our No. 111, 11 plate variable condenser our No. 132. 

(.00025MF Cap.). Large? Yes, but if you could only hear it 

These units, when properly assembled, will Work you would forget the size. 
prove very efficient and cover a wave length We have produced a transformer which is 
of 230 to 580 meters. about 30% louder than some well known 

The compensating condenser furnished makes, and talk about an amplification curve, 
was designed particularly for use with coils well just ask us for a copy and you will find 
and the capacity can be thrown to either it belies its name. 





Zjjjéd 


side of the circuit as desired. The transformer is 4 to 1 ratio and is built 
These units make ideal tuning elements in first-class shape. 
for several of the “dyne” type of sets. Salesmen, place one each of these trans- 


Three of these units and two neutralizing formers in your sample case and show to 
condensers are packed in a substantial dis- your dealers on your next trip. They will 
play box. make sales for you with your hard prospects. 
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R. MITCHELL CO. 
255 Atlantic Ave. Boston, Mass. 


For 47 years Manufacturers of Scientific and other equipment 
Look for trade mark on every piece 
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Two sizes of H&H Adjustable Socket 
(at right) will do for almost every 
combination of candle and candle 
holder. The illustration shows the 
double-frame construction with two 
adjusting screws— which gives great 
convenience and strength. Nomore 
fussing with ‘‘one-armed”’ hickies! 


Slip the screwdriver be- 
tween the two adjusting 
arms, and you can turn the 
socket down tight with no 
trouble at all—see z//ustra- 
tion in the circle below. 
Then set the socket to the 
height you want; tighten 
either of the handy adjust- 
ing screws, and the job’s 
done! 





Saves Time Rigging up Makeshifts 


This H&H Adjustable Socket a/one meets nearly every 
need in the assembling of candle fixtures. Note that two sizes of the 
“*A djustable’’ take care of practically a// combinations of candle and candle 
holder! Short sockets and other ‘‘specials’’ in the two-arm type complete 
the line—afford a new ease in wiring—a new place for H&H Quality to help 
you. Send word that you’d like the new circular on these ‘candles,’ and 
free sample of the Adjustable Socket. 





THE HART G& HEGEMAN Mra.Co. HARTFORD, CONN. 
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Proper mixing of the ingredients used 
in ACE and VICTOR Dry Cells pro- 
motes uniform corrosion of the can 
and gives the maximum energy for a 
greater length of time. 


eT (an 


ty 


| _ 
| THE CARBON PRODUCTS CoO. | 


ACE Dry Cells a Dia 


aoseuhenihlininiieetnnteeementigi imeinmmninnnitt “O% 
ACE Hot Spark Batteries ; y * 
ACE Flashlights and Flashlight Batteries a A po , IT 5 


ACE Radio Batteries. ACE Carbon Brushes 

ACE Welding Carbons. VICTOR Telephone Cells 

DICKEY Projector Carbons 

Complete line of Carbon Specialties of the 
highest quality 
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Advantages of the Single 
Line Policy 
(Continued from Page 6) 


tage of man power for this particular oper- 
ation can be decreased practically in pro- 
portion to the number of items of stock 
eliminated. 

Under the same heading, we have pric- 
ing, editing and stock maintenance. A 
reduction of duplicating lines will sim- 
plify pricing and editing, thereby elimi- 
nating costly errors, and will reflect some 
saving in warehouse employees. 

Second.—Elimination of credits due to 
errors in assembly. Picture, if you will, 
the jobber’s stock room with one kind: of 
schedule material, outlet boxes, loom, con- 
duit, etc., ad infinitum, and in many in- 
stances several of the different classes of 
merchandise coming from one source of 
supply. On the standard package floors, 
each class of goods will naturally be lo- 
cated in one particular space, and in the 
broken package department again it will 
be concentrated on one group of shelves. 
You will undoubtedly see also a neat, well- 
arranged stock room. 

Third—Economy in warehouse floor 
space. Let us state, however, that wher- 
ever it is possible to eliminate a duplicat- 
ing line, a warehouse saving of at least 25 
per cent in floor space required for this 
particular class of merchandise is effected. 

Fourth.—Opportunity of training sales- 
men to sell versus taking orders. Let us 
suppose you are handling three brands of 
so-called loom, Flexduct, Loomflex and 
Duraduct. Your salesman in calling on his 
contractor comes to this item on his want 
list. The customer asks the price of 7/32. 
The salesman quotes, let us say, $20.00 
per thousand feet. The price, as usual, is 
high. Only one of two courses is open to 
the salesman. He must cut his price and 
profit to meet his unbusinesslike competi- 
tor or lose the order. He will not talk 
the quality of any one of the brands above 
mentioned for three reasons: First, he has 
not been trained on the salient features of 
the different tubes, in all probability; 
second, if he had been properly schooled, 
he would undoubtedly become confused 
and improperly apply his sales arguments ; 
third, if he happened to be such a loom 
expert that he could convincingly expound 
the merits of each and happen to sell 
Flexduct, in all probability Loomflex 
would be shipped. I need not attempt to 
explain the strained relations that would 
inevitably follow this transaction. The 
facts are that the salesman would not 
hazard the chance. 


On the other hand, suppose he had been 
trained thoroughly on one specific brand 
of tube that his house merchandised. If 
he were a real salesman, he would in all 
probabilitv get the order and get his price. 

Fifth—Increased profits due to more 
rapid turnover and decreased expense. 
Many thousands of dollars are spent by 
electrical jobbers annually for pay-rolls 
on purchasing agents, department man- 
agers, store-keepers and sales managers, 
not the least of whose responsibility is or 
should be to eternally and vigilantly strive 
to increase the spread or angle, if vou 
please, between the sales and merchandise 
investment curve. The more obtuse the 
angle, the faster the stock movement and 
greater the turnover. This is positively 
the most contributing factor to the suc- 
ress of the business and even more vital 
than either gross volume or gross profit 
rate. For example, let us take a million 
dollar business with an average 18 per 


cent gross rate and a four time turnover. 

The investment would be $250,000 and 
the gross return on investment 72 per cent. 
With a five time turnover, the same invest- 
ment would yield a gross return of 90 per 
cent. But you will ask, what has this to 
do with merchandise standardization, and 
my answer is that the elimination of 20 
per cent of your stock investment in du- 
plicating lines will necessitate an increase 
of your standardized merchandise of not 
to exceed 10 per cent. You will have a 
12 per cent actual shrinkage in stocks 
which means 9 per cent increase in your 
gross return on the same million dollar 
business. 


Sixth.—Benefits that will accrue to cus- 
tomers. It is my opinion that all of the 
advantages herein discussed would be ap- 
plicable to and enjoyed by the contractor- 
dealer who conducted his business on such 
a policy in proportion to the volume of his 
business, and that in addition he could 
more surely build for the future with a 
consistent policy of standardization on 
high grade merchandise. 

It occurs to me that there is one hazard 
coincident with the general adoption of 
such a code of practice among jobbers, 
and that is the failure to provide and rec- 
ognize an outlet of distribution for cer- 
tain legitimate manufacturers. The builder 
of a line of electrical merchandise of real 
merit who determines to operate on a 
sound policy of jobber distribution should 
have recognition. The failure to provide 
it by jobbers of our class must force the 
goods through an undesirable outlet and 
ultimately build an organization whose 
competition is destructive and whose ex- 
istence is not justified by the breadth of 
service rendered. Manufacturers that fall 
in this category are not numerous and 
they can be offered jobber co-operation 
without seriously interfering with the one 
line policy —Abstract of an address be- 
fore the Missouri River Club. 


Business Is Man 


(Continued from Page 12) 


and urged me to visualize that in 
terms of cooking operations for a 
family of five. Of course, it worked 
out all right and the estimated cost 
But still I was net 
to but 


was reasonable. 
convinced—I 
wasn't. 
“Finally I asked the lighting com- 
pany to tell me what its average bill- 


wanted be, 


ings were to families where the cook- 
ing requirements approximated mine. 
It was these figures that made me buy 
the range because they confirmed what 
the salesman had told me and what the 
manufacturer had- claimed for his 
I bought the range and be- 
came a ‘fan’ forthwith; and since then 


range. 


I have had no hesitancy in recom- 
electric cookery 
friends. ‘ But the significant part of it 
all to me was that it required some- 
thing more than the printed descrip- 
tion and the salesman’s talk to sell 
yet experience proved that there 
had been no exaggeration in either. 


mending to my 


me; 


That experience has caused me to view 





in a different light the reluctance of 
prospects to whom I am trying to sell 
something, and to seek for some con- 
clusive bit of evidence that will prove 
what I may already have said. 

“It boils down to this, I guess: A 
statement may be ever so true, but if 
the prospect will not accept it as such 
it may as well be sheer bunkum. When 
the salesman has evolved good argu- 
ments in support of his proposition 
his work is only begun; he then must 
contrive ways and means to have 
those statements accepted. It’s sur- 
prising,” he concluded, “how many 
additional sales will result from ob- 
servance of that principle.” 





Problems of the Sales 
Manager 
(Continued from Page 10) 


American salesmen are sent a spe- 
cial letter on Friday or Saturday of 
each week. This is called “Weekly 
News” and gives the latest informa- 
tion as regards market conditions, im- 
portant price changes, condition of 
stocks ‘on hand, new merchandise 
ete., all this news being a big help 
to the men in meeting competition. 
It is absolutely necessary that they be 
kept well informed so they will never 
be at a disadvantage through lack of 
weapons. Nothing takes the heart 
out of a man more than to have a 
competitor beat him to an order by 
means of more up-to-date informa- 
tion or figures. To check up on the 
value of the data given to salesmen 
they are encouraged to write the 
house each week, discussing these 
price and stock matters and report- 
ing fully the happenings in the ter- 
ritory during the week. 

The Sales Manager and the 
Customer 

In order to perform his duties 
properly and concentrate on the more 
vital problems, the sales manager 
must be relieved of all detail work 
except that which is absolutely neces- 
sary. His correspondence is bound 
to be heavy and a certain amount of 
contact with the trade is necessary 
to give him inside knowledge of con- 
ditions and possibilities. He should 
into the different territories at 
more or less regular intervals, some- 


go 
times alone and sometimes in com- 
neny with the regular man. 
“‘Bogey’”’ and Special Compensation 
We believe in adopting a plan of 
compensation for salesmen that pro- 
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vides for each man benefiting in pro- 
portion to the amount of profit he 


makes for the house. Never let a 
man out of the front door on a 
straight salary and expense basis. 


Likewise a cub salesman should never 
be started out on a strictly commis- 
sion the 
think well enough of him to take a 
chance on guaranteeing him a stated 


basis. If house does not 


amount, he should not be taken on at 

all. 
American 

sated with a straight salary to begin 


salesmen are compen- 


with, and the house pays all legiti- 
mate expenses. This brings us to 
special compensation. First the 


salesman receives a percentage of the 
gross profits over and above a cer- 
tain amount. In addition premiums 
are paid on sales of certain profitable 
lines which are included in our pre- 
mium list, which of course is subject 
to change from time to time. 

As a rule we do not take kindly 
contests by - manu- 


to prize given 


facturers for our salesmen. It seems 
wiser to compensate our own men and 
have the manufacturer place us in a 
position to do this adequately by co- 
operating with us through a favor- 
able sales policy and sales helps of 
their own. 

R. M. Laird 
(Continued from Page 23) 
wealthy man and is connected with 
several enterprises, outside of the job- 
bing field, notably president of the 
Cannon Ball Alarm Co., manufactur- 
ers of electrical burglar protective 
devices for banks, and president of 
the Pioneer Electric Co. of St. Paul 
in both of which he has the control- 

ling interest. 

He is also active in many clubs and 
organizations being president of the 
Minneapolis Rotary Club, year 1921, 
member of the House Committee of 
the Minneapolis Athletic Club, active 
in the Electrical Supply Jobbers As- 
sociation and the Minneapolis Elec- 
trical Development Association, mem- 
ber of the Interlachen Golf Club, 
ete; 

+ + 
Detroit Jobber In New Home 

The Crescent Electric Co., Detroit, 
Mich., moved on April 26, to the 
building at 179 East Woodbridge 
street, on the corner of Randolph. 
This building, with the company’s 
conduit warehouse, will provide a total 
of 25,000 sq. ft. of floor space. 








A Model Electric Club 
Organization 
To date, the history of the Electric 
Club of Chicago has been similar to 
that of most other organizations of 
a random getting to- 





this character 
gether of electrical men; establish- 
ment of a luncheon club; permanent 
and activities 
(mostly social). 

It was believed, however, that the 


quarters increased 





THE ELECTRIC CLUB OF CHICAGO 
BOARD OF DIRECTORS 











Executive Secretary 


Public Relations] and 


Will 


Administrdtion and 


Business Development 
Social [Section Secti 














Contact thru one Board 
member for each’Com- 
mittee. 


Contact thru Club Offi- 
cer selected by Board. 


Contact thru one Mem- 
ber of each Committee. 



































Com mittee Divijsions Organjization 
1. Finance and Budget 1. Appliances To be composed of 
ae re Chairmen of all other 
2. Membership Raging Business sections and 
3. Power as its head an officer 
3. House selected by the Board 
4. Wiring and ’ . 
ee pie tarsal to have general super 
vision over all business 
5. Speakers 5. Radio and development move- 
Communication ments 
6. Publicity and 6. Electric Transporta- 
Inter-Club tion. 


























Sub-Committee on 
Electric Home 
Club Organization Plan 


club could be of much greater sig- 
nificance by reorganizing for work 


along broader and more definite 
lines. To that end a plan of reor- 
ganization was recently adopted 


unanimously. 

The chief aims in this reorganiza- 
tion “the closer welding to- 
gether of all electrical interests in 
this section, making the club a vital 
instrument for the execution of all 
plans for the betterment of our in- 


are: 


dustry. 

“A definite program for the ad- 
vancement and the promotion of the 
electrical idea in all its forms, which 
will appeal to the self interest of 
every branch of the industry because 
based on a foundation of commercial 
development.” 

To accomplish properly the objec- 
tives named above the officers and 
directors have agreed to secure such 
amendments to the constitution and 
by-laws as will permit responsible 
officers in the future to carry out the 
new program. 

New quarters be secured, 
where the club can enjoy better every 


will 








day luncheon facilities under its own 
control and its own dining rooms, 
an executive secretary who knows 
the electrical industry and who pos- 
sesses the qualifications which will 
enable him to help execute a business 
program, better office facilities for 
administrative operations and confer- 
ence and meeting rooms for the use 
of the sectional business 
activities. 

An immediate drive will be started 
to build up the present membership 
to the limit of 1,000 set by the by- 
There 750 
memberships and 250 company mem- 


several 


laws. will be regular 
berships. 
* * * 


Hofrichter Reports New 


Members 

At an executive boad meeting of 
the National Association of Lighting 
Equipment Dealers, held in Cleve- 
land on April 4, applications cover- 
ing 30 members who have joined 
the association since January 1 were 


accepted. 

Business Manager Chas. H. Hof- 
richter reported that a Traffic Com- 
mittee had been appointed by the 
National Council for the purpose of 
securing a better classification and 
lower rates on lighting fixtures. This 
is a subject of special interest to all 
lighting equipment dealers and 
should the committee be successful 
in its negotiations along this line it 
will mean a saving of thousands of 
dollars to dealers. 

It is planned to have the next meet- 
ing of the board at the Hotel Ambas- 
sador, Atlantic City, during the week 
of the National Council Conven- 
tion. 

A well-balanced program of busi- 
ness and fun has been planned for the 
Atlantic City convention, June 25, 26 
and 27. The business sessions will 
be confined to talks and discussions 
on industry problems. Bernhard 
Blitzer, president of the Lightolier 
Co., an active member of the New 
York division of the National Coun- 
cil, will speak at the Wednesday ses- 
sion—his subject is “I Am In Busi- 
ness for My Health.” In the selec- 
tion of this subject Mr. Blitzer has 
made a real contribution toward the 
success of the convention. 

Albert Wahle, president of the Al- 
bert Wahle Co., and representative to 
the National Council from the New 
York Division, will speak on ‘“Estab- 
lishing a Standard.”’ 
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MANUFACTURERS 


NEWS 





































A. S. DeVeau Becomes Manu- 
facturers’ Agent 

A familiar figure and an old friend 

to many in the electrical trade 

A. S. DeVeau—announces his entrée 





into the manufacturers’ agency busi- 
ness with offices in room 610 of the 
Dodge building at 53 Park place, 
New York, N. Y. 

On April 5 last Mr. DeVeau dis- 
posed of his interest in Stanley & 
had been 


Patterson, of which he 





A. S. DeVeau 





secretary in direct charge of factory 
sales. 

In this connection Mr. DeVeau was 
instrumental in the 
the “Gold Seal” 
and loud speaker and is the origina- 
tor of the nationally “De- 
Veau” line of telephone and radio 


also develop- 


ment of headset 
known 


equipment. 

Mr. DeVeau has been actually en- 
gaged in the electrical business for 
over 30 years, during which time his 
name has become a by-word in the 
He is a descendant of the 
Huegenots and was born in New 
N. Y., October 20, 1866, 
ind following his education there in 


fraternity. 
tochelle, 


the public schools became an em- 
ployee of the Westchester Telephone 
Co. at New Rochelle in 1887. Fol- 
owing this he became successively 





employed by the Western Electric 
Co., New York; Pearce & Jones, the 
Echo Telephone Co., where he was 
foreman of manufacture, and the 
Magneto Electric & Manufacturing 
Co., which succeeded the Echo com- 
pany. 

He has always been deeply inter- 
ested in developing the automatic 
intertalk industry and in this con- 
nection organized the DeVeau Tele- 
phone Mfg. Co. of Brooklyn of 
which he was president and treas- 
urer. Upon the consolidation of this 
company with Stanley & Patterson, 
he assumed the responsibilities out- 
lined previously. 

It is Mr. DeVeau’s 
take only four or five well-known, 


intention to 


fast moving and meritorious lines of 


electrical supplies and radio ap- 
paratus and specialties so as to be 
able to give personal attention and 
He is open par- 


ticularly to a good line of cord and 


promotion to each. 


flexible cable. 
Mr. 
and 


Believing in concentration, 
DeVeau will call 
radio jobbers and dealers, electrical 


on electrical 
contractors and electrical and radio 
manufacturers in Greater New York 
and Brooklyn. 

Mr. DeVeau is a member of the 
Hardware Club, the St. Alban’s Golf 
Club and the Masonic Fraternity and 
always has been active in the various 
movements in the industry. It goes 
without saying his host of friends all 
ever the country wish him well in his 
new venture. 


* * * 


Use of the Trade Name “BX’”’ 


In the May issue of Tue JopBer’s 
SALESMAN, on page 30, mention was 
made of the National Metal Molding 


Co., and “its full line of conduit, BX 


cable and fittings.” This was an 
error of statement, since the letters 


“BX” constitute a trade mark of the 
Electric Co., and must not 
applied to 


General 


be indiscriminately ar- 


mored conductors made by _ other 


manufacturers. 
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Westinghouse in New Home 

On May 1 the executive and New 
York sales offices of the Westinghouse 
Electric & Manufacturing Co., were 
the 
building recently completed at 


moved to new Westinghouse 
150 
Broadway. It is a handsome and im 


posing structure, well deserving a 
prominent place in New York’s fa 
mous skyline. 


* * * 


Emmet Dobbs with Arrow 


Emmet E. 
Pass & Seymour, Inc., is now covering 


Dobbs, formerly with 


eight states for the Arrow Electric 
Co., Hartford, Conn., working out of 
the Chicago office. Besides Kentucky, 
Tennessee, Louisiana, Mississippi, 
Arkansas, Texas, Oklahoma and Ala- 
bama, he will look after the city of 
Cincinnati, with an office at 317 First 
National Bank building. 
returned from a southern trip which 


He recently 


he says was doubly enjoyable because 


he was raised in ‘l'exas. 








A. W. Lynch has accepted a position as 
Southeastern representative of the Dayton 
Fan Motor Co., Dayton, Ohio., with office 
in Atlanta, Ga., where there is also carried 
a stock of fans. Mr. Lynch was formerly 
with Piedmont Electric Co., for three and 
one half years as salesman and prior to 
that with the Philadelphia Electric Co., 
Philadelphia, Pa. 
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New Electrical Products, Illustrated 
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The commercial lighting hanger 
here illustrated is the latest product 
offered by the F. W. Wakefield Brass 
Co. of Vermilion, O., manufactur- 
ers of “Red Spot” hangers and light- 
ing specialties. Aside from its dis- 
tinction in design, the new hanger 
embodies several features which, ac- 
cording to the manufacturer, make 
it particularly desirable to both 
trade and public. The _ hickey 
which supports the fixture stem at 
ceiling or outlet box is so built as 
to carry a pull switch, thus relieving 
the canopy from strain. The 
canopy itself is extra deep, with 
knock-out and bushing for individ- 
ual control; also there is provided 
with each unit a special canopy ex- 
tension to conceal outlet boxes 
openly affixed to the ceiling, and 
this extension has knock-outs and 
twist-outs to accommodate either 
conduit or metal molding. 








Ice Cream whenever you want 
it—in a jiffy. What is better than 
the smooth, velvety home-made 
kind? But what is worse than 
turning the crank by hand? No 
crank to turn on “AutoFreezer” 
just snap the switch. An indicator 
tells you when the cream is frozen 
so that you can be doing other 
things while the “AutoFreezer” is 
doing its work. The Troy Metal 
Products Co., Troy, Ohio, is the 
manufacturer of this motor driven 
freezer. 





A new electric heater suitable for 
use as a room heater and as an 
auxiliary heater in extremely cold 
climates has been recently placed 
on the market by the Westinghouse 
Electric & Mfg. Co., East Pitts- 
burgh, Pa. The “Solar Glow” 
heater has a cast iron frame, faced 
with statuary bronze. The heating 
element, designed for operation on 
standard domestic circuits, consists 
of wire coils staggered in a one-piece 
porcelain unit and protected by a 
removable guard. The heat is regu- 
lated by a conveniently located 
switch, giving three different de- 
grees of temperature control. 


i 











The Anylite Electric Co. 
of Fort Wayne, Ind. has de- 
veloped a double wall plug 
as shown in the accompany- 
ing illustration. The plug 
fits any convenient outlet, 
receives standard parallel or 
tandem blade caps and fits 
close to the wall presenting 
a neat appearance. The plug 
is made of molded insula- 
tion and will withstand the 
hardest service. 








An addition to the 
line of appliances man- 
ufactured by the Even 
Heat Electric Co., 
2429 Canton avenue, 
Detroit, Mich., is the 
new “Even Heat” No. 
550 hot plate. It is 
furnished with 6 ft. 
of high grade heater 
cord and heavy two- 
piece attachment plug. 
A special feature of 
this hot plate is that 
























it has buss bar con- 
nections. There are 
no insulated wires to 
give trouble. Welded 
connections insure 
long life. It has one 
6-in. annealed porce- 
lain unit wired with 
the best. grade of 
nickel chromium 
range wire. It is 
rated at 660 watts, 
110-125 volts alternat- 
ing or direct current. 
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New Electrical Products, Illustrated 











Immediate popularity has been 
the portion of the 2-cell focusing 
spot light with the 200 foot range— 
Eveready No. 2671—which has just 
been placed on the market by the 
National Carbon Co., Long Island 
City, N. Y. The chief attribute of 
this light is its focusing feature. 
When properly focused it will con- — 
centrate the light in a long, brilliant 
shaft which will shoot 200 feet 
through the darkness. 








The Beardslee Chandelier Mfg. Co., 
218 South Jefferson street, Chicago, 
has added to its line of appliances a 
new kitchen light with all the advan- 
tages of the standard “Denzar” that 
is used in schools, churches, stores, 
offices, etc., plus a plug-in switch. The 
button projecting from the side of 
the plug-in switch controls the light, 
while a convenience outlet in the 





1 A recent addition to its cast brass 


line of fixtures made by _ the 
Frankelite Co., 5016 Woodland 
avenue, Cleveland, O., is No. 8021, a 








bottom of the switch furnishes cur- 
rent for the electric iron, toaster, or 
whatever other appliance the house- 


wife may wish to use. 


3 light ceiling piece made in both 
Polychrome and Silverchrome fin- 
ishes. ‘This fixture is also made in 
candle and drop types in three and 
five lights. 











The Quadrangle Mfg. Co., 553 
West Monroe street, Chicago, has 
added to its line of fixtures a 
kitchen unit with a plug-in-switch. 
The screwless holder takes any globe 
with 4-in. fitter. The switch con- 
trols the light and carries a con- 
venience outlet that is always alive 
and within easy reach. The switch 
is connected to the fixture by a 
special silk covered, asbestos insu- 
lated, three conductor cord. The 
switch controls the light. Double 
“T” slots provide for the attach- 
ment of electrical appliances such as 
iron, toaster, heater, percolater or 
vacuum cleaner. Even when the 
kitchen light is controlled by a wall 
switch the “Plug-in-Switch” is a 
great convenience as it permits the 
use of electrical devices without 
burning the light. The globe hold- 
ing device is simple and positive 
with no complex or concealed 
mechanism. 








The McGill Mfg. Co., Valparaiso, 
Ind., has developed a white glazed 
porcelain bracket for bath rooms, 
kitchens, hospitals, etc. The lever 
not only serves as the operating con- 
trol but also as a finishing knob. The 
position of the socket may be re- 
versed if desired so that the lamp 
is straight down. ‘The bracket is 
artistically and substantially de- 
signed and harmonizes with major- 
ity of bath room, kitchen and hos- 
pital fixtures. 





A new line of 
pull receptacles has 
been developed by 
Harvey Hubbell, 
Ine., Bridgeport, 
Conn. the top 
view being a pull 
chain extender for 
kitchen units. The 
illustration shows 





the extender at- 
tached to a kitchen 
unit. 


The Rodale Mfg. 
Co., 265 West Broad- 


way, New York, 
N. Y., announces its 
new vase adapter 


which may be ob- 
tained minus’ the 
portable cluster, 
sockets and cord, in 
either brush brass or 
gun metal finishes 
in % in. sizes of 
plate from 1% to 
8% in. in diameter. 








The lower cut is a pull 
receptacle for metal signs, 
ceiling fixtures and outlet 
boxes. It is equipped with 
removable skirted __—srings 
which hold the receptacle in 
place, and is furnished in 
different lengths of chain or 
cord, with or without chain 
insulator. 
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New Electrical Products, Illustrated 































A new kitchen unit known as the 
Wahle daylight unit has _ been 
placed on the market by the Al- 
bert Wahle Co., 224 Fifth avenue, 
New York, N. Y. It is made in two 
styles—for domestic use it is fin- 
ished in white enamel and for com- 
mercial use in statuary bronze. ‘The 
glass is supported by one screw 
with a wing nut to do away with 
the customary annoying three 
screws. There is a knockout for 
metal molding if the installing of a 
convenient outlet is desired. The 
supporting cross bar is held by two 
slotted nobs making it easy to in- 
stall. 





arrangement assures a quick, uniform heat up and prevents the possibility of 
By removing the clamp the “Samson” becomes an 
A two-piece separable attachment plug is used with the 
It is a product of the Samson Cutlery Co., Rochester, N. Y. 


the iron getting too hot. 
efficient waving rod. 
6-ft. cord. 


The “Samson” electric curling 
and waving iron embodies the con- 
struction features and serviceabil- 
ity of high priced irons. It is 
beautifully finished throughout, 
the curler clamp and the seamless 
brass tube are all highly nickel 
plated, hand buffed and _ polished. 
The heating element is made of 
Nichrome wire and its scientific 





































\ new series in switch boxes is 
announced by the Mansfield Elec- 
tric Hardware Co., Mansfield, Ohio. 
This new 600 series of open gang 
loom boxes has been developed to 
meet the demands of those who pre- 
fer the open gang type of box. The 
sides have two knockouts each and 
also have two small holes that can 
be used for nailing boxes to joists 
or studs or for attaching the ears 
when so desired. The sides are re- 
versible and fit on either side of the 
center or spacer. The ears are re- 
versible and adjustable and may be 
attached to the ends or sides as 
desired. This box is finished with 
black enamel; the ears with gal- 
vanized material. 





The new “Fitz-M-All” outlet box 
hanger designed by the Mid-West 


Metal Products Co., Muncie, Ind., 
ean be used on old or new work 
with either conduit, loom or 


armored cable and can be positioned 
up or down for deep or shallow 
boxes. It can be used between 
studdings for side outlet boxes as 
the two sections may be made into 
an adjustable bar which extends 
from studding to studding. ‘The 
clip fastens the box and at the 
same time clamps the bars together. 


This screw thread insulator of 
the Findlay Electric Porcelain Co., 
Findlay, Ohio, is made by the wet 
process. Special care has been used 
in the design and development of 
the body to assure tight pin fit. 
Years were required in developing 
a press suitable for the manufac- 
ture of these insulators. All are 
tested for flash-over and puncture. 
A new glaze, uniform in color, has 
also been developed. The company 
will send samples on request. 











To 


West 


baseboard plug, George Richards & Co., Ine., 557 


new plural plug called 
This plug is designed to fit all standard prong- 
type receptacles. 
permitting the connecting of all types of attach- 
ment plugs. 
densite, will not crush, and is not affected by heat 
or moisture. 


meet the growing demand for an adequate 


Monroe street, Chicago, have brought out a 
the “Hemco ‘Tee-Lite.”’ 
close to the 


It fits baseboard, 


It is moulded in one piece of Con- 








Peerless 
Products 


Holliday 


The 
Electro 
Co., 200 
street, Baltimore, 
Md., announces a 
new universal loom 
clamp for which 
a number of inter- 
esting claims are 
made. This “Peer- 
less” loom clamp 


1-8-3 will hold in proper position from one loom up to eight in any standard 3'/; 
In the installation shown the loom clamp is used with 
a “Peerless” type A hanger and a standard pancake box. 


in. pancake box or plate. 
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Young “Pop” Rines of the Chicago of- 
fice of the V. V. Fittings Co., getting 
ready to use his famous “Tom Cat Six” 
to tree V. V. business. 





Activities of Findlay Electric 
Porcelain Co, 

H. A. Eatherton, formerly with the 
Findlay Clay Pottery Co., of Findlay, 
G., and Washington, Pa., has recently 
been made vice-president of the Find- 
lay Electric Porcelain Co., Findlay. 
O. Lawrence Brown has been made 
factory manager and ceramist. 

Among the new developments of 


this company is a_ special body 
designed for heating elements and 
heating cores. The company also 


manufactures electric stoves and heat- 
ing elements using “Findlay” prod- 
ucts able to pass the most rigid tests 
of heat 
crumbling or cracks. 

* * * 


and cold without breakage, 


New Sterling Equalizer 
Equalization in radio frequency 
circuits has been accomplished by the 
Sterling Manufacturing Co., Cleve 
land, O., by 


condenser especially designed for the 


means of a new micro 


device, not 
half 


though with a wide range of capacity. 


purpose. It is a small 


over an inch and a 


A turn of the screw slot in the visible 
plate sets it in the equalized position, 


where it “stays put.” <A long, dry 
the like the 


blade of a screw driver, can be used 


stick, fashioned at end 


in the slot to set the condenser. 
* =: 4 


Economy Moves Chicago 


Office 


Economy 


The Mfg. 


Co. has moved its Chicago district 


Fuse and 


sales office from 536 Transportation 


building to Room 210, 513 West 


Jackson boulevard. 


square, 
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HARTFORD 


Time Switches 


Hartford Time Switches and A. Hall Berry—-two names long 
linked together, and standing for a quarter of a century as the 
best in automatic time switch construction, means more today 
than ever before. 


real 
been offered in any 


The 1924 model Harttord Time Switch embodies more 
and lasting values than has ever before 
automatic time switch. 


The special marine type eight day clock movement manu- 
factured exclusively for the Hartford Time Switch by th 
Seth Thomas Clock Company, has been strengthened and im 
proved to an extent which insures accurate and lasting service. 


Hartford Time Switches are now equipped with a new switch 
unit, equipped with extended terminals enabling the contractor 
to bring his conduit right up and coupling to the time switch 
case. 

Improved packing and boxing methods insure the safe carry- 


ing of Hartford Time Switches to all parts of the world. 


While the 1924 model Hartford Vime Switch costs more to 
build than ever before, there has been no advance in cost to 
you—on the contrary your profit has been increased. 


There is a Harttord Time Switch in just the right type and 
capacity for every practical time switch purpose, and it is the 
best time switch you can get for that purpose. 


Bulletins, Prices and Information on Request. 


A. HALL BERRY 


Sole Sales Agent 
71-73 Murray St., New York City 
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Sell Northwinds! 
The Best Little Fan 
It's time for all your 
fan dealers to get out 
their display material, 

trim their windows, and 
show fans on the counter. 
Here is a convenient and 
forceful way of display- 
ing Northwind, which will 
appeal to every dealer 
for counter or window 
use. 






















































Sell Northwinds and see 
that every dealer has 
this attention-getting 
display feature in his 
window or on his counter 
this month. 

The display stands are 
sent free to any dealer, 
together with attractive 
black and gold counter 
Signs and circulars for 
retail distribution, 
printed with his name. 

Prepared newSpaper ads 
are available for any 
dealer who wants to use 
100-line space. 

The Northwind fan is in 
its ninth successful year 
and more appreciated by 
dealers and users than 
ever before. A practical, 
serviceable, two-speed 8- 
inch fan, operating on 
A. C. or D. C. Plenty of 
breeze,without objection- 
ably high speeds. Guar- 
anteed for a year = will 
give years of service. 

Get Northwinds out on 
the dealer's counter and 
in his window this month 
for profitable fan sales 
without kicks, comebacks 
and troubles. 

The Emerson Electric 
Mfg. Co. 
St. Louis New York City 

The Emerson Co. Sells 
no Apparatus At Retail. 




















A 100 Per Cent Jobber Policy 


For a number of years one of the 
manufacturers of line construction 
material has been building toward the 
policy of distributing solely through 
electrical jobbers. Announcement has 
recently been made that the final step 
has been taken in its complete adop- 
tion. The company referred to is 
Hubbard & Company of Pittsburgh. 

It is the belief of this manufacturer 
that the electrical jobber is an eco- 
nomic necessity to the proper develop- 


| ment of the entire electrical industry. 


It further believes that greater distri- 
bution for its product is not to be 
gained by more distributors but by 
more intensive work of its present 
jobber distributors, and that the best 
way to get this more intensive work 
on the jobber’s part is to give him 
greater cooperation. The company 
is backing up these beliefs with the 
policy of 100 per cent distribution 
through the jobber. 

“Jobber Distribution” is a term 
which has come to have a very broad 
interpretation—ranging anywhere 
from a 100 per cent policy such as 
this, down to cases where the pro- 
portion of a company’s product pass- 
ing through jobber channels is com- 
insignificant; and also 


paratively 


| ranging from the recognition of job- 


bers, dealers, manufacturers agents 
and subsidized warehouses as jobbers 
up to a policy of recognizing as job- 
bers only those houses which perform 
all of the functions of a real electri- 
cal distributor. ‘100’’ per cent job- 
ber distribution on the part of a man- 
ufacturer, if he is fair to himself, 
can, however, mean but one thing— 
just what the words imply; that is, 
100 per cent distribution through rec- 
ognized electrical jobbers performing 
all of the jobber’s functions. 


In outlining such a policy there are 
numerous details to be taken into con- 
sideration. Every jobber, and no 
doubt many manufacturers, will be 
interested therefore in the exact word- 
ing of the Hubbard policy which it 
puts forward to the electrical indus- 
try. Its statement to its distributors 
signed by C. L. Peirce, Jr., manager 
Electrical Materials Department, with 
the exception of one paragraph, is, 
therefore, given verbatim as follows: 


“To Our Distributors: 


It seems advisable at this time to have 


| a written understanding between our dis- 


| 


(Turn to page 176) 








TheStandardSafe 
Frosting Solution 


For incandescent lamps and other 
glassware. 


Etch-O-Lite produces a smooth, 
white frosted surface, superior to 
acid etch, by simply immersing the 
ware in the liquid and washing in 
water. 

It is clean, rapid, economical, 
and will not produce an acid burn 
on hands or clothing. 

Guaranteed 
Permanent—Uniform—Heat Proof 
Handles Etch-O-Lite 


Your Jobber 





Distributors of Factory Output: 
UNION ELECTRIC COMPANY 
Pittsburgh, Pa. 


Canada: Northern Electric Company. 











Introducing Arthur E. Marsters, credit 
and office manager of the Krich Light & 
Electric Co., Newark, N. J. Mr. Marsters 
believes that a great amount of a jobber’s 
collection difficulties is due to the jobber’s 
own tendency to be over lenient in ex- 
| tending credit. 
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Getting “Group Orders” for 
Ventilating Equipment 

The time is rapidly approaching, if 
it is not already here, when architects 
and real estate builders will install 
kitchen ventilators in all modern 
apartment buildings and residences. 
Group orders for kitchen ventilators 
are not uncommon today. They aggre- 
gate a neat sum in dollars and cents, 
and there are very few electrical ap- 





Modern Apartments Equipped Through- 
out With Electric Ranges 


pliances which go into a new building 
at its inception the same as a kitchen 
ventilator or an electric range. 

Usually other appliances are left 
for the tenant to purchase, but ven- 
tilators are now being considered a 
part of the building, hence there is an 
opportunity for jobbers and dealers 
to create many “group sales’ by get- 
ting in touch with the architect and 
real estate dealers. The sales 
certainly worth the effort. 

The Ilg Electric Ventilating Co. of 
Chicago has been doing its part recent- 
ly to create this business by a circular 
letter mailed to all architects and real 
estate builders in the country. This 
played a big part in creating the sale 
for the Sheridan Lake and Sheridan 
Drive Twin Apartment Building, on 
Sheridan Road, Chicago. This build- 
ing is equipped with 64 Ilgair kitchen 
ventilators, two on each floor of each 
building. They are indicated by the 
bright, square spots on the side of the 
building, back of the fire escape. As 
shown by the interior view, the I)gair 
is installed directly over the range, 
where it will quickly exhaust the ex- 
cessive heat, cooking odors, and greasy 
fumes, before they can circulate tc 
other parts of the house and give of- 


are 


fense. 











“ Pi ROR en a Pan em ot mo 
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Associated Manufacturers 
Change Date of Meeting 


The date of the annual meeting of 
the Associated Manufacturers 


week beginning June 23, 1924, has 
been changed to the week beginning 


Monday, June 16, 1924, at the same | 


place, the Hotel Ambassador, Atlantie 
City, N. J. 


* * * 


Ogden Forms New Corporation 


Clarence E. Ogden, founder and 
president of the Automatic Electrical 
Devices Co., Cincinnati, O., has re- 
cently organized and _ incorporated, 
under the laws of Ohio, a new con- 
cern, The Kodel Manufacturing Co., 
for the manufacture of a _ portable 


radio set (of which Mr. Ogden is the 


inventor), and other electrical and | 


radio specialties. 

This company’s first offering to the 
trade will be a compact, portable, long 
distance radio set—The Kodel—the 
“Camera of Radio.” It will weigh 
less than five pounds, complete, with 
all accessories and will be contained 
in a neat leather covered case 534 by 
414, by 8 ins. in size. 


Homcharger salesmen to the num- | 


ber of 21 assembled at the Automatic 
factory April 23, 24 and 25. They 


came from coast to coast and, during 











Boost Your Sales 
with ABolites 


(Porcelain-Enameled Steel Reflectors) 








RLM ABolite Reflector with 
“V” or “W” Type Holder. 


| ERE’S a real sales-boos- 
| ter—the RLM ABolite 


of | 
Electrical Supplies and the Section | 
Meetings, which had been fixed for the | 


—Because 


| It’s an all-around handy unit that every 
contractor can use. The deep skirt 
shields direct side rays, and the reflec- 
tor-curve assures even lighting on the 
working plane. For general and local 
lighting, this is a fast seller. 


Write for Catalog 
No. 177-A 


5 Big Sales Points 
about ABolites 


i—Correct Design ee : 
assures right light distribution. 


2—Accurately Made : 
between dies in powerful presses—not spun 
as are Ordinary reflectors. 


3—Detachable Reflectors— 
an important ABolite feature—permit the con- 
tractor to get the installation passed prompt- 
ly, and to attach the reflectors later; and 
make cleaning or changing easy for the user. 


4—Low Stock Investment 
ABolite interchangeability makes it easy to 
keep a full line and to deliver rush orders 
promptly. 

5—Made for Service and Satisfaction— 
every operation being done in our own plant. 


AB DIVISION 


THE NAT. SCREW & MFG. CO. 
CLEVELAND, O. 


the conference, heard fully of many | 


new products to be distributed by the 
All 


Radio All Summer Long.” 


company. reported prospects 


bright for “ 
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Tensile Strength ‘N 
Firestone Friction Tape is placed in the 
fevso of this machine and slowly stretched. 


ts iW gel strength is approximately = 


pounds per square inch of width. Nav 
Specifications call for 40 pounds, or 30 
Ne pounds for 3-4 inch, 


A National 


Reputation 
for Dependability Behind It 


Laboratory tests have definitely estab- 
lished the quality and merit of Firestone 
Friction Tape. 




















In adhesive and dielectric strength it 
goes far beyond the strictest specifica- 
tions of the Government and Navy. The 
dielectric strength, freedom from active 
sulphur, its uniform quality both in 
fabric and friction make it ideal for all 
commercial or electric use. 


But behind the product itself is the 
Firestone reputation for quality and de- 
pendability. This means quick sales and 
reduced sales efforts for you. The name 
is on the Carton. Nearly every man 
who buys tape knows the high standard 
of quality it always represents. 


Sold through leading jobbing houses. 
Full specifications, and jobbers and 
dealer prices from any Branch or the 
Home Office in Akron, Ohio. 





Firestone 


FRICTION TAPE 
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tributors and ourselves covering our | 
policy of distribution. 
The year 1923 showed an increased in 


sales of Hubbard pole line hardware and 
Peirce specialties of 42 per cent over 1922, 
our previous banner year. ‘To the ener- 
getic work of most of our distributors 
we attribute much of this growth. 
Therefore, we have decided to put into 
effect at once and to continue through- 


out the year 1924 the following policy of | 


Its permanent adoption will 
results of this year’s trial.” 


distribution. 
rest with the 

Direct Quotations: 

Hubbard & Company’s business was 
originally built up entirely by direct’ con- 
tact with the central stations and other 
consumers. As the business’ grew, 
contacts with electrical jobbers were 
established but direct quotations have 
continued to be made to central stations 
upon request. While such direct quota- 
tions carried price protection to Hubbard 
& Company’s distributors, no method of 
tying the distributors in on all such quo- 
tations has been followed in the past. 

Hereafter in making direct quotations 
to consumers on Hubbard pole line hard- 
ware and Peirce construction specialties 
we will in all cases use one or the other 
of the following paragraphs: 


(1) “Our distributors in your terri- 
tory are ———————_——_——- and 
we have sent them a copy - of this quo- 
tation and asked them to follow it up 
with you.” Or 

(2) “We attach hereto a list of our 
distributors and ask that you kindly 


place your order through one of them.” 


The first paragraph will be used on all 
quotations to central stations or 
consumers when the inquiry is received 
both from a consumer direct and from 
one or more of our distributors, and we 
will mention only the distributor or dis- 
tributors who have sent in the inquiry, 
and will send such distributors a copy of 
our quotation. 

The second paragraph will be used in 
quoting central stations or other con- 
sumers when the inquiry has been re- 
ceived from the consumer only, and in 
this case, we will send copies of the quo- 
tation to the distributors in the immediate 
vicinity of the consumer. 

In following up this procedure, we will 
accept no order for either pole line hard- 
ware or Peirce specialties from a consumer 
for direct billing to the consumer, but will 
in all cases insist on the consumer naming | 
a distributor through whom the material 
shall be billed. 


Distributors: 
A distributor shall be a_ recognized 
electrical jobber handling both Hubbard 
pole line hardware and Peirce specialties 
100 per cent and carrying comprehensive 
stocks of same. 

Jobbers: 

A jobber shall be a 
trical jobber, partially 
pole line hardware 
or either of them. 

Prices: 

There shall be a differential in favor 
of distributors between the cost to dis- 
tributors and the cost to jobbers for either 
Peirce specialties or pole line hardware 
shipped either direct or to their stocks. 

Stocks and Service: 

Proper scheduling and follow-up sys- 
tems proven out by a year’s trial are now 
in effect at both Pittsburgh and Cicero. 

Hubbard & Company has also recog- 
nized the necessity of large reservoir 
stocks being built up during the winter 


recognized elec- 
handling Hubbard 
and Peirce specialties 


other | 





For 
“Super-Quality” 
Wiring 


be REMOLD 
CONDUIT 
For 
Surface Wiring 








Dcininal. 
Coil-to-a-Box 
Guaranteed Loom 


American Wiremold Co. 
HARTFORD, CONN. 
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‘Do You Study Your Profit? 


Push FA Wider Profit 
Margin Materials 


Where do you concentrate your 
‘sales effort? On the products whose 
gross sale is large and where your 
|commission is small? Or on prod- 
"ucts where the gross sale is less 
but your profit mounts up into real 
'money—for instance, ( Panel- 


| ' boards? 
By studying @ Panelboards a 


little and learning to figure them, 
you can sell the panelboard on a 
_job at the same time you sell the 
staple products. 





Others are making real money by it. 
Why not you? products sell easily. 
They are widely known and low in price. 

If you need information write to 
our Sales Promotion Dept. and 
they will be glad to answer your 


——e and help in every way 
hey can. 


Frank A dam 


ELECTRIC COMPANY 


ST. LOUIS 
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A man who has been around the world 








says there are three things you will 
find in any country where white men 
have located. Two of them are road) 
signs, “Star Tobacco” and “Polarine” 
The third is one or more Western Elec- 
tric reels. ‘Those shown in the above 
picture are in an ordinary spot, but 
others may be sighted in the frozen 


north, on the road to Mandalay or on 
the deck of a cable-ship in mid-ocean. 





months, ready for large seasonal construc- 


tion demands as well as emergency storm 
conditions. Such stocks are now on hand 
both at Pittsburgh and Cicero. 

the distributors, in 
complete the service 
in their warehouses 


It devolves upon 
order to properly 
chain, to carry 


located close to the points of demand, | 


supporting stocks to make possible the 
operation of the foregoing plan of pro- 
cedure between Hubbard & Company and 
their distributors. 

Sales Service: 

Hubbard & Company’s field representa- 
tives will cover the entire country. They 
will be constantly calling on the central 
stations, educating them to the use of 
Hubbard pole line hardware and Peirce 
specialties, and will at all times be avail- 
able to help distributor’s representatives 
on particular problems or particular jobs, 
but they will at no time make calls on 
central stations with distributor’s sales- 
men. ‘They will work to get the business 
on Hubbard material, but will insist upon 
its being placed through one of the dis- 
tributors. As to which particular dis- 
tributor it shall be placed through, they 
will be absolutely neutral. 

Hubbard & Company’s advertising pro- 
gram for 1924 will be built around the 
new monthly publication, “The Hubbard 
Linebuilder.” This will be mailed on 
the fifteenth of each month to a growing 
list of central station men as well as 
distributors’ salesmen. (Have you sent 
in your list?) Over 11,000 copies of the 
January bulletin were mailed and over 
13,000 of the February issue, and the list 
is still growing. 
number of “The Linebuilder” 
we will illustrate new developments in 
Hubbard material and will tell of some 
feature of Hubbard quality. Trade paper 


In each 


advertising each month will also feature | 


Each issue of the pub- 
lication and each trade paper advertise- 
ment will carry the caption, “Sold 
Exclusively Through the Electrical Dis- 
tributor.” 

Conclusion: 

Hubbard & Company has no financial 
affiliation with any electrical jobber or 
Qistributing warehouse, and 
compete with the legitimate jobber in any 
way, but is marketing its product ex- 
clusively through recognized — electrical 
jobbing channels. 
and expect the enthusiastic 
your entire organization. 


the same things. 


support of 





“The Big Idea” 


Curtis Lighting, Inc., Chicago, IIl., Shelton Popularity 


Makes Sales 
For You/ 


has recently inaugurated a direct by 
mail cooperative campaign with job- 
bers and dealers, called “The Big 
Idea.” This big idea is: “One-third 
more in ’24!” It is a campaign to 
help jobbers and dealers sell more 
X-Ray reflectors, more wire, more 
conduit, more sockets, fittings, lamps, 
etc., all of which are profitable! 

First comes a letter prepared for 
the jobber to send to his salesmen to 
them up. Next a series of 
three letters which the 
prepare, or which Curtis Lighting, 
Inc. the 
which goes to the jobber’s good deal- 
ers, calling their attention to “The 
Big Idea” 
with the slogan, “One-third more in 
24.” Of course, appropriate liter- 
ature enclosures go with each letter. 


“pep” 
jobber can 
will 


prepare for jobber, 


and how they can tie in 


Next in order is a prospectus of the 
“dealer to consumer’ campaign, 
which is mailed to the dealer as soon 
as he signifies his intention of “‘ty- 
ing in” with “The Big Idea.” This 
“dealer to consumer” campaign puts 
across the idea of how the dealer can 


sell X-Ray reflectors for window 
lighting, together with the other 


equipment mentioned to make up a 
good window lighting job. The ex- 
pense of preparing the campaign to 
the local list of prospects which the 
dealer mails in is borne by Curtis 
Lighting, Inc. The cost of postage is 
excepted. 

The “dealer to 
paign consists of three letters, sent 


consumer’ cam- 
to the prospect with enclosures of 
snappy pieces of literature. There 
is also a broadside which is mailed 
out direct from the office of 
Curtis Lighting, Inc., at the time the 
dealer campaign is in progress. 


main 


* * * 


Chas. Branston Visits London 


Chas. A. Branston, president of 
Chas. A. Branston, Inc., Buffalo, and 
Chas. A. Branston, Ltd., Toronto, 
Ont., left New York, May 17, on the 
S. S. Majestic for London, England, 


{ to attend the British Empire Exhi- 


’ 
doesnot | 


bition at Wembley Park. This is one 
of the largest exhibitions every held 
and extends from April until October. 

Chas. A. Branston, Ltd., has a very 
the Canadian 


attractive exhibit in 


' Building, showing a complete line of 


On this basis we solicit ! 





violet ray, high frequency and radio 


apparatus. 





The popularity 
of Shelton Violet 
Ray Machines 
and other prod- 
ucts is ever on 
the increase. 
Month after 
month the sale of 
Shelton Violet 
R ay Machines 
takes on added 
volume. 


Publicity every- 
where pertaining 
to the health value 
of violet ray treat- 
ments is 
much to assist in 
the development 
of this fertile 
field. 


doing 


Jobbers 
their 
are taking advan- 
tage of the tre- 
mendous amount 
of publicity ap- 


and 
salesmen 


pearing in daily 
and trade papers 
and are accord- 


ingly making big 
profits through 
the sale of Shel- 
ton Violet Ray 
Machines. 


Why don’t you 
line-up with this 
fast selling prod- 
uct? 


Have you the 
full particulars on 
our attractive job- 
ber proposition 
and balanced dis- 
tribution plan? 
Send for full de- 
tails. 


SHELTON 


ELECTRIC COMPANY 


NEW YORK 
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Annunciators and 
Electrical 


House Goods 






















Our Annunciators and House 
Goods in Stock and for Sale 
by Jobbers Everywhere 


Manufactured by 


PARTRICK & WILKINS CO. 
Established 1867 


51 N. Seventh Street 
Philadelphia 































These Time Saving Devices 
Are Money Makers 


This line is a time-saver for the con- 
tractor and electrician, and a money-maker 
for the jobber. 

Knockouts are accurately cut and easily 
removable, being held only by the connect- 
ing neck. Supporting bar is steel with 
three perforations at each end to attach to 
varying widths of joists, box is slideable 
thereon and is held by a patented adjustable 
friction grip, it being only necessary to 
gently strike the center of bracket with 
the bar or hammer to increase the friction 
grip. 





Accurate workmanship in the Knockouts 
and the slidable grip are the means of 
saving much valuable time as compared to 
the use of other similar devices. 

Single loom plate is of standard design 
and superior workmanship. 





Send for 
Jobber’s 
Proposi- 
tion and 
Prices. 





Independent Stamping Company 


5938 CHENE STREET 
DETROIT MICHIGAN 














| 
| 
| 








Guilfoyle Heads Berthold Sales 


Joseph V. Guilfoyle, well known 
specialty sales executive, promoter 
and salesman, is now general sales 
manager of the Berthold Electrical 
Mfg. Co., Chicago, IIll., manufac- 
turers of Berthold washers and ap- 
pliances. Mr. Guilfoyle has just 
rounded out 16 years of continuous 
experience in the household elec- 
trical specialty field, having been 
for many years with several of the 
largest central stations, and later 
holding important posts on the sell- 
ing staffs of the United Electric Co., 
Western Electric Co., Apex Electrical 
Mfg. Co., Birtman Electric Co., as 
well as salesmanager of the Gaina- 
day Electric Co. 





The Berthold Company, formerly | 
of 127-129 S. Green street, now oc- | 


cupies the entire new factory at 
702-6 N. Halsted street. 

Several new features will soon be 
in effect on Berthold washers, and 
other new household appliances will 


be introduced. Exclusive jobbing | 


and distributing territorial rights are 
now being allotted. The company 
has been engineer and manufacturer, 
in conjunction and association with 
the Electric Apparatus Co., of high 
grade precision electric apparatus 
since 1907. Berthold washers have 
been manufactured since 1916. 


* * * 


New Agents for ‘“Pliaduct” 





The Short Electric Manufacturing | 


Corporation, of Penn Yan, N. Y., 


manufacturers of Pliaduct, non-metal- | 


lic conduit, announce that since April 
1 they have been represented in the 


| territory east of the Mississippi by | 


Hatheway & Co., 16 Hudson St., New | 


York, N. Y. The latter will be as- 
sisted in Michigan and Ohio by Pop- 


| kin Bros., of Detroit, and in Indiana, 


Illincis and Wisconsin by James E. 
Gleason Co., of Chicago. 

The company also announces the 
appointment of Dyer & Motherwell, 


| Arcade Bldg., St. Louis, Mo., as 


| agents in the eastern half of Missouri | 


and the southwest. 
oe * © 


Tregenza With Chicago Fuse | 


A. E. Tregenza, formerly sales man- 
ager for the Economy Fuse & Manu- 


| facturing Co., Chicago, IIl., is now 
| with the Chicago Fuse Manufacturing 


| sistant to the president. 


Co. He will be in charge of com- 
mercial relations with the title of as- 


| 


| 


























| 705 Peoples Gas Bldg. 


Every Business 


of consequence ought to have proper card 
REPRESENTATION, 


Peerless Patent Book FormCards 


are used by many of America’s 
largest card users—superiority 
of engraving and the 
convenience of the book 
form style ex- 
plains why. 

Send for 
tab of speci- 
mens, detach 
them one by 
one and ob- 
serve their 








excellence, 
The John B. Wiggins Company 
Established 1857 
Engravers Plate Makers Die Embossers 








WANTED 


DISTRIBUTORS and JOBBERS 
can secure a very profitable exclu- 
sive territory sales franchise and 
exceptional discounts from estab- 
lished well known middle west 
manufacturer of quality washing 
machines. Other household appli- 
ances soon to be added. Some fine 
territories still open. Advise your 
qualifications. Only reliable, well 
rated and established organizations 
considered. Address Box 76, care 
Jobber’s Salesman, 53 W. Jackson 
Boul., Chicago. 














BE A BOOSTER 





Tell Your Friends 
About 


THE JOBBER’S SALESMAN 
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HEMINGRAY 
STANDARD 
INSULATORS 
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Glass Insulators 


are best 
for 
Low and Medium 
Voltages, Because of 
their Durability, 
Efficiency, Low Cost 
and Uniformity. 


Correspondence 


Invited 











HEMINGRAY 
GLASS CO. 


OFFICESS FACTORY 
MUNCIE 
IND. 


COO 
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ENAMELED CONDUIT 


EXD 


Sales Drive! 


—_— is real power behind 
your sales effort when you 
sell Pittsburgh Standard. 


Reaches the job ready to in- 
stall; cuts time, assures a tight- 
fitting conduit system; costs no 
more than ordinary enameled 
conduit—facts that you can turn 
into ready sales and satisfied cus- 
tomers. P. S. pays you best. 


TA 





Enameled Metals Co. 
PITTSBURGH, PA. 














| 
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Wiltbank-Fryburg-Furness 
Manufacturers’ Agents 

The Paralectric Co., entered the 
field manufacturers agents on 
February 7, covering eastern Penn- 
sylvania, southern New Jersey, Dela- 
ware and Maryland, with offices at 
1103 Widener building, Philadelphia, 
Pa. Complete stocks are carried in 
a warehouse at 605 Arch street with 
5,000 sq. ft. of space, elevator and 
loading service and excellent display 
rooms. 

The personnel is composed of C. N. 
Wiltbank, former district representa- 
tive of the Bryant Electric Co., 
Charles H. Fryburg, who was district 
manager for the Wise-McClung Manu- 
facturing Co., and Clifford H. Fur- 
ness, former auditor of the Texas Co., 
in the Philadelphia and New York 
districts. The 
the John Dunlap Co., which makes the 
J. D. line of industrial lighting fix- 


as 


company represents 


tures and the Rutenber Electric Co., 
Inc. One or two more lines of equal 


quality will be added. 






“AUTEX” Extension 
Reels 


TO YOU, Mr. Salesman 
—See that your house 
provides you with sales 
sheets on “Autex” Reels 
for your price cata- 
logues. There is a large 
and constantly increas- 
ing demand for these 
Reels, and there is no 
reason why you should 
not assist your firm in 
securing their share of 
the business in them. 
Fully approved by the 
Underwriters. 


The following illustration shows an in- 
terior sectional view of the Jonas-Cadil- 
lac Service Station at Milwaukee, Wis., 
where over 100 ““Autex” Reels have given 
over two years satisfactory service. 





* * * 


Ward Joins Tork and Electric 
Outlet Companies 
The Tork Co., of 


Tork Clocks and other automatic elec- 


manufacturers 


trical devices, announces the election 
of Ralph D. Ward as vice-president 
the Mr. Ward 


company. 


was | 


formerly vice-president of the Ward | 


Baking Company and has extensive in- | 


He is 


terests in the baking business. 


also president of the Electruck Cor- | 


poration. 


The Electric Outlet Co., originators | 


of Elexits and other wiring devices, 
l the of Mr. 


also election 
vice-president, coincident 


announces 


Ward 


with the company’s intention to place 


as 


on the market its own line of special 
wiring devices. 

The Tork Co. and the Electric Out- 
let Co., share the same executive and 
sales offices at 8 West Fortieth street, 
New York, N. Y. E. Cantelo White 
is president and general manager of 
beth companies. 

% * # 
Jacquet Handles National 
Carbon Radio Publicity 


Lloyd Jacquet, formerly with the 


Westinghouse Electric & Manufactur- | 


ing Co., has recently been placed in | 
charge of the publicity section of the 
National Carbon Co.’s radio division. 


Previous to his connection with West- 
inghouse, Mr. Jacquet was radio edi- | 
tor of the Evening Mail. 


U 





as 


THE CINCINNATI SPECIALTY MFG. CO., Inc 





1 Manufacturers 
1915-17 Powers St. CINCINNATI, OHIO 











“POWERLETS” 
CONDUIT FITTINGS 
Sell To Contractors 


**Powerlets’”” make friends among 
contractors that stick from year 
to year. The high quality of 
*‘Powerlets’"’ makes all jobs bet- 
ter. Your trade can have “‘Power- 
lets” in all types and sizes. They'll 
find them neat in appearance, 
with integral hubs, clean cut 
threads and perfect alignment. 
*‘Powerlets” don’t break because 
all fittings subject to bending 
strains are made of malleable iron. 


Let us give you full data on 
our jobber proposition! 





MULTI ELECTRICAL MFG. CO. 


1848 W. 14th St. 
CHICAGO ILLINOIS 
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4 DEMAND 


demand 
ALLEN SODERING 


The 
for 
FLUXES 
due to 
ALLEN 
the first 


Constant 
ity 
abroad 


why 
ALLEN 





4586 N. 





constant 


to be produced. 
such infallible 
as won government 
recognition 
the 


Universal. 


_ 


\ 


is not alone 
the fact that 
FLUXES were 
non-acid fluxes 


quality and 
uniform- 


here and 
also indicates 

demand for 
FLUXES is so 











QUALITY 


antee the 


ALLEN. 


mit free samples. 





~ 


Superior materials and 
scientific blending guar- 
maintenance 
of ALLEN quality at all 


times. 
You can get no better 
sodering flux than 


We will be glad to sub- 
and 
prices for your approval. 


X 





a 





Lincoln St., Chicago, 


© |. BeSeereHING @ 
SODERING SUPPLIES “ 
WEBS GW ° 


Ill. 














IBRUNT| 
PORCELAIN 


HIGHEST 
QUALITY 














Manufactured under 
license from the 
Porcelain Appliance 
Corp. 


Patented 
Feb. 3, 
1920 


Our goods marketed through the 
Jobbe: 


obber. 
Drive-It Knob 


Knobs, Tubes, Cleats 
and Specialties 





BRUNT TILE & PORCELAIN C0., | 
COLUMBUS, OHIO 











| Smith 


A New Freed-Eisemann 
Hook-up 

Meaning that two well known radio 

men have hooked up with the Freed- 

Kisemann Radio Corp., Brooklyn, N. 

Y. J. D. Gibson has always been a 

Way back 


wireless enthusiast. 


in | 


1910 he was operator of the ancient | 
station NY on Forty-Second street, | 


New York, N. Y. During the war 


he was chief electrician in charge of | 


the central control station on White- 
hall street. In 


ago he joined the A. H. Grebe Co., in 
Richmond Hill, L. I., leaving May 1, 
1924, to join Freed-Eisemann. 
Amateurs all over the United States 
know Edgar K. James who conducted 
the first radio 
During the war he was instructor at 
McCook’s field in Dayton, O., and 
in 1919 he started the radio depart- 
ment for Stanley & Patterson, Inc., 
jobbers. He was with the DeForest 
Co. two years, and two years with the 
A. H. Grebe Co., in Richmond Hill, 
L. I. Now the Freed-Eisemann Radio 
Corp. has him, and he is out doing a 


show for amateurs. 


big job in the eastern territory. 


* 


Fowlks Back with French 
Battery 

For the past six years, S. H. Fowlks 
has been with the Piedmont Electric 
Co., of Ashville, N. C. Just recently 
he has gone back with the French 
Battery & Carbon Co., Madison, Wis., 
by whom he was formerly employed. 
In his present position, he will travel 
the Northwest Territory. 
* 


Lloyd Gets Out into Atlanta 
Territory 

H. C. Lloyd, of the French Battery 

& Carbon Co., Madison, Wis., who has 

been in the office of the Atlanta, Ga. 


* * 


* * 


branch about five years, has been 
transferred to the sales force. If size 


has anything to do with sales, Mr. 
Lloyd will be a success. 


* * * 


1918 he went in the | 
Ship Owners’ Radio Service as Euro- | 
pean representative, and three years | 


NT 


Kilbourne & Clark Enter Cen- | 


tral West Field 


The Kilbourne & Clark Mfg. Co., | 


101 Spokane street, Seattle, Wash., 
has recently appointed the O. 


Chicago, IIl., as its Central West rep- 


resentative. 


| , , . 
| manufacturers of radio equipment, | 
Pr. 


Co., 205 West Harrison street, | 


i) 
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YAGER’S 


Soldering 





Salts Paste 


Make good because made good. 
Have no regrets. Insist. Write us 
for particulars. 


ALEX. R. BENSON CO., Inc. 
Hudson, N. Y. 


For list of distributors see McRae’s 1923 Blue 
Book. 
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GENERAL 
PORCELAIN CO. 





Manufacturers of 
Standard Knobs, Tubes and 
Cleats, High Tension Pin 
Type Insulators, Strain Insu- 
lators, Bushings, Electrical 
Fittings, Fuse Blocks, Switches, 
V.T. Sockets, Radio Specialties. 
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AIR - BLAST 


FANS 


A dealer merchandis- 
ing plan with a 
punch—built around 
that big Peerless fan 
feature, the air-blast 
blade. 


Write us for details. 
THE PEERLESS 
ELECTRIC CoO. 

Warren, Ohio 





WALGER 
CONNECTORS 


Do a better job 
in one-fifth the 
time at one- 
half the cost. 





No solder, no 
blow torch 
necessary 


Makes _ every 
connection 
100% perfect. 


§.H. STOVER & CO. 
PITTSBURGH, PA. 
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New 


DONGAN 
Type C 
Trans- 
former 


| $3.50 


List 


Adaptable for all Tubes 
Ratio 3% 
A Beautiful Instrument 
Jobbers: You will be interested in our dis- 
counts—write at once. 
DONGAN ELECTRIC MANUFAC- 
TURING CO., 
2993 Franklin St., Detroit, Mich. 
Transformers of Merit for 15 years. 











PHILLIPS WIRE COMPANY 


PAWTUCKET, R. I. 








Complete Service 





INDUSTRIAL WIRING 
DEVICES 
SAFETY SWITCHES 


SERVICE CAPS, PIPE ENDS 


Wayman Electric & Mfg. Co. 
EAST PALESTINE, OHIO 
Successors To 


The Efficiency Electric Co. 









































Wrigley for Quality 






















HOOD RIVETED ON 
Wrigley Toggle Bolts 


Made of heavier gauge steel. 

Can be put through smaller holes 
than average toggle bolt. 

First Toggle Bolt made. 


The Thomas Wrigley Co., 
504 Sherman S8t., Chicago, Ti. 
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Saylor Moves to Detroit 


The Saylor Electric & Mfg. Co., 
makers of “Saylor Duct’ (flexible 


loom) anncunces that after June 1 
it will be located in its new factory 
at 1014 Lynn St., Detroit, Mich. 
The factory was formerly in Whee- 
ling, W. Va. 
* * * 

Eisemann Moves Detroit Office 

The EKisemann Magneto Corp., New 
York, N. Y., sends a notification to 
the effect that the company’s Detroit 
office was removed on May 1 from 
429 Willis avenue, west, to 4145 Cass 
avenue. 


* * * 


Crane and Stout Handle 
Peerless Products 

Their many friends in the electrical 
jobbing trade will be interested to 
learn that Crane & Stout have been 
appointed New England representa- 
tives of the Peerless Products lines, 
with headquarters at 10 High street, 
Boston, Mass. It would seem that 
both parties to this arrangement are 
to be congratulated. The activities of 
Crane & Stout will tie in effectively 
with those of that genial hustler, S. 
N. Buchanan, who looks after field 
work in the sales promotion service 
of the Peerless Products line. “Buck” 
was in the New England district dur- 
ing May. His contractor friends, new 
and old, are always glad to see him 
because they recognize him as one of 
themselves and know that he can be 
counted on to see their problems as 


they themselves see the-————things. 
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RIGID STEEL 
CONDUIT anp FITTINGS 


The Steelduct Company 


Youngstown, Ohio 














CEDAR POLES 


Northern 
White Cedar 


Western 
Red Cedar 


Plain or 
Butt Treated 


T. M. Partridge 
Lumber Company 


Minneapolis, Minnesota 


POLES 


PLAIN OR TREATED 


NATIONAL POLE CO. 


Escanaba, Mich. 











220 Broadway, 2844 Summit St., [ 
New York Toledo, O. 


Rialto Bldg., 


San Francisco, Calif. 























NORTHERN WHITE 
WESTERN RED 
GUARANTEED GRADES 
24Hour Service. 


BUTT TREATING 
ANY SPECIFICATION 
Let Us Show You How 

To CashIn On BELL Poles 


SEND FOR BOOKLET CONTAINING 
VALUABLE 
FOR! 
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190Wireholder 


There are four good reasons why every Central Station 
in your territory should be using Peirce No. 190 Wire- 


holders. 


The Linemen like them because they are easy 


to install. 


The Superintendent likes them because he can 
depend on them to support the service wires un- 


der aJl conditions. 


The Manager likes them because of their low 
first cost, low installation cost and no main- 


tenance. 


The House Owner likes them because they are 
neat and inconspicuous and do not split the wood 


or make-rust stains on the building. 


Write for a sample to take with you on your next trip 
and see how easily it goes over. 


HUBBARD & COMPANY 


PITTSBURGH 


CHICAGO 
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SALESMEN: A great national advertising campaign is helping dealers sell Eveready Flashlights. 
And intensive advertising in all the important trade magazines is helping you sell Eveready 
Flashlights to the dealers. This is a reproduction of the current advertisement in trade papers. 

















RIGHT NOW — sell 
flashlights to vacationists 


IN OUR national advertising, we gestionthat people put Evereadys 
are emphasizing the vacation ‘in the grip for the trip.” 
idea— pointing out that a vaca- 
tion without a flashlight is like 
a fishing-rod without a line, or a 
rifle without ammunition. 


When they come in for vaca- 
tion equipment, be sure to sug- 
gest Eveready Flashlights and a 
good supply of Eveready Unit 

And, it’s a fact! Cells. The newly designed line 

Dress your window with va-_ of flashlights gives them 22 types 
cation necessities and feature from which to select. Ask your 
Eveready Flashlights as a sug- jobber. 

Manufactured and guaranteed by 
NATIONAL CARBON CO., INc., New York—San Francisco 


Canadian National Carbon Co., Limited, Toronto, Ontario 


EVEREADY 


FLASH LIGHTS 
iy BATTERIES 


they last longer 
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The F. pwwin FE. Guirit COMPANY 


DESIGNERS- ENGINEERS-MANUFACTURERS 


Lighting Equipment 
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Bill, Tom and the rest 
of your dealers are on 
their toes now— 


They’ve read the story of the Guth productions in their 
favorite publications. They’ve been quick to sense the 
tremendous sales possibilities opened up for them among 
hotels, clubs, homes, hospitals, etc. And many have written 
in for literature and details of our profit-making sales plan. 


The stage is all set for you. The preliminary work has been 
done. Full-page advertisements in the publications your 
dealers read have already appeared. Others are appearing 
right now. All devoted to selling your dealers on Guth 
products. That’s why they’re ready to buy the minute you 
walk in. 


There’s Brascolite, Aglite, and Magic-Lite--together with 
the complete Guth line of porcelain enameled lighting units, 
which also go over big with Bill, Tom and all the rest of 
your dealers. For they’re so easy to sell-—their permanent 
finish makes them so easy to clean and keep clean. 


Call on us when you want service. We’ll be glad to back 
you up with plans and designs that will really help when 
you're after a large building installation or a small one. No 
obligation, of course. 


THE EDWIN F. GUTH COMPANY, St. Louis, U. S. A. 


Formerly the St. Louis Brass Mfg. Co., and the Brascolite Company 


BRANCH OFFICES (Sales and Service) 


Atlanta Boston Chicago Cincinnati Detroit Los Angeles 
Minneapolis New Orleans New York Omaha Philadelphia Seattle 





Notice the Lighting Lguipment, 











